&  HOME  IMPROVEMENT  DEALER 


0  It’s  magic!  Say  “EXCELUM”  and  you’ll  find  it’s 
easy  to  part  your  customer  from  his  dollar.  That’s 
l)ecause  we’re  putting  the  sell  in  Excelum— 
PRE-SELLING  for  you  in  national  magazines  reaching 
a  total  of  10  million  prospective  customers. 

Sell  America’s  finest  line  of  combination  windows  and 
doors.  Sell  Excelum  —  a  product  your  customers  know ! 


COMBINATION  STORM  WINDOWS  AND  DOORS 


ky  JAMAICA  SASH  A  DOOR  CO. 

Mala  Plaati'  New  HtJc  Park,  L.  I.,  N.  FUld.lone  7-1867 

MMwast  t  Crnlral-Eicrlum, 

3419  Rutfrr  Si.,  St.  Louis,  Mo.  . 

Naw  KachaMt  Mercury. Exrrium  u(  New  EngUnd  liir.  I 

278  Main  Si.,  Hartford,  Conn.  ' 

Saatki  Permanenl  Storm  Window  Co.. 

1810  Winchester  St.,  Baltimore,  Md. 

Naw  Jaraapi  Excrlum  of  New  Jersey 
Route  6,  Lodi,  N.  J. 


GuoroiiMM  by  ' 
I  Ga8d  HooMkatping 


•Wkn  thm  Mmmm*9  Exc9lum...Thm  Window  Will  Soli  *om.' 


Now  Excelum  Windows  are 

PRhSOLD! 


Ul  ILUlXtj  SI‘K('1.\I.TIKS  &  HO.ME  IMPKOVEMEN'T  l)E.\LER,  Vol.  6,  No.  3,  Septenilter.  1953.  PuMished  monthly  by  Hoffman  Publications,  Inc.,  425  Fourth 
Vve.,  New  York  16,  N.  Y.  Subscription  price.  Domestic  $3.00  per  year,  3S  cents  per  copy;  Canada  and  Foreign,  $4.00  per  year.  Reentered  as  second  class  mattei 
November  26,  1952  at  the  Post  Office  at  New  Y’ork,  N.  Y.  under  the  Act  of  March  3,  1879. 


GEM'IILUM 

T^Cununum  T^umuu^ 


Write  or  wire  for  our 
dealer  set-up 


III 


EVERY  GEM-ALUM  DEALER  HAS: 

'A'  An  assured  supply  of  top  quality  awnings. 

it  The  lowest  price  in  the  field  of  awnings  of 
comparable  quality. 

A  Direct  factory  dealing. 

it  Excellent  roll-form  construction  with  a 
superb  roll-coated,  baked-on  enamel  finish 
in  all  colors. 

it  No  inventory  requirement.  —  order  them  as 
you  sell  them. 

it  Immediate  delivery. 

Gem-Alum  awnintis  are  custom  made  for  any  instolla- 

tion  on  windows,  doors,  terraces,  and  canopies  of  homes, 

apartments,  stores,  offices,  motels  and  factories  — 

wherever  permanent,  all-season  protection  is  desired. 


General  Aluminum  Products  Corp. 


3949  S.  FEDERAL  STREET 

&  Home  Improvement  Dealer 


Phone:  KEnwood  8-5533 


CHICAGO  9.  ILLINOIS 


EVER -READY 

Stainless  Steel  Twins 


EVER.READY  offers  you  a  stainless  steel  combination  window  and  door  you 
can  sell  WITHOUT  COMPETITION  —  yes,  we  said  WITHOUT 
COMPETITION!  —  and  at  prices  any  customer  can  pay.  Made 
of  metal  that  will  never  rust,  pit,  corrode,  or  wear. 

EVER.READY  Triple  Track,  Interlock,  All  Welded,  Stainless  Steel  Combination 
Windows  can  be  sold  at  a  price  nobody  can  beat!  Frames,  glass 
and  screen  inserts  are  all  welded.  Trouble-free  —  once  you  install 
them  you  can  forget  about  service  calls.  Easiest  window  on  the 
market  to  install. 

EVER.READY  Combination  Doors  are  made  of  All  Welded  tubular  stainless 
steel.  Guaranteed  against  sagging!  A  clean-looking,  2-lite  door 
with  3  stainless  steel  hinges,  Z-frame,  bottom  expander  —  posi¬ 
tively  trouble  free  and  designed  for  easy  installation. 

EVER.READY  Twins  can  be  K.D.  in  your  plant  if  you  desire.  Complete  equipment 
costs  you  no  more  than  $2,000. 

P/ioffe  HOW  and  ask  for  Hate  Brown! 


DIAMOND  BUILDING  PRODUCTS 

CORPORATION 

3650  East  93rd  Street  mm  3'jooo  Cleveland  5,  Ohio 
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TRIAD 

Aluminum  Twins 


You  Can  Beat  Anybody's  Price  And 
Still  Make  a  Good  Profit  with 

TRIAD 

3  Track  —  Interlock  —  ALL  WELDED 
Aluminum  Combination  Window 

Welded  frames,  glass  and  screen  inserts.  Installation  is  so  easy  that  we  guarantee 
your  mechanics  can  install  4  of  these  windows  per  hour  without  any  difficulty. 

TRIAD 

All  Welded  Aluminum  Combination  Door 
Z-Frame  —  3  CONCEALED  Hinges  —  Bottom  Expander  —  Stainless  Steel  weather¬ 
stripping  all  around  —  Outside  Door  Overlap  to  keep  rain  and  snow  out. 

Rigid  .  .  .  Solidly  Engineered  .  .  .  and  a  full  1"  thick. 

TRIAD 

Extruded  Aluminum  Combination  Door 
Low-priced,  Va"  thick,  Z-frame,  Bottom  Expander,  Hinges,  Etc.  Complete.  Knock 
your  price  competition  out  of  the  market  with  this  door. 

If  you  prefer  K.D.  operation,  entire  equipment  costs  only  $1,000. 

fP/Ve  Of  Write  Today 
or  Phone  and  ask  for  HATi  PROWH! 


DIAMOND  BUILDING  PRODUCTS 

CORPORATION 

3650  East  93rd  Street  mCAd  3-1000  Cleveland  5,  Ohio 
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The  "Ca^i/lac"  of  the  Business 


aramount 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 


The  Only  Window  Line  with  ^  these  FAST  SELLING  SUPERIOR  FEATURESl 


(rodurt  of 
Aluminum 
^kUUraft 


Crof*  Setiion  View/  ol 
TRIPLE  TRACK  FEATURES 


NEW  IMPROVED 


.  TRIPU’TRACK 

ALL-ALUMINUM 

STORH  &  SCREEN 

WINDOW  COMBINATION 

with  Buih  in  Weatherstrip 

•  TRIPLE  TRACK 

—  Hot  CHANNEL 

•  EASY  INSTALLATION 

—  Service  FREE 

•  TWIN  VENTILATION 

—  Sashes  Raise  or 
Lower  to  Any  Level 

.  •  CHANGEOVER  NEVER 

\  NECESSARY! 

^  \  —  Make  Selt-Stering 

\  Obsolete 

•  POSITIVE  100%  WEATHER 
^  STRIPPING 

^  •  HEAVY  EXTRUSIONS 


2!  SCREfif^'^'''  EXTRUSIONS 

3.  BonoM  glass" 

Complf  mmkmM'  u.u, ...... 

WEATHER-STRIPPING  llBHMHigiiM 

America's  Finest  Fastest-sell-  |  | 

ing  ALL-ALUMINUM  Combi-  |  j  ^  | 

nation  STORM  and  SCREEN  |  |  f  I 

DOOR  7  I 

e  Fully  extruded.  II 

e  Single  lite  doors,  two  lite  p  ) 

doors,  self-storing  doors.  ^  .i  R-  | 

e  Aluminum  Wire  screen.  I  ■ 

e  Expander  on  sill — for  H 

e  Reenforced  corners  for  SJ 

iffe-time  rigidity.  ^ 

e  Complete  with  aluminum 
ensemble  and  stainless 
steel  hardware. 

•  BOTH  are  3  WAYS  BEnERIi! 

I.  QUICKER  AND  EASIER  TO  INSTALL.  2.  SERVICE-PROOF. 

J  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL-BACKS. 

ADVERTISING  MATERIAL  AVAILABLE:  Cuts,  Mats,  Literature! 


•  introduemg 
the  Hew  Sensationul 

Business  buubbr 
paramount 

ALL-ALUMINUM 

cneiT  Mr  wimw 


WifA  the  exCLUSlYE  FULL  LENGTH 

PIANO  HINGE  Feature 


Some  other  Outstanding 

1.  Full  Length  PIANO  HINGE.  5. 

Permits  easier  cleaning  from 
the  outside. 

2.  EXTRA  HEAVY  EJ  TRUSIONS 

(t‘63  ST.  5  AlUy  Extrusions). 

3.  SPECIALLY  DESIG.'IED  SPONGE 

RUBBER  ( 

To  affect  a  perfect  seal  be¬ 
tween  Casement  window  and 
storm  window.  Eliminates  . 

Window  Condensation.  '• 

4.  FULLY  EXTRUDED  Weather  > 

Stripping  installed  on  each  9. 

Window  Vent  opening  for 
positive  seal.  10. 


Selling  Features 

Specially  designed  rubber  ex¬ 
trusion  to  seal  and  secure 
ghss  in  plate,  for  permanen¬ 
cy  And  permitting  simple  re¬ 
placement-!  of  broken  glass  by 
home  owners. 

Designed  for  Single,  Double 
thick  and  Demiplate  for  Pic¬ 
ture  Windows. 

Controlled  ventilation. 

Draft  Free. 

Reenforced  for  permanent 
rigidity. 

Priced  Right. 


$  aramount 


ALUMINUM  PRODUCTS  CORP. 

180-11  Jamaica  Ave.,  Jamaica,  L.  i.,  N.  Y. 


•  REPUBLIC  9-6664 
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Bill  1,1)1  NG 


Our  cover  for  September  illustrates  a  STEEL 
kitchen  cabinet  installation  unique  in  the  re¬ 
spect  that  it  looks  exactly  like  WOOD.  Harri¬ 
son  Steel  Cabinet  Co. 
has  recognized  the  large 
group  of  home  owners 
who  prefer  steel  kitchen 
cabinets  for  their  many 
mechanical  advantages 
and  durability,  and  at 
the  same  time  hove  an 
inclination  towards  wood 
because  of  its  appear¬ 
ance.  Finishes  are  avail¬ 
able  to  match  any  wood- 
graining  a  customer  may 
desire  including  maple, 
oak,  birch,  cherry,  pine  and  many  others. 
Cabinets  of  this  type  are  available  in  both 
standard  and  custom  installations.  All  wall, 
base,  and  sink  cabinets,  lazy  corner,  fruit  and 
vegetable  bin  and  the  many  other  units  avoil- 
able  in  the  company's  line  of  white  or  pastel 
colored  cabinets  can  be  obtained  in  natural 
wood  finishes.  Harrison  Steel  Cabinet  Co.  is 
located  at  4718  W.  Fifth  Avenue.  Chicago  44, 
Ill. 
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AlUMINUM 
LAP  SIDING 


. . .  OFFERS  YOU  A  GOLDEN  BUSINESS 
-BUILDING  OPPORTUNITY  —  YOUR 
CHANCE  OF  A  LIFETIME  TO  GET  IN 
ON  THE  GROUND  FLOOR  WITH  A  RED 
HOT  PRODUCT  AND  DUPLICATE  IN 
YOUR  COMMUNITY  THE  SOLID  SUC¬ 
CESS  THAT  LYF-ALUM  HAS  SCORED 
FOR  OTHERS  IN  MANY  PARTS  OF  THE 
COUNTRY. 

IF  THERE  IS  NO  LYF-ALUM  DEALER 
ESTABLISHED  IN  YOUR  AREA  — 
PHONE,  WIRE,  OR  WRITE  TODAY. 

P.S.  — 

got  tAz  ^/tocUoot  -  o/^toC 


lyF'ALuii'Mc 

164  East  Wisconsin  Avenue 
Oconomowoc,  Wisconsin 
in  the  Metropolitan  Milwouhee  area 
A  divisian  at  Korhwmal  Stool 
and  Aluminum  Carp,  of  Wlicantin 
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DEALERS  and 
DISTRIBUTORS 


Who  Handle  SHAWNEE  ALUMINUM  STORM  SASH 
Handle  The  Finest  Window  made — at  the  Lowest  Price. 


How  Heaofy/ 


Casement  storm  sash  sales  can  be  much  more  profitable  for  you 
if  you  handle  SHAWNEE.  We've  eliminated  your  chief  head¬ 
ache  by  making  installation  easier,  better.  SHAWNEE  casement 
storm  sash  has  been  engineered  by  men  who  are  completely 
familiar  with  the  problems  involved.  We  have  hod  30  years' 
experience  in  metols.  You'll  find  your  labor,  time  and  costs  lower, 
your  callbacks  and  service  expense  almost  nil. 

Naturally,  this  means 
HIGHER  PROFIT  for  you! 

SHAWNEE  windows  are  mode  to  SELL,  too  .  .  .  they're  better 
looking,  neater,  sturdier  than  many  higher  priced  windows.  All 
63  ST  Aluminum  extruded  by  Alcoa.  You  can  sell  them  at  a 
price  to  meet  any  competition,  and  talk  and  show  quality  to 
your  customers. 

DEALERS:  We  help  you  to  more  sales  and 
higher  profits  with  our  DEALER  PLAN,  including 
sales  literature,  samples,  sizeable  discounts. 

K.  D.  Packages  or  Completely  Assembled 

IMMEDIATE  DELIVERY— we  carry  a  complete 
Stock  of  Standard  sizes. 

DISTRIBUTORS:  Exclusive  territories  available. 


SHAWNEE  TRIPLE-TRACK  EXTRUDED 
ALUMINUM  COMBINATION  WINDOW 

One  of  the  highest  quality  windows  on  the 
market  today.  Beautifully  designed,  finest 
craftsmanship,  heavy  Alcoa  extrusions. 


SHAWNEE  TRIPLE-ACTION  EXTRUDED 
ALUMINUM  COMBINATION  WINDOW 

Here  is  a  budget  priced  window  with  every 
feature  dealers  have  been  asking  for.  It  looks 
like  top  quality;  yet  you  can  sell  it  to  meet  any 
competition. 


MAIL  THE  COUPON  ...  OR  PHONE  US  TODAY 

^R?DUCTS  CO. 


SHAWNEE  METAL  PRODUCTS  CO. 

1239  -  9Hi  St.,  N.W. 

Washington  1,  D.  C. 

PLEASE  RUSH  —  without  obligation  —  Litera¬ 
ture,  details  and  prices  on  SHAWNEE  Case¬ 
ment  Storm  Sash.  □ 

SHAWNEE  Double  Hung  Combinations.  Q 


1239 -9th  St.,  N.W.,  Washington,  D.  C. 
Columbia  5-3422  —  3423. 


NAME  ... 
COMPANY 
ADDRESS 


DISTRIBUTOR  □ 
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Alcoa  Says  U.  S.  Restriction  On  Its 
Canadian  Purchases  Hurts  Fabricators 


Aluminum  company  of 

AMERICA  charged  recently 
that  efforts  by  the  Department  of 
Justice  to  prevent  it  from  buying 
600,000  tons  of  Canadian  alumi¬ 
num  would  deprive  thousands  of 
independent  fabricators  in  the 
United  States  of  the  aluminum 
they  need  to  keep  their  plants  go¬ 
ing. 

The  Company  also  said  that  the 
Department  threatens  to  sabotage 
the  program  established  in  1951  by 
the  U.  S.  District  Court  here, 
which  that  Court  felt  was  neces¬ 
sary  to  strengthen  competitive  con¬ 
ditions  in  the  aluminum  industry. 

The  charges  were  made  in  a  re¬ 
ply  to  a  petition  filed  last  month  by 
the  Department  of  Ju.stice  in  the 
District  Court  here.  The  Govern¬ 
ment  asked  the  Court  to  cancel  a 
contract  by  which  Alcoa  would 
buy  600,000  tons  of  aluminum  from 
Aluminum  Limited  of  Canada 
from  1953  through  1958,  and  to 
terminate  a  judgment  entered  in 
1951  directing  certain  large  stock¬ 
holders  of  Alcoa  to  dispose  of  their 
holdings  in  Limited  over  a  10-year 
period. 

Alcoa’s  reply  pointed  out  that 
there  are  relatively  few  users  of 
aluminum  in  pig  and  ingot  form — 
the  way  the  metal  comes  from  Can¬ 
ada.  The  very  large  majority  of 
users  need  the  metal  in  fabricated 
or  semi-fabricated  forms,  which 
Alcoa  is  able  to  supply.  The  com¬ 
pany  said  that  cancellation  oi-  the 
^contract  would  prevent  it  from 
furnishing  these  necessary  forms 
to  its  customers,  who  are  among 
the  nearly  17,000  independent  alu¬ 
minum  fabricators  in  the  U.  S  . 

“This  basic  economic  reality,’’ 
Alcoa  charged,  “is  completely  lost 
sight  of  in  the  Department’s  argu¬ 
ment.” 


Alcoa  emphasized  that  even  w'ith 
its  scheduled  purcha.ses  under  the 
contract,  its  share  of  the  growing 
American  market  will  be  less  than 
it  has  been  in  the  past. 

The  Company  denied  that  the 
contract  would  impede  another 
“round”  of  expansion  in  the  United 
States,  but  pointed  out  that  there 
are  indications  that  the  Govern¬ 
ment  is  not  pushing  for  the  entry 
of  new’  smelters  into  the  industry 
at  the  pre.sent  time.  Alcoa  cited  the 
vast  expansion  of  the  aluminum 
industry  already  accomplished,  the 


THIRST  reactions  to  the  Govern- 
-1“  ment’s  newly-launched  experi¬ 
ments  of  applying  the  used  car 
trading  technique  to  home  buying 
have  been  lukewarm. 

Key  of  the  Federal  Housing  Ad¬ 
ministration’s  scheme  is  to  en¬ 
courage  the  remodeling  of  old 
houses  to  make  them  more  attrac¬ 
tive  buys  and  get  builders  to  accept 
the  older  dw’ellings  as  dow’n  pay¬ 
ments  on  new’  ones. 

After  home  owner  and  builder 
agree  on  a  deal,  both  the  remodel¬ 
ing  and  old  home  turn-in  w’ould  be 
financed  under  FHA  with  the 
builder  taking  the  package,  giving 
him  a  chance  to  profit  from  tw’o 
sales  instead  of  one. 

The  purpose  of  the  plan  is  two¬ 
fold  :  first,  to  fulfill  the  FHA’s  mis¬ 
sion  of  improving  housing  stand¬ 
ards;  second,  to  spark  the  vast 


low  cost  of  Canadian  production, 
and  changing  economic  conditions 
as  circumstances  which  are  be¬ 
lieved  to  have  caused  the  pre.sent 
Government  to  reconsider  the  ad¬ 
visability  of  bringing  further  new 
smelters  into  the  industry. 

Also  named  was  a  growing  reali¬ 
zation  by  the  Government  that  the 
national  economy  will  be  harmed 
by  bringing  new’  smelters  into  be¬ 
ing  w  ho  can  compete  on  even  terms 
only  so  long  as  they  are  subsidized 
or  maintained  by  Government  con¬ 
tract. 

The  Company  contends  that  the 
Canadian  aluminum  purchased  un¬ 
der  the  contract  could  not  have 
been  sold  to  anyone  else  in  the 
present  U.  S.  market.  Other  pri¬ 
mary  producers  and  non-integra- 
ted  users  of  primary  metal  have 
been  thoroughly  canvassed  by  the 
Canadian  producer’s  .sales  organi- 

(Contitiued  on  Page  84) 


home-buying  potential  represented 
by  the  four  out  of  ten  would-be 
purchasers  who  already  ow’n 
houses  but  w’ant  new  ones. 

To  determine  whether  the  idea  is 
workable  the  FHA  and  the  Nation¬ 
al  As.sociation  of  Home  Builders 
are  starting  trade-in  tests  in  six 
cities:  Columbus,  Ohio;  Hartford, 
Conn.;  Washington,  D.  C. ;  Okla¬ 
homa  City;  Shreveport,  La.,  and 
New  Orleans. 

Spot  checks  by  the  As.sociated 
Press  show’  that  the  still-booming 
market  in  new’  homes  leaves  many 
builders  pretty  cold  to  the  idea, 
but  the  experiment  is  still  in  its  in¬ 
fancy. 

The  FHA  does  not  expect  prac¬ 
tical  information  on  the  tests  until 
.some  time  this  fall  and  the  picture 
may  be  different  by  then. 

{Continued  on  Page  84) 


Builders  Lukewarm  to  FHA  Plan  for  Home 
Trade-Ins  as  Down  Payment  on  New  House 
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COMPO  ORIGINAL  and  COMPO  CHAMPION 
Stainless  Steel  *  Self-Storing 

Combination  Screen  and  Storm  Door 


Each  door  comes  individually  carton  wrapped  with  written  guarantee  attached 
.  .  .  and  is  furnished  with  the  following  packaged  hardware.  4  Stainless  Steel 
hinges  with  screws — heavy  cast  aluminum.  Stainless  Steel  trim,  door  latch — 
heavy  duty  automatic  door  closer — safety  chain,  bottom  sill  weather  sweep. 


Patented  and  other  patents  pending 

STOCK  SIZES 

2/6  X  6/8  •  2/8  X  6/8  •  2/10  x  6/8 
3/0  X  6/8  •  2/10  X  7/0  •  3/0  x  7/0 

Special  Sizes  and  Round  Top  available. 
Distributor — Jobber  and  Dealer  inquiries  invited. 

Writer  Wire  or  Phone  Collect 


&  Home  Improvement  Dealer 


DEALERS  AND  DISTRIBUTORS  MAKE 
HUGE  PROFITS  WITH  NEW 
ALENCO  SALES  PLAN 


Sell  This 
Quality  Product 
In  Three  Proven 
Markets! 


Never  before  has  a  jalousie  manufacturer  offered 
dealers  and  distributors  so  much.  The  ALENCO  Sales 
Plan  and  the  ALENCO  Jalousies  were  designed  to  answer 
the  demands  of  today’s  markets  ,  . .  and  to  help  you  profit 
from  these  tremendous  markets.  You  can  sell  a  product 
that  is  applauded  by  builders,  architects  and  contractors 
everywhere,  competitive  in  price  and  unconditionally 
guaranteed  as  to  quality  of  materials  and  workmanship. 
And  you’ll  have  the  full  assistance  of  a  manufacturer 
who  wants  to  WORK  WITH  YOU. 

Here’s  what  one  dealer  says:  “I  have  sold  glass 
jalousies  for  the  past  four  years.  Several  months  ago  I 
began  handling  ALENCO  Jalousies  because  I  know  what 
prospects  want — and  ALENCO  has  it.  The  ALENCO 


Sales  Plan  has  helped  me  from  the  very  first  day  I 
began  handling  these  jalousies.” 

This  proven<by>profit  sales  plan  includes  advertising 
material,  floor  displays,  signs,  decals  and  many  other 
tested  and  proven  sales  aids  as  well  as  sales  conventions, 
training  programs,  and  national  comsumer  advertising 
campaigns.  Dealers  enjoy  immediate  delivery  on  AL£NCO 
stock  sizes  and  distributors  are  given  protected  territories. 

Proof  of  profits!  Here’s  an  actual  example  of  a  tjrpi- 
cal  job:  Your  profit  on  the  six  windows  alone  in  the 
above  job  would  be  $158.66.  You  would  make  an  addi¬ 
tional  profit  on  the  materials,  installation  and  related 
items  you  sell  the  home  owner. 


L 


ONLY  ALENCO  JALOUSIES  INFER  YOU  AU  THESE  FEATWIES 


•  Sturdy  extruded  aluminum  frame 

•  Easily  and  quickly  adjusted  in  width 

•  Easily  assembled  with  only  8  screws 

•  Storm-proof  construction 


•  Installed  by  conventional  methods 

•  Easily  removable  screen 

•  Trouble-free  operation 

•  Available  in  36  stock  sizes 


AUnnON  INOINeBIINO  COVOtATtON 
Dapt.  tS  4 
2S01  Wrwdmi  M— aoii  S,  Imtm 

PlaaM  sand  ma  mora  information  on:  Q  Tha  Alanco 
distributorship  plan  □  Tha  Alanco  provon  daolar  solas 
plan.  I  undarstond  that  this  informat^  will  ba  sant  to 
ma  without  cost  or  obligation. 

Ncana  . . 
nm  Ns 

Addrass  .  . . . 

Chy  V....*. . . . Slata. 


Take  advantage  of  this  opportunity  for 
high  profits  as  a  dealer  or  distributor  in 
three  tremendous  markets.  The  ALENCO 
glass  Jalousie  and  the  ALENCO  Sales  Plan 
are  money*makers. 

MAIL  THE  COUPON  TODAY 


ALBIITTON  iNGlNIillNG  COlPOIATION 

3S0I  WtOXTON  AOAO.  HOUSTON  S,  TEXAS  •  ITnehburg  3681 
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an  old  principle  makes  a  modern  miracle 
in  an  aluminum  combination  window  .  .  . 


-it  iJositsl 


(AMI)  ALLIED  METALS,  INCORPORATED 


EASIER  SELLING  AND  TROUBLE-FREE 


PROFIT-SAVING  INSTALLATIONS 


The  SENTINEL  .  .  . 
Two  laelt  all  •  extruded 
eeonemy  window  with  the 
hi  I  featuree  and  etwdi- 
ncM  huilt  in. 


Out  of  the  rigors  of  New  England  winters  came  the 
development  of  the  ALLIED  line  of  combination  storm 
and  screen  windows  of  aluminum.  In  the  tradition  of 
quality  that  has  always  marked  ALLIED  products  come 
these  three  windows  to  provide  any  operation  with  a 
full  range  of  products  and  prices  that  mean  complete 
service  to  the  entire  market.  It  also  means  that  any 
dealer  can  promote  business  to  meet  demand  and  never 
leave  a  lead  without  a  sale.  In  today's  growing  com¬ 
petitive  picture,  ALLIED  offers  a  program  ta  meet  de¬ 
mand  and  the  opportunity  to  build  a  sound,  firmly  estab¬ 
lished  enterprise. 


Tha  BEACON  .  .  . 

Tripla  *lid«,  mluxiv*  ax. 
trudad  "atah-back'’  fraaie. 
na  traakx  ar  chaanait  ar 
braafcabla  aadtata.  Ptaa- 
tit  sallaad.  bltndalap  ia- 
atallad,  avaiiap  fraaia. 


CALL  OR  WRITE  NOW  FOR  DETAILS  ON  THE  UNIQUE 
AND  AHRACTIVE  “ALLIED  K-D  PLAN.” 


IT  FLOATS 


The  "Berkeley"  features  a  pat¬ 
ented  spring-type 'floating  sill 
that  adjusts  automatically  and 
securely  to  variotions  in  prime 
sill  line.  And  .  .  .  ALLIED 
sashes  "float"  —  held  under 
40  inches  of  spring  pressure 'for 
adjustability  anywhere  along 
frame.  Weather-tight  and  rat- 
tleproof. 


Tha  BERKELEY  .  .  . 
Twa  aaab.  ratlad  fr«w 
with  tha  pateatad 
Juatiad  “tlaatiaf”  aill. 

all  allied  win¬ 
dows  are 

ABLE  ON  EASTERN  OR 
western  prime 
FRAMES. 


U.  S.  Pot.  No. 
2523070 


ALLIED  METALS,  INC. 

14  Hamilton  St.,  New  London,  Conn. 


We  are  interested  in  handling  your  product: . 

We  are  □  Dealers  □  Distributors  □  KD  Oper. 

Other  . 

Firm  . 


Address  .... 
City  and  State 


&  Home  Improvement  Dealer 
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Big  Fall  and  Winter  Market 
...Tap  It  With  This  Tested 


Refrigerator-^e 

baked  enamel  finish  won’t 
flake,  peel  or  crack . . .  stays 
new  looking  for  years. 


100%  aluminum  construction 
gives  longest  possible  life 
. . .  even  bolts  are  aluminum. 


Only  three  pieces  to 

put  together  with  Childers. 
No  bundle  of  loose  slats 
to  fool  with. 


Special  channeling  and 
crimping  adds  extra 
strength,  beauty. 
Canopy  supports  180  lb.  man. 


No  special  tools  needed 

to  install  Childers 
door  canopies  . . .  only 
pliers  and  screw  driver. 


Many  similar  door  canopies  sell  for  as  much 
as  $65.00  installed.  (If  you  question  this 
price,  just  call  door  canopy  dealer  and 
check.)  So  Childers  gives  you  a  real  talk¬ 
ing  and  advertising  price.  At  the  same  time 
you  make  long  profit  with  practically  no 
handling  cost . .  .  and  you  get  leads  for  very 
profitable  additional  business. 


Sa  simple  te  install, 

most  customers  will  do 
it  themselves.  Only 
Childers  offers  you 
this  advantage  of  savings 
for  your  customer. 


Childers  door  canopies  and  awnings  backed  by 
national  advertising  in  America's  leading  magazines. 


Net  F.O.B.  Houston  after  2%  cash  discount 


Hundreds  of  dealers  have  sold  profitably 
for  $29.95  plus  installation. 

(Childers  gives  you  the  lowest  price 
in  America  for  this  special  sale.) 


For  covering  large  areas,  patios,  etc. 


For  all  styles  windows  and  porches 
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Every  Childers  door  canopy  | 

comes  in  one  package 

ready  for  installation. 

Proved  For  Door  Canopies 
Childers  Promotion  Plan: 

How  to  make  big  awning  profits  all  through  the  Fall  and 
Winter  and  get  good  leads  for  year  'round  business  tool 


You  can  forget  all  you  ever  heard  about  selling  door 
canopies  or  awnings,  because  Childers  has  changed  the 
business.  Last  fall  and  winter  353  Childers  dealers  used 
this  special  door  canopy  promotion  and  their  results  were 
amazing.  One  dealer  ordered  350  in  just  one  day!  Success 
after  success  was  reported  from  every  kind  and  size  of 
town  all  over  the  country  from  Florida  to  Oregon. 

Results  last  year  proved  you  can  make  big  awning  profits 
all  through  the  fall  and  winter  months! 

Here's  how  this  Door  Canopy  promotion  worked 
last  year  for  Childers  dealers: 

Charles  City,  Iowa:  “Sold  60  door  canopies  on  our  first 
promotion.  Never  made  such  quick  and  easy  sales!” 

Billings,  Montana:  “We  sold  door  canopies  with  18"  of 
snow  on  the  ground!  I’m  sold  on  Childers  three-way  com¬ 
bination  of  national  advertising,  quick  installation,  and 
low  prices  for  good  profits.” 


Here  are  all  the  details  you  need  to  start  selling: 

Dates;  September  8,  1!>5;>,  to  December  31,  10.5.3. 

Product:  Regular  LH-48  Door  Canopies,  white, 
one  pair  of  stripes.  48"  wide,  43"  projection. 

Price:  Only  $19.97'*  in  lots  of  24. 

How  dealer  benefits:  Tested  way  to  sell 
Childers  Door  Canopies.  Many  are  installed  by 

A  complete  door  canopy 
in  every  package.  Top, 
ends  and  Quick  Attach 
Bracket,  plus  a  few 
screws,  are  all  you  handle. 


property  owner. 


Chicago,  Illinois:  “We  featured  the  promotion  in  four  ads 
and  sold  342  door  canopies.  Got  better  than  a  hundred 
leads  on  other  jobs,  too.  Promotions  like  this  make  Childers 
Awnings  a  good  proposition  for  us  all  year  long.” 


What  Childers  does: 

1.  Childers  gives  you  sensational  low  price  starting  Sept. 
8  on  48-inch  wide  nationally  advertised  door  canopy. 


Indianapolis,  Indiana:  “We  did  more  awning  business  in 
November  than  we  did  in  July,  thanks  to  the  push  we  put 
behind  door  canopies.  With  a  little  ‘price’  advertising  we 
can  move  canopies  for  fall  and  winter  protection.” 

Here's  all  you  do  to  get  started: 

1 .  Order  your  stock  of  24  LH-48  Door  Canopies. 

2.  Run  frequent  Door  Canopy  promotion  newspaper  ads 
to  get  leads. 

3.  Feature  a  special  low  sale  price  below  regular  door 
canopy  price. 


2.  Childers  furnishes  FREE  complete  promotional  pack¬ 
age —  newspaper  ad  mats,  radio  scripts,  1000  door 
canopy  folders — window  streamers.  Everything  you 
need  for  a  profitable  promotion.  Childers  also  offers 
you  all  the  selling  aids  your  salesmen  need — samples, 
3  dimensional  viewers,  sales  portfolios,  literature,  price 
lists. 

Don't  miss  out  on  these  extra  sales  this  year.  Be  the  dealer 
in  your  town  who  breaks  .with  this  deal.  Make  extra  money 
and  stir  up  excitement  in  town  with  this  special  Door 
Canopy  sale.  Get  customers  talking  about  you  and  help 
your  business  all  year.  So  act  right  now.  Don’t  miss  a 
single  door  canopy  sale!  Clip  the  coupon  and  mail  it  today. 


CHIIDERS 

TRAOCMAtK 


ALLALUMINUM 


rnwi  Urn.  m  mi  rv.  M  OUni  Htmn 


Childers  Awnings  ore  made  in  Amer* 
ico's  largest  aluminum  awning  plant. 


The  Childers  Franchise  is  the  most 
valuable  awning  franchise  in  America. 


MAIL  THIS  COUPON  ORDER  BLANK  TODAYl 


Childers  Manufacturing  Company  BS-9-10 

3620  West  11th  Street 
Houston  8,  Texas 

□  Please  send  me  24  LH-48  Door  Canopies  (white  with  stripe)  @  $19.97* 
each,  and  my  free  door  canopy  promotion  kit.  (F’or  quickest  delivery  of 
your  order  please  send  check  unless  you  have  established  your  credit 
with  us.)  Check  color  of  stripe:  □  Green  □  Red  □  Brown 

□  Please  send  me  full  information  on  how  I  can  become  a  Childers  dealer 
and  obtain  an  exclusive  Childers  franchi.se. 


Individual _ _ _ _ Title 

Firm _ 

Street _ 

City_ _ _Zone _ State. 

No.  of  .Salesmen _ Type  of  products  now  sold _ 

*Nef  FOB  Hou'tnn  after  2%  cash  Hicrnimt 


&  Home  Improvement  Dealer 
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C-THRU  PATIO  CANOPY 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


C-THRU  INDUSTRIAL  AWNING 
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is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 

BECAUSE: 

The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  well  as  the  most  beautiful  of  all 
aluminum  awnings. 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 

yes,  its  Mnfinuut/  and  itUit 
for  use  in  snow  country. 


DISTRIBUTORS:  Write  or  wire  immediate¬ 
ly  for  further  information. 

DEALERS:  Contoct  us  for  location  of  your 
nearest  distributor. 


C-THRU  AWNINGS  Scientifically 
Control  Light  &  Ventilation 


LIGHT 

C-THRU'S  patented  curved  louvers  break 
up  harsh,  outside  light  which  enters  your 
room  soft,  glareless  and  diffused.  No  more 
dreary  rooms  with  this  exclusive  feature. 

VENTILATION 

C-THRU'S  engineered  louvers  keep  the  sun 
away  from  your  windows,  and  allow 
complete  awning  and  room  ventilation.  No 
dead  air  pockets  means  temperatures  low¬ 
ered  os  much  os  17  degrees. 


C-THRU  ALUMINUM  AWNING  CO. 

424  W  HTH  ST.,  LOS  ANGELES  15,  CALIF. 


C-THRU  PORCH  CANOPY 


C-THRU  WINDOW  AWNING 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


MATCHING 
ALUMINUM 
CASEMINT 
SCREENS  ALSO 
AVAIIARIE.  . 


ALUMINUM  STORM  SASH  FOR 
CASEMENT  WINDOWS 


•  Rides  along  with  casement  — 
actually  becomes  part  of 

the  prime  window ! 


•  Insulates  as  it  protects! 


•  Easy  to  install ! 


•  Low  in  cost! 


Now! 


ALUMATIC  gives  you  on  answer  to  the  thousands  of 
customers  who  want  a  casement  storm  that’s  quaJity-built  — 
simple  to  remove  for  cleaning  .  .  .  the  ALUMATIC  PIN-ON! 


THIS  WINDOW 


3  TRACK 


Velglide 


ALUMINUM  COMBINATION 
STORM-SCREEN  WINDOW 


STORM,  SCREEN 
AND  BUILT-IN 


We’ll  be  here 
tomorrow  to 
bock  up  what 
we  sell  today! 


ALL 

PRODUCTS 

FULLY 

GUARANTEED! 


WEATHER-STRIPPING 


The  industry’s  shining  light 


ALL  IN  ONE! 


•  Neatest,  most  streamlined 


window  on  the  market! 


Sash  and  screen  slide 


smoothly  and  quietly  — 
at  a  finger’s  touch! 


Easiest  window  to 


flncr^tl  _  Ki/ 


Here's  how  it  worfcsl  Each  Itwn*  Mtll  eiHl- 
screen  insert  slides  in  il«  ewn  tmA  OA  StsiAo 
less  steel  .  .  .  making  opnrmtiom  m$ 
and  positive  as  raising  ysMtr  *1111.  Tlw  eiity 
I  completely  weatherstrippi^  tlWHI  wiml>w| 


r// ROYAL 


Blazing  across  the  aluminum  sky 

. ROYAL  is  the  i 

fastest-selling  all-aluminum  v 
Sturm  and  screen  door  on  the  1 
market  —  because  quality  is 
HIGHER  and  price  LOWER 
than  any  competing  product! 

ROYAL  is  a  masterpiece  in  desigi 
.  .  .  a  top-quality,  combination 
door  that  can  be  sold  fur  less! 


O  3>TRACK  aluminum  combination  ttorm-tcroon  windows 
G  ROYAL  all-aluminum  storm-scroon  doors 


ADDRESS 


Lim  OF  STARS! 


AlUMATiC  you  a  (omi>foto  line  of  aUied 

ftroducH  ■—  comlMnafion  windows  for  all  typos  of 
opowings,  csiabfnotion  doors,  scroon  doors,  full  and 
half  scroons,  and  porch  onclosuros. 


iraiiiiiMiiii 


RIoaso  sond  mo  information  on: 


□  PIN-ON  storm  sash  for  casomont  windows 


CORPORATION  OP  AMMRICAll 


fXiCUTIVE  OrPICIti  . 

2081  S.  56TH  ST.,  MILWAUKEE,  WISCONSIN 

EASTERN  RRANCH— IDS  STATE  STREET,  PATERSON  S,  N.  J.  ^ 


PLANTS!  ^ 

NULWAUICEE  AND  WEST  ALUS,  WISCONSIN 
PATERSON,  NEW  iOtSEY  SR 


In  CoMda:  ALUMATIC  OP  CANADA,  LTD. 
‘  .W|Nil08r^,.ON|A«iO  . 


I  ALUMINUM  COMBINATION 

^  DOOR 


CITY 


20NE__. STATE 


WNA1MVARNER  WEATHEiyi^TER  lOIS 
SO  THAT  YOU  CAM . . .  i 


m*iam 
ftlWf*TtA<fA 
i  iiMiiiit*  sciim  o 


Moiiufnctorttn  of 
Alt  oluniinoin 
combihafion 
windows,  doors 
ond  pwdt  oi»- 
cioourot  iftckidinsi 
tfio  fidbuloos 
i  ^WDGiTAM»".,^, 
tho  sfondord  fovoiHii 
''OCHfSUE  DE  LUXr 
ond  tho  grtof  now 
"SUI»ER40K«  TRIMf 
TRACK  windows. 


iflR  ^OMilNATiON  STORM  WINDOWS, 
iND  RORCH  ENCiOSURES 
^iwsAeTimto  iy 


WARNER  WEATHER 


|g|||H||j|H  RSR  COMMUNtrAW  AVENUE 

iEHliHIHE'  *-^:::.-  lERSEY  CITY  4,  Np  J. 

.Ai^Modot  WAR>«R  WEATHtR44ASTtR,  im^  ae^  Uboltor  St.  R^,  Conodo 
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HERE  ARE  SOME  OF 
THE  TOOLS  which  have 
PROVEN  THE  SUCCESS 
OF  OUR  PLAN... 
Available  to  you  NOW! 


ACTUAL 
SAMPLES 
Eosy  to  Handle! 
Tell  0  Big  Story! 


3  DIMENSION  STEREO 
VIEWERS  &  Color  Slides 
of  Installations... 


there  is  no  room  for  middle-man  distributors 
Every  dealer  is  a  distributor  because  he  deals 
directly  with  the  factory,  and  benefits  from  the 
proven  promotional  set-up  we  have  to  offer. 


COMPLETE  BUSINESS  PLAN  FOR  BIG  PROFITS 


Under  the  Perma-Shade  plan  every 


man  receives  a  basic  business  blue 


print  with  simple  lines  of  promotional 


procedure  laid  out.  If  he  follows  these 


lines  he  cannot  fail  to  put  himself  im^ 


neither  want,  nor  look  for,  miracle  rC' 


mediately  into  earning  brackets  of 


$25,000  and  more.  This  is  not  a  lot  of 


money  in  these  times.  You  have  a  right 


to  earn  it.  You  can,  and  will,  with  the 


Perma-Shade  plan. 


modest  investment  It  requires. 


PROVEN  RESULTS  ARE  YOURS-The  Per- 


START  TODAY— FULL  PARTICULARS  NOW  I 


ma-Shade  plan  gives  you  the  complete 


formula  for  starting  out  to  do  a  high 


earning  home  and  commercial  business 


vision  and  practical  minds  who  are 


the  very  first  day. 


smart  enough  to  know  that  a  good  plan 


backed  by  earnest  effort,  more  than 


The  big  point  I  want  to  make  is  that  it 


doesn’t  take  four  figures  to  get  started 


money,  make  the  difference  between 


'getting  by”  and  being  a  top  financial 


in  this  lucrative  awning  business. 


There  is  no  huge  inventory  to  pur 


Sam  Rose,  President 


Nothing  like  this  plan  has  ever  been  offered  by 
any  other  company  in  America.  In  our  plan 


HOUSl  SPACE  AND  YOU  USE  THE  ORIGINAL 
SHIPPING  CARTONS  FOR  EASY  STORAGE 


There  is  no  contract  to  bind  you.  We 


lationships  or  miracle  dealers.  All  we 
want  are  men  and  organizations  who 
are  willing  to  follow  our  simple  plan 
and  who  have  the  ability  to  make  the 


The  Perma-Shade  plan  is  reasonable 
and  workable.  It  is  meant  for  men  of 
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I  A  S  we  come  out  of  the  summer 
I  doldrums  and  move  into  the 
!  fall  selling  season,  it  is  good  to 
know  that  the  Federal  Reserve 
I  Board  is  convinced  that  the  hous¬ 
ing  market  will  continue  strong. 
Every  new  home  owner  is  another 
potential  customer  for  our  indus- 
'  try.  Predictions  by  the  Federal 
Reserve  have  been  extraordinarily 
accurate.  Much  of  the  Board’s  in¬ 
formation  comes  from  field  inter¬ 
view’s  with  home  owners.  Accord¬ 
ing  to  its  report  about  30%  of  con¬ 
sumers  said  that  they  planned  some 
home  improvements  in  1953. 

♦  *  * 


Last  year  14%  of  consumers 
spent  under  $100  for  home  im¬ 
provements.  18%  spent  $100-$299 
for  this  purpose  while  9%  spent 
$300-$499.  11%  of  home  owners 
reported  that  they  spent  $600-$999 
and  1%  spent  over  $1,000.  The 
Board  notes  that  the  number  of 
home  ow’ners  who  have  spent  or 
plan  to  spend  $500-$999  for  im¬ 
provements  this  year  is  almost  the 
same  as  in  1952  and  it  predicts 
that  the  small  impulse  jobs  will 
appear  in  sufficient  volume  to  bring 
this  year’s  volume  of  home  im¬ 
provements  close  to  last  year’s 
figures. 

*  *  * 

Since  1948  the  percentage  of 
non-farm  families  that  own  their 
own  homes  has  risen  from  49%  to 
54%.  The  proportion  has  changed 
little  since  1951,  however.  In  ab¬ 
solute  numbers,  owner  -  occupied 
homes  has  gone  from  18.5  million 
to  23.5  million. 

Much  of  the  activity  of  the  mar¬ 
ket  since  the  war  has  been  pro¬ 
duced  by  young  people.  This  situa- 

{Continued  on  Page  168) 
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all  the  cobinets . .  .all  the  accessories.  .  .all  the  gadgets  needed  for  ony  kitchen  jobi 


Colors  and  wood  groin  finishes 

Standard  cabinet  sizes  12"  to  72" 

Custom  units  made  to  measure 

HARRISON  IS  A  C|  U  d  I  I  t  Y  LINE 

contetnporory  design ..  .superior  construction  ond  finish  demanded  for  luxury  kitchensi 

One-third  heavier  weight  steel 

Radius  edges  Nylon  roller  drawers 

Spring  hinges  Sound  insulation 

•  • 

HARRISON  IS  A  COITipOtltlVG  LINE 

the  deluxe  custom-type  features  required  for  modern  interiors,  at  standard  pricesi 

Priced  for  middle-income  bracket 

Special-purpose  units  standard  priced 

STANDARD  cabinets  in  COLORS 

Harrison  STEEL  CABINET  COMPANY 

4718  W.  FIFTH  AVENUE  CHICAGO  44,  ILLINOIS 

&  Home  Improvement  Dealer 


AVAILABLE  IN  THESE 
COLORS  AND  GRAINS 


sunrise  pink 
spring  yellow 
elf  green 
bonnie  blue 
mist  grey 
favorite  white 


natural  oak 
umber  oak 
noturol  birch 
knotty  pine 
colonial  maple 
grey  ook 


Harrison  Steol  Cabinot  Co.  Write  Dept.  HI 

4708  West  Fifth  Avo. 

Chicago  44,  III. 

Pleas*  send  mere  information  on  HARRISON 
steel  kitchens  to; 

Name  . 

Company  . 

Street  . 

City  . 
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Water  Softener 
and  Conditioner 

The  Electro-Matic,  a  new  and 
completely  automatic  water  soft¬ 
ener  and  conditioner  for  the  home 
has  been  marketed  by  The  Permu- 
tit  Company,  New  York  36,  N.  Y. 
This  1953  model  softens  the  in- 
cominjr  water  supply  by  removing 
calcium  and  magnesium  solids, 
clears  the  water  of  turbidity  or  silt 
and  removes  normal  amounts  of 
iron  and  manganese.  It  is  easier  to 
use  than  dialing  a  telephone. 


Embodying  a  simplified  valve 
a.ssembly  which  contains  a  by-pass 
to  allow  for  the  pas.sage  of  water 
during  regeneration  periods,  this 
one-piece  unit  enables  the  home¬ 
maker  to  reduce  soap  consumption 
by  as  much  as  80%. 

Manufactured  in  two  sizes, 
either  model  can  tuck  away  into 
any  corner  of  the  kitchen  or  clo.set, 
if  cellar  space  is  not  available.  At¬ 
tractively  finished  with  a  high- 
gloss  enamel,  the  brine  chamber 
and  softener  tank  is  fabricated 
from  drawn  steel  with  continuous 
welded  seams.  The  EMD-25,  a  55- 
inch  high  and  9-inch  diameter,  and 
the  EMD-50,  a  61-inch  high  and 
12-inch  diameter  unit,  yields  flow¬ 
rates  of  6  and  10  gallons  of  soft¬ 
ened  water  per  minute.  The  Model 
EMD-25  is  suitable  for  a  1  to  1%> 
bathroom  house  while  the  Model 


EMD-50  is  recommended  for  2 
bathroom  houses. 

*  *  * 

Table  Viewer  For 
Colored  Sales  Films 

As  a  visual  sales  aid,  the  FR 
Port-A-View-,  a  table  viewer  for  35 
mm.  color  slides,  has  many  advan¬ 
tages  for  .salesmen  in  the  home  im¬ 
provement  field.  The  Port-A-View 
is  a  .self-contained  combination  of 
slide  projector,  automatic  slide 
changer  and  .screen  in  one  com¬ 
pact  folding  unit.  It  weighs  only 
four  pounds,  measures  2%"  x  6>/i." 
X  and  can  be  carried  in  a 

case  over  the  shoulder  like  a 
camera. 


The  sale.?man  .sets  the  device  in 
its  ca.se  on  the  desk  or  table,  opens 
the  case,  plugs  the  .self-contained 
cord  into  the  nearest  outlet  and  the 
.screen  lights  automatically.  It  is 


If  further  information  is  desired 
about  articles  appearing  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


unnecessary  to  darken  the  room  or 
remove  the  Port-A-View  from  its 
case. 

As  the  salesman  or  the  prospect 
operates  the  completely  automatic, 
plunger-type  slide  changer  with 
fingertip  pre.ssure,  a  clear,  brilliant 
picture  approximately  4"  x  6"  in 
size  emerges  on  the  TV-type 
screen.  Several  per.sons  (an  entire 
family)  can  w-atch  at  the  .same 
time.  The  Port-A-View-  holds  36 
slides  in  the  intake  chamber  for 
immediate  viewing. 

Further  information  can  be  ob¬ 
tained  from  the  FR  Corporation, 
Dept.  BS,  951  Brook  Ave.,  New- 
York  51,  N.  Y.  Price  of  the  Port- 
A-View  is  $54.95;  Eveready  ca.se, 
$14.95. 

*  *  * 

New  3-Track  Comb. 

Window  by  Ida  Prod.  Co. 

An  all  aluminum,  3  track  com¬ 
bination  .storm  sash  has  been  re¬ 
cently  introduced  to  the  market  by 
Ida  Products  Co.  of  Detroit,  ac¬ 
cording  to  an  announcement  by  Mr. 
Keeps,  Mr.  Lax  and  Mr.  Mosher 
partners  of  Ida  Products. 

The  new  3  track  bears  the  name 
of  “Tri-Trak”  and  incorporates 
many  outstanding  features.  Thor¬ 
ough  w’eather.stripping  on  top,  bot¬ 
tom,  sides  and  each  insert  at  all 
points;  completely  interchangeable 
units;  an  especially  devi.sed  lifting 
lip  for  each  in.sert;  a  locking  de¬ 
vice  for  prowler  protection;  heavy 
extruded^  track  and  interlock  de¬ 
sign  are  among  the  many  fine  fea¬ 
tures  the  “Tri-Trak”  incorporates. 

]3^Iany  exclusive  territories  are 
available  to  dealers  and  distribu¬ 
tors.  In  conjunction  with  the  “Tri- 
Trak,”  Ida  Products  also  manufac¬ 
tures  a  complete  line  of  Aluminum 
Combinations  .  .  .  casements  (Seal- 
Master),  doors,  casement  screens. 

(Continued  on  Page  60) 
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ADJUSTABLE 

*7  '  / 


EXCLUSIVE  WITH  LUDMAN 

"Afkigk  Mullions"  —  thr**  standard  widths  help 
you  cut  installation  costs  by  saving  time! 
Adjustable,  they  permit  complete  flexibility 
in  making  any  installation  .  .  .  eosierl  They 
eliminate  the  necessity  of  using  wood  filler 
strips  .  .  .  moke  "levelling  up"  easier.  Auure 
positive,  tight  louver  closure! 


NEW  TENSION  GRIP 
LOUVER  CLIP* 

Solves  jalousie  industry's  oldest  problem! 
Clips  hours  off  gloss  installation  time. 
Eliminates  breakage  and  chipping  .  .  .  gives 
tighter  fit!  Stops  gloss  rattle  and 
increases  weather  tightneu.  Holds 
gloss  securely  in  place,  yet  glass  can 
be  slipped  in  or  out  with  ease! 

*patent  applied  for 


THERE'S  A  LUDMAN  DISTRIBUTOR 

NEAR  YOU 

...  to  help  you  get  started  selling 
Ludman  Windo-THe  Jalousies. 
Distributors  carry  a  ready  stock 
of  jalousies  and  all  the  needed 
supplies  to  help  you  make  any 
installation  you  sell. 


LUDMAN 

BOX  4541,  DEPT.  BS-9,  MIAMI,  FLORIDA 


FACTORY  SALES  OFFICES: -NEW  YORK  •  BOSTON  •  WASHINGTON,  D.  C. 
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all  the  world! 

—  and  we  do  mean  all  the  world  I 


From  Saudi  Arabia  to  Siam,  throughout  the  East 
Indies  . . .  from  South  to  Central  America, 
throughout  the  America's  —  Ludman  Windo-Tite 
Jalousies  are  being  used  all  over  the  worldl 
And,  v^herever  you  go,  you'll  find  them  the  world 
leader  for  quality! 

Why  sell  any  other  jalousie  when  you  can 
sell  Ludman  —  the  jalousie  recognized  for 
its  quality  .  .  .  everywhere! 

Ludman's  advanced  design  and  unrivaled  craftsmanship 
give  you  the  jump  on  competition!  Ludman 
engineering  and  manufacturing  facilities, 
combined  with  streamlined  distribution,  make 
it  possible  for  you  to  offer  Ludman  Windo-Tite 
Jalousies  to  your  customers  at  prices 
competitive  with  ordinary  jalousies! 


ludman's  advanced  engineering  design  makes  Ludman's 
Windo-Tite  Jalousies  practical  in  any  climatal 
They're  engineered  to  the  finest  window 
specifications  —  laboratory  tested  for 
minimum  air  infiltration  .  .  .  less  than 
average  infiltration  through  an  ordinary  window. 
Available  with  interchangeable  inside  screens 
for  summer  —  storm  sash  for  winter. 


SIAM 


LUDMAN  HELPS  YOU  SELL 

Hord  selling  notional  odvertising  creates 
product  acceptance.  HoVd-selling  dealer 
helps,  folders,  natural  color  photographs, 
lighted  displays,  envelope  staffers, 
portable  displays  . . .  are  all  available 
to  help  you  get  business. 


Get  the  FACTS  now! 
Mail  this  coupon  today 


LUDMAN  CORPORATION 

Box  4541,  Dept.  BS-9,  Miami,  Florida 

Name _  — 

Company.  _ 


Street _ 


CHICAGO  •  ST.  LOUIS  •  ATLANTA 


•  SAN  FRANCISCO 


City _ _ Zone.  .  _  State. 
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BUTLER  STAMPING  CO.,  Butler,  Pa. 


ARISTOCRAT  OF  AWNINGS 


(From  an  article  on  storm  window  sell- 
'  ing.) 

TN  every  line  of  selling,  prospects 
I  -T  are  the  most  necessary  item 
!  (especially  when  the  product  you 
'  are  selling  is  “tops,”  priced  right, 
one-time  delivery,  etc.). 

In  the  storm  window  business 
I  there  are  many  methods  which  may 
I  be  used  to  secure  a  prospect.  Be- 
j  fore  we  enumerate  the  many  ways 
I  to  get  window  prospects,  let’s  all 
agree  that  every  salesman  is 
adapted  differently  to  this  phase  of 
the  business.  As  you  read  the  vari¬ 
ous  ways,  figure  out  in  your  mind 
I  which  approach  is  best  adaptable  to 
;  your  temperament. 

•  •  • 

I  1.  There  is  no  substitute  for 
'  house-to-house  “knuckle  knocking” 
and  “door  bell  pushing.”  This  has 
1  proven  to  be,  by  far,  the  most  suc- 
[  cessful  way  to  sell  windows. 

I  If  you  pursue  this  method,  you 
j  must  be  methodical  and  give  to  this 
j  method  two  hours  in  the  morning 
!  and  tw’o  hours  in  the  afternoon. 
Proper  front  door  manners,  a  nice 
smile,  intelligent  conversation  will 
guarantee  you  evening  appoint- 
;  ments  (law  of  averages  plays  a  big 
role  in  this  type  of  prospecting, 
keep  plugging,  you  can’t  miss). 

2.  For  a  new'  man  starting  in  the 
window  business  we  suggest  that 
he  utilize  all  past  acquaintances. 
We  have  many  men  entering  the 
window'  field,  such  as  automobile 
salesmen,  debit  insurance  men, 

I  route  bread  men,  vacuum  cleaner 
men,  etc.  Such  men  should  be  in¬ 
structed  to  make  a  list  of  their  suc¬ 
cessful  business  transactions  and 
immediately  contact  their  old  cus- 
!  tomers  in  regard  to  the  purchase 
of  the  storm  window's  they  are  now 
selling. 

•  •  • 


all  these  Awnings  and  more 
from  a  standard  stock  of  .  . . 


H 


To 


nts 


SALESMEN 


3.  The  best  source  of  window 
prospects  is  secured  from  satis- 

(Continued  on  Page  31) 
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only  10  Basic 


you  can  make  any  sixe,  shape, 

color  combination  and  design  Awning 
from  these  10  basic  parts! 


simple  to  assemble  as  a  child's  toy! 


Toke  3  Simple  measurements;  width, 
drop  and  projection.  Determine  the  num¬ 
ber  of  parts  you  will  need.  Reach  into 
your  stock  of  standard  packaged  parts — 
then  assemble  the  Awning  quickly  and 
easily  on  location  or  in  the  shop.  No  spe¬ 
cial  toals  required.  The  parts  are  pre¬ 
cision  manufactured  and  engineered. 


immediate  delivery  means  \3--X 

immediate  Profits! 


profitable  dealerships  available! 


strongest  —  most  beautiful  —  ventilated 
aluminum  awning  on  the  market  today! 


Only  SHADE  King  ventilated  aluminum  awnings  can 
give  you  and  your  customers  such  outstanding  features. 
Economy — immediate  delivery — quick,  simple  assembly 
on  the  job  or  in  the  shop — immediate  profits — no  special 
machinery  or  tools  to  buy — strength  and  beauty.  Why 
speculate  when  you  con  be  sure  with  SHADE  King! 
Write  todoy 


V  IP  ^  D 
»  J  3 


A  FEW 
TYPICAL 

CROSS  SECTIONS 


r"  f  Vl 


^w/ 

JLaRDLEY  plastics  CO. 

_ ID 

142  PARSONS  AVE.  •  ADams  9315  •  COLUMBUS  15,  OHIO 
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4feyMsmm 


You  make  MORE  with  Air  Master  ...  a  complete  quality  line  of  aluminum  storm 
doors  and  windows  at  competitive  prices.  Here's  the  ONLY  1-1  16"  thick  door  in 
the  industry  ...  a  full  length  Piano  Hinge  ...  an  exclusive  knob  lock  ...  to  sell  for 
as  low  as  $49.  -  -  T  - 


« 


UE  YOU  UTISriB)  TOOl  VOLUME 
I  IS  U  fflOH  ES  IT  SHOULD  BE? 

You  soil  MORE  with  Air  Mentor!  Advemeod 


oisginooring  oEid  hug#  monufacturing 
fo^Ulioo  givo  you  qu^ty  footuroo  hmno 
ownon  go  for  .  .  .  bocouso  tho  prico 
is  right! 


©lU  YOU  SATISFIED  WITH  TOUl 
PIESEHT  DEUmT? 

You  got  FASTER  doRTMry  widi  Air  Mostor! 


©ARE  TOU  SATISHED  TOUl  IHSTAlr 
LATION  AND  SEITICE  COSTS  AIE 
AS  LOW  AS  THEY  CAN  IE? 

You  SOTO  TIME  with  Air  Mostor  . .  .  ond 
timo  is  Eiionoy  .  .  .  your  moEioy!  Air 
Master's  Maid  of  Aluminum  door  goos  up 
fost  cmd  oasy  ...  fits  tight . . .  stoys  tight! 
Lowor  installation  cost ...  No  sonrico  c^ls! 


Air  Master 


18th  and  LEHIGH  AVENUE.  PHILADELPHIA  32.  PA 


Post  shipmont  distribution  givos  you 
hmnodiate  dolivory  of  "roody  to  ins^" 
units.  No  cutting,  sawing,  hommoring. 
fcistoning  boforo  instoUotioEi. 

AIE  TOU  SATISFIED  WITH  THE 
SELLING  AIDS  TOU  NOW  GET? 

You  got  COMPLETE  backing  with  Air 
Mostor!  Hard  soiling  nowspopor  ad  mots, 
cotalog  photo  shoots,  storoo  slidos.  osti- 
mating  aids,  samplo  kits  . . .  dosignod  to 
SOU  for  you! 


SUialtss  steel 
kudhreie 

Cipuidable  beveled 
fl«th  backsweep 
Study  alnmiiinm 
dees  slop 

Beavy  gauge  stucco 
eabossed  kick  panel 
Saooih  satin  lustie 


Mfine  Collett  Today  m  tonfidente 
for  tomphte  mformatkm 

IMMEDIATE  DELIVERY  ANYWHERE  IN  UJSJL 


MoMMfactiircri  of  Alomiaitm  Combioatieo  Storm  Windows  •  Doors 


Scroons  •  Cosomont  Windows  >  Slldln^i  Honcli  Ty^  Windows 


30 


SEPTEMBER  1953  BUILDING  SPECIALTIES 


^  Hints  to  Salesmen  ^ 

(Continued  from  Page  28) 


fied  users.  Too  much  cannot  be 
said  about  the  importance  of  de¬ 
veloping  your  owners  into  a  con¬ 
stant  source  of  leads.  This  is  done 
by,  first  of  all,  making  sure  that 
they  are  happy  in  every  respect 
with  their  storm  windows. 

It  is  a  salesman’s  duty  to  see  that 
this  condition  exists.  Occasional 
friendly  personal  calls  will  pay  off 
big  when  you  inquire  as  to  family’s 
health,  enjoyment  received  from 
their  windows,  and  general  topics. 

Then,  make  a  request  for  names 
of  friends  who  in  their  opinion 
would  be  interested  in  windows. 
After  a  few  personal  calls  have 
been  made,  a  jingle  on  the  phone 
to  the  housewife  will  generally 
bear  fruit. 

•  •  • 

4.  If  you  are  an  expert  closer, 
we  suggest  you  associate  yourself 
with  a  couple  of  good  canvassers. 
Amount  of  commission  paid  today 
in  the  window  business  is  sufficient 
(with  a  little  help  from  the  dealer) 
to  make  this  a  lucrative  arrange¬ 
ment. 

The  qualifications  for  a  good  can¬ 
vasser  are :  To  have  the  wdll  to  do, 
to  be  able  to  arouse  interest,  and 
last  of  all  be  honest  in  his  belief 
that  the  prospect  is  interested  to 
the  point  that  the  salesman’s  or 
closer’s  time  will  not  be  wasted. 

5.  Reciprocity  is  a  great  medium 
of  securing  prospects.  This  is  also 
knowm  as  having  bird  dogs.  As  an 
example,  when  the  writer  was  sell¬ 
ing  w'indows  at  retail,  his  bird  dogs 
consisted  of  two  siding  salesmen, 
three  roofing  men,  a  man  w'ho  re¬ 
modeled  houses,  two  conversion 
burner  salesmen,  and  a  painter. 

•  •  • 

They  were  my  bird  dogs  and  as 
they  ran  into  prospects  interested 
in  windows,  they  turned  these 
names  over  to  me.  I,  in  turn,  was 
their  bird  dog  for  all  prospects  for 
any  type  of  work  that  they  could 
do  and  these  names  were  turned 


over  to  them.  No  money  changed 
hands  in  this  deal,  just  names. 

6.  Just  put  the  little  woman  to 
work  on  the  telephone.  For  the 
married  man  this  is  an  excellent 
way  to  secure  prospects.  The  ap¬ 
proach  is  very  sincere  because 
Mama  is  in  there  pitching  for  you. 
talking  to  the  lady  of  the  house, 
and  if  approached  in  the  proper 
manner,  the  ladies  have  much  in 
common. 

7.  Prospects  can  be  secured 
through  your  grocery  store,  drug 
store,  barber  shop  and  favorite 
gasoline  dealer  by  letting  these 
merchants  know  that  you  are  sell¬ 
ing  storm  windows. 

•  •  • 

See  that  they  know  something 
about  your  product;  leave  a  little 
literature  with  them.  Many  times 
they  will  allow  you  to  place  a  small 
hand  sample  in  their  place  of  busi¬ 
ness.  A  good  word  from  one  of 
these  business  men  about  your 
product  goes  a  long  ways  toward 
producing  a  sale  from  any  pros¬ 
pects  secured  through  this  .source. 
Usually  these  merchants  appreciate 
your  patronage  and  they  in  turn 
are  willing  to  do  this  missionary- 
work  for  you. 

8.  Prospects  are  secured  in  great 
numbers  from  fairs  and  home- 
shows.  (These  prospects  mu.st  be 
worked  immediately.  Do  not  w-ait 
until  the  show  or  fair  is  over.  This 
I  learned  the  hard  way.  I  found 
competition  quite  active.)  Post 
card  mailings,  adverti.sements  in 
shopping  guides,  local  newspaper 
advertisements,  spot  radio  an¬ 
nouncements  and  advertisements 
in  busses  and  on  tire  carrier  of 
taxi-cabs  are  effective. 

A  careful  .study  and  intelligent 
use  of  the  above  methods  of  pros¬ 
pecting  will  bring  results.  Select 
the  way,  or  ways,  you  feel  you  can 
do  the  best  job,  then  have  “Guts” 
enough  to  see  it  through. 

(Continued  on  Page  96) 


. . .  with  your 

BIC  SELLING 
SEASON 

coming  up .. . 


make  selling  EASY 


EASIEST. . 


in  the  industry  to  sell 

in  the  industry  to  install 

in  the  industry  to  get  delivery  on 


Here's  the  sturdiest,  finest  of  ell  Casement 
Storm  Windows.  Comes  with  draft  seal 
weatherstrip  and  re-designed  stainless  steel 
hardware  for  positive  locking  action.  Both 
primary  and  window  can  be  cleaned  with¬ 
out  removing  insert.  Terrific  quality  sells 
'em  .  .  .  keeps  'em  sold! 

WRITE  TODAY  .  .  .  FRANCHISES  OFEN 
FOR  QUALIFIED  DISTRIBUTORS! 

IMMEDIATE  DELIVERY 
ANYWHERE  IN  U.S.A. 

HUGE  STOCKS  ALWAYS  ON  HAND 


ir  Master 


■ 


18fli  and  Lehigh  Aves. 
Philadelphia,  Pa. 
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is  more  than  a  name... 


it  stands  tor  competent  engineering,  know-how  in 
lesign,  exocting  production  standards  and  service. 
With  more  than  o  quarter  century  of  monufacturing  ex¬ 
perience,  Nash's  highly  skilled  craftsmen  assure  precision 
built  products  that  make  for  easier  sales  and 
p  rj,  o  housetime  of  comfort,  satisfaction  and 

I  r  service.  So  get  set  with  the  manufacturer  that 

I  r  gives  these  values  and  more 


2  TRACK 
AND 

3  TRACK 


Heavy  Extruded  Frame 
Reinforced  Corners 
Stainless  Steel  Hinges 
Pneumatic  Air  Closer 
Inserts  change  easily,  and  are  held  in 
place  by  patented  concealed  clip. 


Models  for  Eastern  and  Western  Openings 
interlocking  Meeting  Rail 
Inside  Screen  (not  between  the  glass  inserts) 
Finger-Tip  Ventilation 

Not  just  a  new  3  Track  model;  —  but  a  tried 
and  proven  window  by  thousands  of  dealers 
and  homeowners. 


CLOSE-TITE  LOUVER  WINDOWS 
AND  DOORS 
Silent,  Insulated,  Frictionless 
Finger-Tip  controllable  patented 
hardware  assures  lifetime  service 
and  tight  closure. 


WRITE  US  FOR  A  CATALOG  ON 


DOOR  SWEEPS 

Sturdy  Extruded  Aluminum 
White  Rubber  Sweep 
Elongated  holes  for  easy 
installation  and  adjustment 
Low  Price 
Immediate  Delivery 


2  Track  Flanga  T/p«  Window 

2  Track  Channel  T/pe  Window 

3  Track  Flanga  Typa  Window 
3  Track  Channel  Type  Window 
Combination  Doors 
Catementt 

Door  Grillat 
Door  Sweeps 
Aluminum  Thresholds 
Initials 
Numarals 

Glass  Louver  Windows  and  Door 

Sm  kMv  NASHtmheFiMisR 


[XECUTIVE  OFFICES: 

Long  Branch,  N.  J. 

Long  Branch  6-6200 

FACTORY  BRANCH  OFFICES: 

Stole  Highway  #25,  Newark*EiixabeHi  Line 
Elizabeth,  N.  J.  ELizabeth  4-4600 

9126  Harford  Rood 
Baltimore,  Md.,  Boulevard  2222 

9  Livingstone  Street 
Dorchester,  Mass..  Avenue  2-3600 

IN  CANADA 

NASH  ALUMINUM  LTD. 

904  Bruce  St.,  Othowo,  Ontario 
Oshowo  3-2219 


DOOR  GRILLES 

Extruded  Aluminum 
Superior  Construction 
Write  for  complete  « 
details  about  our 
wide  range  of  styles 
and  sizes. 


INITIALS 

NITE-GLO  finish.  Cast  Aluminum 
with  nuts  and  bolts  for  easy 
installation. 


Discover  the  NASH  K.D.  Flan  which  will 
quickly  convince  you  of  a  New  and 
Modern  Profit  technique  for  the 
window  industry. 


OVER  25  YEARS  OF  MANUFACTURING  KNOW-HOW  IN  ALUMINUM  PRODUCTS 
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AGENTS 

contact  us  for  prices  on: 


PLAIN  and  FABRICATED 
i  STRUCTURAL  STEEL 


Specializing  in  the  following  fabricated  items: 

LONG  SPAN  JOISTS  STEEL  TRUSSES 

PIPE  and  H  COLUMNS  PLATE  GIRDERS 

LINTELS  FLOORING  AND  PLATFORMS 

CANOPIES  CUSTOM  BUILT  WELDMENTS 

TOWERS  (ALL  TYPES)  CRANE  WAYS 

CUSTOM  BUILT  EQUIPMENT 


Large  stock  of  the  following  specialties 
maintained  in  Columbia  warehouse: 

Steel  and  Aluminum  Casement  and  Double  Hung  Windows 
Commercial,  Pivoted,  Architectural,  Security  Steel  Windows 
and  Steel  Basement  Windows 
Hollow  Metal  and  Kalamein  Windows 
Screens  for  All  Type  Windows 
Wood  and  Steel  Overhead  Doors 
Kalamein  Doors  and  Frames 
Hollow  Metal  Doors  and  Frames 


KLINE 


IRON  &  METAL  CO. 


STRUCTURAL  STEEL  FABRICATORS  SINCE  1923 

Plain  and  Fabricated  Structural  Steel  and  Metal  Products  for  Buildings 
1225-35  Huger  Street  Columbia,  S.  C.  Phone  4-0301 


m 
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A  new  business  opportunity  for  sound-thinking  businessmen 


A  prestige  and  money-making  opportunity  with 
‘Orange'  products  Screen  Department  of  The  Eagle- 
Picher  Company  is  available  for  you.  Here  is  a  brand 
new  proposition  —  one  that  has  never  occurred  before 
and  will  probably  never  occur  again. 


It’s  a  chance  to  get  an  exclusive  franchise  on  nation¬ 
ally  advertised  products  that  are  unexcelled  in  quality 
and  made  by  one  of  the  oldest  and  most  reliable  com¬ 
panies  serving  America  since  1843. 


Complete  line  of  ahimnnim  eum- 
Innction  storm  and  screen  win- 
doirs  for  Doiihle-Ilnni/,  Casement 
and  Picture  Windows. 


W<*  have  spent  five  years  planning  this  new  expansion 
to  assure  its  success.  We  have  also  waited  until  the 
aluminum  shortage  was  relieved  so  that  we  could  back 
our  dealers  and  distributors  with  a  sufficient  supply 
of  windows  and  doors. 


If  you  are  looking  for  a  good  profit  with  one  of  the 
country’s  leading  manufacturers,  clip  out  the  coupon 
below  and  send  it  today. 


SCREEN  DEPARTMENT 


The  fastest  setlinp  storm  and 
.screen  door  on  the  market  today 
(irailahle  in  finished  or  K-D 
form,  popularly  priced. 


The  Eagle-Picher  Company 
Cincinnati  (1),  Ohio 


The  ‘Orange’  Screen 

ill®  Vaele-Picher 
Cincinnati  (1).  ^hic 
Gentlemen: 

I  am  interested  m  ^ 

with  The  ‘Orange’ 


richer  Company 


Nome.  ••  • 
Firm  •  •  • 
Business 
Address . 

CitV-- 


State 


Zone 
u,ithin  a  u’eek 


I  will  Hear 


iderstood 
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More  Aluminum  Due  For 
Stockpile  In  Fourth  Quarter 


Increased  supplies  of  metal  for  fabricators 
seen  dependent  on  power  situation  and 
on  greater  imports  from  Canada 


lyTORE  aluminum  will  be  direc- 
ted  to  the  national  stockpile  in 
the  fourth  quarter  than  under  the 
current  rate,  the  Office  of  Defense 
Mobilization  (ODM)  announced 
recently. 

Civilian  users  are  also  expected 
to  have  more  primary  aluminum 
available,  although  this  depends 
greatly  upon  the  power  situation 
in  producing  areas. 

Increased  Supplies 

ODM  said  increased  aluminum 
supplies  are  expected  to  result 
from  1)  increased  production,  2) 
reduction  in  military  and  Atomic 
Energy  Commission  requirements 
and  3)  increased  imports.  The 
stockpile  will  have  priority  on  the 
increased  supplies,  with  amounts 
of  primary  metal  in  excess  of  that 
.scheduled  for  the  national  reserve 
going  to  civilian  users. 

Government  aluminum  experts 


made  it  clear  that  increa.sed 
amounts  of  primary  metal  for  civ¬ 
ilian  fabricators  is  directly  de¬ 
pendent  on  two  factors.  They  said 
only  a  very  small  boo.st  could  be 
expected  if  there  are  power  diffi¬ 
culties  or  if  imports — primarily 
from  Canada — are  not  increa.sed 
above  tho.se  currently  scheduled 
for  the  fourth  quarter. 

Secondary  Aluminum 

Secondary  aluminum  is  expected 
to  continue  in  a  favorable  balance 
between  supply  and  demand.  There  • 
is  little  possibility  of  any  change 
in  this  situation  in  the  fourth  quar¬ 
ter  and  not  much  prospect  of  tight¬ 
ening  in  .secondary  aluminum  in 
the  fir.st  half  of  next  year.  Govern¬ 
ment  spokesmen  indicated. 

The  stockpile  additions  in  the 
fourth  quarter  will  comprise  the 
largest  quantity  of  aluminum  de¬ 
livered  to  that  reserve  in  any  three- 


month  period.  Only  dome.stically 
produced  primary  metal  is  stock¬ 
piled. 

ODM  said  that  primary  alumi¬ 
num  production  in  this  country 
will  total  1,260,000  tons  in  1953. 
This  compares  with  937,200  tons  in 
1952,  837,100  tons  in  1951  and 

719,000  tons  in  1950. 

«  «  « 

Meanwhile  one  of  the  biggest 
contracts  for  the  importation  of 
Canadian  aluminum  has  hit  a  legal 
obstacle  of  major  proportions. 
Alcoa’s  plan  to  import  600,000  tons 
of  Canadian  aluminum  has  been 
challenged  by  the  Ju.stice  Depart¬ 
ment  which  has  a.sked  a  U,  S.  Dis¬ 
trict  Court  to  cancel  Alcoa’s  con¬ 
tract  with  Aluminum  Limited  of 
Canada  in  order  to  further  com¬ 
petition  in  the  aluminum  industry. 
Should  the  contract  be  canceled 
thousands  of  fabricators  might  be 
seriously  hampered. 
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Above:  an  interior  application  of  orna¬ 
mental  cast  iron  that  is  growing  in  popu¬ 
larity. 


by  ABE  SAUER,  Pres. 
Tennessee  Fabricating  Co. 
Memphis,  Tenn. 


(This  is  the  first  in  a  series  of  articles  on 
Ornamental  Iron  and  its  application  in  today's 
building  and  home  improvement  industry.) 

A  BUILDING  supply  company 
in  Arkansas,  which  last 
spring  sold  its  first  ornamental 
iron  job,  is  rapidly  becoming  one 
of  the  largest  dealers  in  orna¬ 
mental  iron  in  that  state. 

When  I  asked  the  general  man¬ 
ager  of  this  company  the  reason 
for  the  sudden  enthusiasm  for  or¬ 
namental  iron,  he  told  me:  “Frank¬ 
ly,  we  didn’t  realize  the  profits  that 
could  be  obtained  in  this  product. 
We  also  had  the  conception  that 
ornamental  cast  and  wrought  iron 
was  expensive.  We  found  it  neither 
expensive  nor  difficult  to  install. 
Now  we’re  in  the  iron  business  Tor 
good.’’ 

I  believe  there  are  a  good  many 
business  firms  around  the  country 
which  have  steered  away  from 
ornamental  iron  simply  because 
they  have  been  skeptical  about 
profits  and  were  fearful  that  an 
expert  of  some  sort  would  have  to 
be  employed  to  install  it. 

I  feel  sure  I  can  point  out  some 


Profits  In 


facts  to  you  that  wdll  make  you 
leant  to  go  into  the  ornamental 
iron  business.  Just  read  the  next 
paragraph.  I  think  the  “meat”  in 
it  will  arouse  your  interest  to  the 
action  point. 

Ornamental  iron  is  not  new.  The 
Chinese  invented  it  way  back  in 
the  ninth  century.  BUT  —  since 
the  end  of  World  War  II  and  the 
present  time,  more  ornamental 
iron  has  been  sold  in  this  country 
alone  than  was  made  throughout 
the  world  between  800  A.  D.  and 
1941. 


Let’s  go  into  the  matter  of  cost 
first. 

Ornamental  iron  used  to  be  ex¬ 
pensive.  When  it  was  hand  made 
by  skilled  “smiths”  it  w’as  a  slow, 
costly  process  and  it  cost  consider¬ 
ably  more  than  other  building  ma¬ 
terials. 

But  volume  and  modern  produc¬ 
tion  methods  have  brought  the 
cost  of  ornamental  iron  dowm  to 
the  point  where  its  price  is  com- 

Below:  note  how  the  entrance  to  this  dining 
room  is  enhanced  by  a  border  of  wrought 
iron  ot  the  door. 
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Left:  an  example  of 
how  attractive  a  home 
becomes  with  the  ad¬ 
dition  of  ornamental 
columns  and  railings. 


petitive  with  the  materials  it  re¬ 
places. 

Why,  you  might  ask,  should  or¬ 
namental  iron  be  considered  by  the 
home  owner  or  by  the  builder. 

The  beauty  of  ornamental  iron 
is  a  subject  that  could  fill  the  pages 
of  this  entire  magazine.  Sufficient 
to  say  here  that  the  designs  avail¬ 
able  today  in  ornamental  iron 
blend  readily  with  any  style  of 
architecture — colonial,  traditional, 
contemporary,  modern  or  plain — 
and  the  charm  and  atmosphere 
that  is  created  cannot  be  dupli¬ 
cated  by  any  other  material. 

But  ornamental  iron,  aside  from 
its  beauty,  must  also  be  considered 
from  the  structural  standpoint. 
Ornamental  iron  carries  its  own 
structure;  it  is  not  necessary  to 
use  structural  components.  In  ad¬ 
dition,  there  is  no  deterioration 
that  leads  to  rotting  which  ends 


in  eventual  replacement  of  the 
structure.  An  ornamental  iron  in¬ 
stallation  is  a  permanent  installa¬ 
tion. 

Ornamental  iron  is  beautiful,  it 
is  structurally  strong  but  now  how 
about  the  profit  angle? 

The  most  convincing  statements 
concerning  ornamental  iron  profits 
{Continued  on  Page  88) 


Abave:  accessories,  such  as  this  screen 
door  grille,  are  profitoble  iron  items. 


Left:  this  is  a  tourist  court  where  the 
application  of  ornamental  iron  adds  greatly 
to  the  beauty  of  the  structure. 

Photos  courtesy  Tennessee  Fabricating  Company 
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riufto  cotirtrsy  Sfnifli’Kraii::i'r  \ f>r<i\'hi'st  Co. 

Because  of  light  weight  and  flexibility  spray-gun  applied  fiber  insulation,  which  adds  little  to  the  dead  load  of  a  structure,  is  becoming 
increasingly  important  for  fire  protection  in  public  buildings,  such  as  the  restaurant  above. 


Selling 

Sprayed -on  Fiber  Insulation 


by 

Wm.  Bumham. 

Sales  Mgr. 
Smith-Konzler 
Spraybest  Co. 


■pjURING  World  War  I  in  Eng- 
land,  asbestos  fibers  nvere 
sprayed  on  ship  bulkheads,  Holds 
and  under  decks  to  insulate  against 
cold  and  condensation.  The  results 
were  sufficiently  satisfactory  to 
stimulate  the  u.se  of  sprayed  asbes¬ 
tos  fibers  for  insulating  steel,  con¬ 
crete  and  cinder  block  industrial 
buildings.  Following  World  War  I 
machines  and  methods  were 
brought  to  the  United  States  where 
the  materials  were  promoted  for 
acoustic  correction,  insulation,  con¬ 
densation  control  and  noise  isola¬ 
tion. 

During  the  early  period  many 
conditions  developed  that  caused 
failures  and  created  a  question  of 
doubt  by  architects  and  engineers 
as  to  how  practical  spray-gun  ap¬ 


plied  fiber  would  prove.  As  was 
true  of  the  first  airplane  and  radio, 
many  improvements  of  materials, 
machines  and  methods  had  to  be 
made  before  general  acceptance 
could  be  expected. 

The  pioneers  of  spray-gun  ap¬ 
plied  insulation  used  an  asphalt  ad¬ 
hesive  as  the  binding  agent  to  hold 
their  sprayed  asbestos  to  the  sur¬ 
face  to  be  insulated.  This  was  black, 
mes.sy  and  very  quickly  “bled” 
through  the  mat  of  fiber,  there¬ 
after  presenting  a  black  dirty 
looking  ceiling  or  wall.  Various 
resinous  adhesives  were  tried,  with 
good  results.  These  proved  more 
effective  and  stimulated  coopera¬ 
tion  by  leading,  progressive  chemi¬ 
cal  and  plastics  manufacturers 
with  the  resulting  pre.sent  ad¬ 
hesives,  of  a  lastex  ba.se  alkyd  resin 
nature,  used  by  the  present  few 
manufacturers  of  spray-gun  ap¬ 
plied  fiber  mat  insulation. 

Wood  fibers,  ground-up  news¬ 
print,  cotton,  rockwool,  etc.,  have 
been  u.sed  by  certain  manufactur¬ 
ers.  Asbestos  fibers,  alone,  are  ap¬ 
plied  occasionally  but  experience, 
cost,  availability,  appearance  and 
results  obtained  have  proved  that 


long,  strong  asbestos  blended  with 
small  pellet  rockwool  forms  the 
be.st  “mat”  and  gives  better  appear¬ 
ance,  texture,  strength,  insulating 
and  .sound  absorption  qualities. 
Certain  asbestos  grades  are  nece.s- 
sary  in  the  blend. 

Lab  Tests 

Tests  conducted  at  nationally 
known  laboratories  (Underwrit¬ 
ers’,  Bureau  of  Standards,  Armour 
In.stitute,  etc.)  show  that  various 
methods,  thickness’  and  density 
give  from  one(l)  to  four  (4)  hour 
fire  protection.  Leading  architects 
and  engineers  recognize,  more  and 
more,  the  value  of  sprayed-on  fire¬ 
proofing,  insulation,  condensation 
control  and  noi.se  deadening  and 
specify  sprayed-on  fiber  insulation 
for  auditorium.s,  radio  and  televi¬ 
sion  .studios,  churches,  .schools,  in- 
du.strial  plants,  etc.  .  .  .  Becau.se 
of  high  noi.se  reduction  co-efficient 
large  industrial  plants  insulate  and 
reduce  the  noi.se  level  at  one  cost, 
and  aid  labor-management  rela¬ 
tions  through  improved  cold-heat 
and  disturbing  noi.se  conditions. 
Fewer  ab.sentees  and  improved 
work. 

(Continued  on  Page  102) 


38 


SEPTEMBER  1953  BUILDING  SPECIALTIES 


Color  Slides  Aid  Sales 
Talks,  Interest  Customer 


From  Data  Furnished  By 
The  FR  Corporation 
New  York.  N.  Y. 


Salesmen  in  the  home  im¬ 
provement  field  will  welcome  a 
comparatively  new  device  that  en¬ 
ables  them  to  use  35  mm  color 
slides  without  interrupting  the 
sales  talk  or  inconveniencing  the 
prospect. 

Aside  from  samples,  and  litera¬ 
ture,  which  is  chiefly  helpful  as  a 
reminder  after  the  salesman  has 
gone,  the  picture  is  the  most  im¬ 
portant  sales  tool.  Albums  and 
easels  of  photographs  are  heavy 
and  cumbersome,  and  the  black- 
and-white  photo  robs  the  salesman 
of  one  of  his  most  important  sell¬ 
ing  i)oints — color.  For  these  rea¬ 
sons,  the  inexpensive  35  mm  color 
slide,  which  can  be  carried  by  the 
hundreds  in  a  small  box,  is  becom¬ 
ing  increasingly  popular. 

However,  no  matter  what  the 
sales  tool,  color  slide  or  photograph, 
nothing  should  be  allowed  to  take 
precedence  over  or  interfere  with 
the  flow  of  talk  from  the  salesman. 
A  good  color  picture  makes  a  good 
impression  on  the  prospect’s  mind, 
but  of  itself  it  will  not  sell  awnings, 
jalousies,  store  windows,  or  any¬ 
thing  else.  No  sales  tool  has  yet 


The  FR  Port-A-View,  a  portable  protector 
viewer  for  35  mm  color  slides,  is  a  self- 
contained  combination  of  slide  projector, 
outomotic  slide  changer  and  screen  in  one 
unit;  it  weighs  4  pounds. 


been  invented  that  will  replace  the 
salesman’s  tongue. 

For  this  reason,  the  kind  of  de¬ 
vice  that  is  used  to  show  the  color 


General  Bronze  salesmen  lets  the  customer 
operate  the  portable  viewer,  and  when  he 
shows  interest  in  a  slide,  gives  him  further 
details.  Information  is  listed  on  cards  in 
salesman's  hand.  Several  members  of  staff 
can  watch  at  the  same  time. 


slide  is  of  primary  importance.  One 
type  is  the  viewer  that  the  prospect 
holds  to  his  eye.  After  the  sales¬ 
man  makes  his  preliminary  ap¬ 
proach,  he  lets  the  prospect  look 
at  slides  of  homes  with  aluminum 
awnings,  for  e.xample,  in  a  variety 
of  styles  and  colors.  Here  his 
troubles  begin.  While  the  pros- 
(Coiitinued  on  Page  96) 


Two  sample  windows, 
each  weighing  about 
15  pounds,  are  a 
maximum  load.  With 
the  portable  projec¬ 
tor  viewer  as  a  sales 
aid,  salesmen  carry, 
in  a  small  box,  more 
than  100  color  slides, 
arranged  in  sequence, 
showing  variety  of 
windows,  manufactur¬ 
ing  and  installation 
process,  in  addition 
to  plant. 
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Right:  Handsome  bungalow  shown  here  is 
completely  furnished  with  metal  awnings 
including  one  for  car  port.  Note  three  stout 
pipes  supporting  outer  edge. 

I’twto  courtfsy  Atuma  Kraft  ^ffg.  Co. 


Below:  Interesting  and  unusual  metal  awn¬ 
ing  which  goes  around  comer  of  house, 
serving  as  patio  cover  on  one  side  and  car 
port  on  the  other. 

Choto  courtesy  Aluma  Kraft  Mfg.  Co. 


ONE  of  the  vvay.s  which  builders 
have  used  to  lower  the  sale 
price  of  new  homes  has  been  to 
leave  off  the  garage.  As  builders 
began  to  go  after  the  mass  market 
in  earnest  many  contractors  in  cer¬ 
tain  sections  of  the  country  found 
that  it  was  still  possible  to  sell 
homes  to  eager  buyers  even  if  there 
was  no  garage.  Other  contractors 


built  car  ports  instead  of  garages 
and  thus  managed  to  provide  the 
home  owner’s  car  with  partial  pro¬ 
tection  against  weather  rather 
than  none  at  all. 

Once  the  new  home  owner  is  set¬ 
tled  in  his  garageless  hou.se  and  has 
gotten  used  to  it,  he  begins  to  pon¬ 
der  on  ways  of  giving  his  car  some 
weather  protection.  After  two  or 


three  years  he  may  go  back  to  the 
original  builder  or  a  local  general 
contractor  and  ask  for  estimates 
on  the  co.st  of  adding  a  garage.  The 
discovery  that  a  garage  may  cost 
about  a  thousand  dollars  or  more 
is  often  enough  to  di.scourage  all 
thoughts  of  having  such  an  addi¬ 
tion  built. 

Awning  Dealer 

At  this  point  the  local  metal 
awning  dealer  enters  the  picture 
and  if  he  is  really  on  his  toes  he 
should  really  be  able  to  convince 
the  home  owner  that  a  large  metal 
awning  is  the  answer  to  his  prob¬ 
lem.  It  not  only  adds  a  decorative 
touch  to  the  house  but  provides  all 
the  weather  protection  that  can  be 
expected  of  any  carpenter  built  car 
port  which  is,  after  all,  nothing  but 
an  extension  of  the  house  roof 
held  up  by  a  pair  of  big  wood 
columns. 

Metal  awnings  used  as  car  port 
roofs  are  structurally  strong  and 
are  usually  supported  by  three  to 
five  one-inch  galvanized  iron  pipes 
depending  on  the  length  of  the  awn¬ 
ing.  The  framework  on  which  the 


Versatile  Money-Makers: 


Metal  Awning 


Left:  Ingeniaus  use  made  here  af  orna¬ 
mental  iron  columns  as  support  for  cor  port 
awning.  Columns  bend  outward  to  afford 
maximum  clearance  for  car. 

Photo  courtesy  Aluma  Kraft  Mfg.  Co. 
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Car  Ports 


awning  rests  may  be  elaborate  or 
simple  according  to  the  manufac¬ 
turer’s  recommendation  or  the  deal¬ 
er’s  preferences.  In  some  cases  the 
framework  consists  of  vertical 
pipes  set  in  the  concrete  of  the 
driveway  and  joined  at  right  angles 
by  a  set  of  horizontal  pipes  fast¬ 
ened  against  the  siding  of  the 
house.  In  other  cases  there  is  a 
horizontal  bar  along  the  projected 
outer  edge  of  the  awning  which 
is  supported  by  vertical  pipes. 
Another  set  of  pipes  is  joined  to  the 
horizontal  bar  and  angles  upward 
to  the  siding  in  contact  with  the 
underside  of  the  awning.  One  type 
of  ventilated  awning  has  special 
pockets  shaped  to  receive  and  con¬ 
ceal  the  support  pipes  against  the 
underside  of  the  awning. 

The  bottom  ends  of  the  vertical 
supports  are  usually  set  in  holes 
drilled  in  the  driveway  and  kept  in 
place  with  fresh  cement  or  melted 
lead.  Pipe  ends  in  contact  with  the 
siding  of  the  house  are  fastened  in 
place  by  a  metal  collar  with  tabs 
through  which  a  lag  bolt,  anchor 
bolt  or  other  type  of  screw  may  be 
driven.  There  are  various  types  of 
aw’ning  hardware  made  specifically 
for  this  purpose. 

Dealers  who  are  now  selling 
metal  awnings  but  who  wish  to 
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Above:  Prefabricated 
metal  car  port  with 
storage  center  at  rear. 
It  is  easily  and  quick¬ 
ly  bolted  together  for 
strong  permanent 
structure. 

Photo  courtesy  Moto- 

Porch  Co. 

Right:  Continuous 
metal  awning  sup¬ 
ported  by  decorative 
iron  columns  com¬ 
bines  functions  of 
door  canopy,  patio 
cover  and  car  port. 


Photo  B  &•  M 

Right:  Simple/  sturdy  car  port  awning  which 
is  both  decorative  and  utilitarian. 

Photo  courtesy  liastern  Kool-Vent 
.‘i/uminum  Atvnitiff  Co.,  Inc. 

go  after  the  car  port  market  may 
find  their  needs  satisfied  by  a  pre¬ 
fabricated  all  metal  car  port  with 
built-in  storage  space  at  one  end. 
This  is  easily  and  quickly  bolted 
together  and  affords  a  strong,  per¬ 
manent  structure. 

Some  dealers  have  added  to  the 
strength  and  the  decorative  aspect 
of  metal  awning  car  ports  by  using 
ornamental  iron  columns  instead 
of  pipe  supports.  While  this  costs 
{Continued  on  Page  158) 


Right:  Long  car  port 
metal  awning  sup¬ 
ported  by  five  one- 
inch  vertical  pipes. 

Photo  courtesy  General 
Aluminum  Products  Corp. 
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(Second  in  a  series  of  articles  on 
direct  mail.) 

Last  month’s  article  in  this  se¬ 
ries  pointed  out  that  there  is 
j)robably  no  other  advertising  me¬ 
dium  av’ailable  today  which  offers 
the  buildiiiK  specialty  dealer  such 
an  effective  and  economical  means 
of  securing:  customer  leads  as  di¬ 
rect  mail.  It  was  emphasized,  how¬ 
ever,  that  to  be  successful,  any 
direct  mail  campaign  must  be  care¬ 
fully  phi H tied,  prepared  and  circu¬ 
lated. 

Planning  your  campaign  includes 
compiling  the  best  mailing  list  pos¬ 
sible.  Sales  will  depend  on  how’ 
many  live  prospects  develop  from 
your  list,  so  it  is  important  to  dis¬ 
cuss  this  point  in  detail. 

It  is  considered  good  practice  as 
a  preliminary  step  in  direct  mail 
planning  to  look  over  a  group  of 
names  in  the  .same  way  an  alert 
sales  manager  looks  over  a  poten¬ 
tial  territory.  Examine  w'hat  you 
are  offering,  first.  What  is  your 
product,  its  price  range,  uses?  Are 
there  factors  limiting  its  use?  By 
carefully  answering  questions  of 
this  kind,  a  w'hole  class  of  people 
who  are  logical  and  prominiag 
prospects  will  emerge  from  your 
initial  list,  while  many  of  the  un¬ 
likely  prospects  will  be  automat¬ 
ically  eliminated. 

This  selective  method  should  also 
be  used  in  going  over  your  list  a 


.second  time.  It’s  a  “weeding  out’’ 
process  and  each  name  should  be 
kept  or  eliminated  on  the  basis  of 
the  product  you  are  .selling. 

The  list  can  be  subjected  to  a 
third  or  even  fourth  “weeding  out,’’ 
for  it  is  es.sential  that  your  final 
list  contain  only  tho.se  names  of 
homeowners  to  whom  your  product 
and  your  sales  proposition  stand  a 
good  chance  of  having  immediate 
appeal. 

Check  Carefully 

After  you  have  built  your  list  in 
this  manner,  be  sure  to  go  back  and 
check  carefully  to  .see  that  every 
name  included  had  been  correctly 
spelled,  titled  and  initialed.  Most 
people  are  sensitive  about  their 
names  and  titles.  To  spell  a  name 
incorrectly,  or  to  call  a  Mr.  Mrs.  or 
a  Mrs.  Miss,  cau.ses  considerable 
re.sentment  and  more  often  than 
not  immediately  reduces  interest 
in  your  direct  mail  letter  or  mailing 
piece. 

There  are  countless  .sources  of 
names  from  which  your  prelimi¬ 
nary  li.sts  can  be  built,  regardless 
of  the  size  of  your  business  or  the 
kinds  of  products  and  services  you 
.sell.  It  is  convenient,  how’ever,  to 
classify  the.se  sources  in  three  main 
categories  as  Free  Lists,  Purchased 
Lists,  and  Created  Lists. 

The  first,  the  free  lists,  are  those 
which  you  compile  from  your  own 


records  and  others  which  are  free 
and  easily  accessible,  such  as  gov¬ 
ernment  records,  local  directories, 
etc. 

Purchased  li.sts  are  those,  of 
course,  w’hich  are  bought  from 
firms  w’hich  are  in  the  business  of 
compiling  names,  and  al.so  from 
publishers  and  others  who  compile 
and  sell  lists  to  individual  order. 

Created  lists  are  those  .secured 
through  .special  methods;  for  ex¬ 
ample,  from  publication,  radio  or 
other  kinds  of  advertising. 

In  the  free  li.st  category,  direc¬ 
tories  are  probably  the  most  u.seful 
.sources  of  names,  and  it  is  not  dif¬ 
ficult  to  .secure  an  index  of  direc¬ 
tories  from  w’hich  to  choose  tho.se 
most  suitable  for  your  own  use. 
Public  libraries  and  trade  journals 
usually  keep  li.st.s  of  directories  in 
many  classifications. 

Tax  Lists 

National,  state,  municipal  and 
county  records  are  also  equally  val¬ 
uable  in  providing  a  good  source  of 
names.  Your  City  Clerk,  for  ex¬ 
ample,  can  provide  you  with  tax 
lists  as  well  as  permit  and  licen.se 
records  from  w’hich  you  can  .select 
names  in  a  number  of  cla.ssifica- 
tions.  Promising  lists  can  al.so  be 
obtained  from  county  and  state 
offices,  such  as  tax  li.sts,  automobile 
license  and  voting  registration 
li.sts, 

(Continued  on  Page  104) 
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^^Time-and-Motion-Saver  Kitchen''  Plans 
End  Traffic  Problems,  Help  Dealers  Sell 


From  Data  Furnished  By 
Chambers  Corporation 

TO  solve  the  many  problems 
caused  by  the  increased  use  of 
kitchen  appliances,  the  first  in  a 
series  of  “Time-and-Motion-Saver 
Kitchen”  plans  has  been  developed 
to  help  dealers  in  custom  kitchens 
plan  their  layouts  more  efficiently 
and  at  the  same  time  I’educe  traffic 
problems. 

The  traffic  congestion  in  any  re- 
desi^fned  and  modernized  kitchen 
can  be  prreatly  minimized  through 
the  use  of  built-in  appliances,  prob- 
erly  arranged. 


In  the  new  concept  of  planning, 
the  freezer  and  refrigerator  are 
placed  side  by  side  on  the  left  of 
the  entrance  because  this  spot  is 
considered  the  natural  first  .step  on 
returning  from  the  markets,  as 
well  as  the  point  of  beginning  in 
the  preparation  of  every  meal. 

Suggested  arrangement  of  ap¬ 
pliances  is  counter-clockwise.  The 
homemaker  woud  move  from  a 
maple  topped  cabinet  with  recessed 
.stainless  steel  sink,  where  the  food 
is  washed,  to  another  preparation 

Engineered  for  the  utmost  beauty  and  effi¬ 
ciency,  this  sketch  of  a  modern  kitchen 
shows  how  traffic  problems  can  be  elimin¬ 
ated  through  efficient  use  of  space.  Appli- 


surface  next  to  a  four-burner  built- 
in  cooking  unit.  This  is  one  of  three 
built-in  units  included  in  the  plan. 

Next  to  the  cooking  unit  is  a 
cabinet  .section  designed  with 
stainless  .steel  top,  a  convenient 
re.sting  place  for  hot  pans.  The  fol- 
low’ing  area  houses  the  built-in 
ovens.  The  top  oven  is  placed  10 
inches  back  to  provide  a  handy 
shelf  for  the  lower  unit. 

A  striking  innovation  is  a  ‘‘roll¬ 
out  buffet.”  With  this  arrange- 
(ContinKed  on  Page  104) 

ances  are  placed  in  logical  sequence  for  use 
by  the  homemaker  after  she  has  returned 
from  a  shopping  trip  and  begins  the  prepar¬ 
ation  of  a  meal. 
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Sales  Tiaining  Dominates  Western 
NERSICA  Show  Program,  SepL  21-23 


'Tuesday,  September  22nd,  “Have 
you  a  Profitless  Prosperity?”  by 
David  R.  Revzan;  “Can  You  Close 
Prospect?”  by  Royal  A.  Roberts. 

Wednesday,  September  23rd, 
“Ethics  —  Honesty  Pays  Off  —  In 
Profits”  by  Roy  A.  Jastram. 

Exhibitors 

Exhibitors  reported  so  far  as 
having  taken  booths  at  the  Conven¬ 
tion  include  Building  Specialties 
and  Home  Improvement  Dealer ; 
Denison  Corporation ;  Emco  Ce¬ 
ment  Products,  Inc. ;  Jones  & 
Brown,  Western  Division;  Kirby 
Industries,  Koolvent  of  Cal.,  Inc.; 
Lyf-Alum,  Inc.;  Metal  Tile  Prod¬ 
ucts,  Inc.;  Old  Quaker  Paint  Co.; 
Perma-Side  Company. 

Also  Philip  Carey,  Inc.;  Reyn¬ 
olds  Metals  Co. ;  Ruberoid  Co. ; 
Roliton  of  American,  Inc.;  United 
States  Gypsum  Co. 


These  are  the  experts  who  will  conduct  the  soles  program  at  the  Western 
Conference.  L.  to  R.:  Royal  A.  Roberts,  Chairman,  Course  Planning;  Theodore 
Hawkins,  Roy  Jostrom,  David  Revzan,  and  Delbert  Duncan. 


Highlights  of  the  program  in¬ 
clude  : 

Monday,  September  21st,  “Plan¬ 
ning  for  Sales  and  Profits”  by  Ed¬ 
ward  R.  Hawkins;  “Talk  Better — 
Sell  More — Profit  Most”;  “Only 
Good  Approaches  Make  Prospects” 
bv  Royal  A.  Roberts. 


Sales  training  will  dominate 
the  program  at  the  2nd  West¬ 
ern  Conference  of  roofing  and  sid¬ 
ing  contractors  to  be  held  in  San 
Francisco  next  month.  The  Con¬ 
ference,  sponsored  by  the  National 
E.stablished  Roofing,  Siding  and 
Insulating  Contractors  Association, 
Inc.,  will  be  held  at  the  St.  Francis 
Hotel,  September  21,  22,  and  23rd, 
1953. 

The  sales  program  is  aimed  at 
least  in  part  in  producing  better 
trained  salesman,  who  will  sell 
honestly  without  resorting  to  those 
activities  which  boomerang  to  hurt 
the  entire  industry.  This  is  the  an¬ 
swer  to  the  recent  activities  of  an 
unscrupulous  minority  of  contract¬ 
ors  in  the  West. 

Leading  members  of  the  faculty 
of  the  School  of  Business  Admini¬ 
stration  of  the  .University  of  Cali¬ 
fornia  will  conduct  the  program. 
Among  tho.se  expected  to  partici¬ 
pate  are  Edward  R.  Hawkins, 
Ph.D.,  one  time  Dean,  School  of 
Busine.ss,  John  Hopkins  University, 
Baltimore;  Royal  A.  Roberts,  Grad¬ 
uate  of  the  School  of  Business  Ad¬ 
ministration,  Harvard  University; 
David  A.  Revzan,  Graduate  of  the 
University  of  Chicago;  and  Roy 
W.  Jastram,  Associate  Dean,  Uni¬ 
versity  of  California. 


Portable  Rolling  Machine  Applies 
Alnminnm  Sheets  To  Roofs 


in  continuous  lengths  on  each  job 
site.  This  novel  method,  patented 
by  Roliton  (roll-it-on)  of  America, 
Inc.,  employs  a  mobile  roll-forming 
machine,  easily  transported  to  each 
place  of  installation,  and  a  guide 
{Continued  on  Page  110) 

Lighf  and  easy  to  handle,  the  aluminum 
panels  reach  workmen  on  roof  via  a  guide 
track. 

Photos  courtesy  Kolitan  of  America,  Inc. 


From  Data  Furnished  by 
Roliton  of  America,  Inc. 


The  pictures  below  show  the  ap¬ 
plication  of  a  new  batten-type 
roof  that  is  roll-formed  to  measure 


The  portable  rolling-machine  which  shapes 
coiled  aluminum  to  exact  dimensions  re¬ 
quired. 
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N.Y.  Dealer  Uses  Home  Movies  To 
Show  Value  of  Aluminum  Combinations 


Outside  view  of  the  Ever-Ready  Venetian 
Blind  Co.  at  Church  Avenue  in  the  heart 
of  the  Flatbush  section  of  Brooklyn. 


T>ROOKLYN,  the  largest  bor- 
^  ough  of  New  York  City,  is 
also  the  center  of  the  ulcer  belt 
for  dealers  who  refuse  to  offer 
their  throats  to  the  price-cutting 
game.  For  such  dealers,  whose 
ideas  of  merchandising  and  service 
require  more  than  a  hat  for  an 
office  and  the  back  seat  of  a  car 
for  a  showroom,  Brooklyn  offers 
this  challenge;  how  to  sell  quality 


and  service,  and  still  not  fall  too 
far  behind  on  price. 

Bernard  Jarmaine  has  brought 
several  tactics  to  the  promotion 
of  aluminum  combinations  for  the 
Ever-Ready  Venetian  Blind  Co., 
3215  Church  Avenue,  in  the  heart 
of  the  large  Flatbush  residential 
section.  Three  key  words  can  sum 
up  his  doctrine:  Education,  As.so- 
ciation,  and  Saturation. 

Since  price  is  likely  to  be  the 
first  demand  of  a  Brooklyn  pros¬ 
pect,  Jarmaine’s  opening  gun  must 
silence  the  demand  before  it  is 
spoken,  and  then  educate  the  pros¬ 
pect  to  place  price  secondary  to 
quality.  The  Ever-ready  salesman 
says  “Good  evening,”  then  asks 
permission  to  set  up  his  projector 
for  a  movie  show’.  Two  Alcoa  films 
are  in  stock.  “Unfinished  Rain¬ 
bow’,”  with  Alan  Ladd,  tells  the 
story  of  the  early  days  of  mastery 
of  the  metal,  and  “This  Is  Alum¬ 
inum”  carries  its  manufacture 


Charles  Epstein  (left)  and  Bernard  Jarmaine 
of  the  Ever-Ready  Venetian  Blind  Co. 


from  earth  to  extrusion.  From 
then  on  the  emphasis  of  the  evening 
is  on  aluminum,  not  price.  Ever- 
ready  stresses  the  quality  of  the 
triple-track  Paramount,  and  its 
own  house  product,  Ever-guard, 
which  incorporates  modifications 
of  the  Paramount  suggested  by 
Jarmaine.  For  tho.se  customers 
to  w’hom  price  remains  a  central 
point,  Ever-ready  can  offer  Triplex 
window’,  a  two-track  economy  prod¬ 
uct  w’ith  the  self-storing  feature. 

(Continued  on  Page  106) 


Left;  Typical  Brownstone  front  homes  in  the  Flatbush  resi-  storm  windows  and  Venetian  blinds.  Right:  Rolling  operation 

dential  section.  Note  installation  of  aluminum  combination  at  Ever-Ready  plant. 
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line  to  facilitate  maximum  produc¬ 
tion.  The  remaininjf  7,000  sq.  ft. 
con.si.st.s  of  office  space  and  is  com¬ 
pletely  air  conditioned.  The  fur¬ 
nishings  are  all  modern  in  a  black 
and  white  motif.  There  is  also  a 
music  and  loud  speaker  .system 
controlled  by  the  receptionist. 

Fourty-four  men  are  employed 
in  the  fabrication  section  of  the 
plant.  The  installation  department 
consists  of  14  trucks  with  crews  of 
two  each  plus  1  repair  crew-  for 
service  calls. 

Retail  .sales  staff  is  headed  by 
Ralph  Digby,  who  has  a  staff  of  23 
.salesmen  operating  out  of  the  main 
plant  in  Mineola  plus  an  office  in 
Brooklyn  at  1747  Flatbush  Avenue, 
and  another  at  9  Echo  Ave.,  New 
Rochelle,  N.  Y.  Eastern  Kool-Vent 
recently  extended  its  territories 
into  Virginia,  North  Carolina,  and 
upper  New'  York  state  and  has  set 

{Continued  on  Page  48) 


Nathan  Shriftman  (left),  personnel  manager  of  Jasco  Aluminum  Products,  Inc.,  shown 
conducting  a  plant  tour  for  distributor  personnel. 


.sales  clinic  work  and  it  is  paying 
off  w’ith  constantly  increa.sed  .sales 
volume.” 


Jasco  Distributors 

Get  Manufacturing  Lesson 

A  Jasco  Aluminum  Products 
Corp.  di.stributor  gets  fir.st  hand  in¬ 
formation  on  manufacturing  tech¬ 
niques  for  combination  windows 
and  doors.  Mr.  Nathan  Shriftman, 
personnel  manager,  (extreme  left) 
conducts  the  tours  for  distributor 
personnel,  explaining  all  the  major 
operations.  The  photo  shows  the 
counter  .step  in  the  manufacture  of 
the  Ja.sco  window'. 

“The  knowledge  absorbed  by 
these  personally  conducted  tours 
in  the  Jasco  New  Hyde  Park  plants 
help  sales  personnel  in  their  .sell¬ 
ing,”  says  Mr.  Shriftman.  “Real 
enthusiasm  for  the  superior,  pat¬ 
ented  features  of  Jasco  products 
creep  into  their  voices  and  the 
sincerity  which  the  salesman  ac¬ 
tually  feels,  is  transmitted  to  his 
prospects.  We  have  established  the 
factory  tours  as  a  vital  part  of 


Eastern  Koolvent  Moves  To 
New  Long  Island  Plant 

G.  L.  Culpeper,  president  of 
Eastern  Kool-Vent  Aluminum 
Aw'ning  Inc.,  announces  the  open¬ 
ing  of  the  company’s  new  plant 
and  offices  at  105-111  Jericho 
Turnpike,  Mineola,  L.  I.,  N.  Y.  The 
plant  itself  occupies  13,000  sq.  ft. 
and  is  set  up  as  a  mass  production 


G.  L.  Culpeper 


Lou  Goldberg 


New  plant  and  offices  of  Eastern  Kool-Vent  Aluminum,  Inc.,  at  Mineola,  L, 
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MAKE  MORE 


WITH 

^ST^LEsf^TEfT- 

• — -  / / \\'^ 

Combination  SCREEN  and 
STORM  DOORS 


•  Because  Challenger  doors  create  a  better  first  •  TUFFLEX  soundproof  insulation 
impression  .  . .  and  longer  lasting  satisfaction 

•  Completely  equipjx;d  with  heavy  duty  door  «»  Expanding  channels  for  custom  fitting 
check 

©  Over  200  welded  points  in  Stainless  Steel  •  Mortise  Stainless  Steel  lock,  Stainless  Steel 
frame  for  extra  strength  hinges  and  reinforced  push-bar 


Featuring  Stainless  Steel  Triple  Chan¬ 
nels  for  smooth,  friction-free  sliding 
of  glass  and  screen  inserts 
Self-Storing  —  Easy  ('leaning 
Draft-free  ventilation 
Beauty  —  Savings 


^  Write  for 
complete  information 
on  the  Challenger  . 
line 


Chollangar  Product*,  Inc.  k.2 
PHnburgh  22,  Pa. 


Pica**  send  m*  all  the  fact*  about  the  Challenger  line. 


Name 

Street  .  . 

City 

Zone  State 

Q  Contractor 

r~i  Distributor  Q  Doolor 

&  Home  Improvement  Dealer 


47 


B.  S.  Reporter... 

(Continued  from  Page  46) 


up  dealerships  in  Portsmouth  and 
Roanoke,  Va.,  Raleigh,  N.  C.,  and 
Utica,  N.  Y. 

Mr.  L.  Goldberg  is  wholesale 
sales  manager  and  is  responsible 
for  setting  up  new  dealerships.  Mr. 
Goldberg  attended  L.I.U.  where  he 
majored  in  business  administra¬ 
tion.  He  is  a  veteran  of  4*  2  years 
in  the  Air  Corps.  His  background 
in  .sales  and  management  has  been 
very  helpful  in  his  present  work. 


Aumuller  and  Benjamin  Take 
Control  of  I.  W.  Burnham 
Distribution  Company 

Norman  M.  Benjamin  and  Fred 
W.  Aumuller  announce  that  they 
have  taken  over  the  I.  W.  Burnham 
Di.stribution  Company  of  125  Al¬ 
bany  Street,  Boston,  Mass.  The 
company  has  been  the  distributor 
of  the  “Superior”  line  of  aluminum 
mouldings  in  the  New  England 
area  for  the  Youngstown  Mfg.  Co. 


are  w’ell  versed  in  the  problems  of 
their  various  dealer  and  aluminum 
extrusion  accounts  have  made  the 
I.  W.  Burnham  Distributing  Co. 
one  of  the  major  distributors  of 
Panelyte  and  aluminum  mouldings. 

Benjamin  and  Aumuller  are  con¬ 
tinuing  the  operations  of  the  Alu- 
mex  Company,  160-16  Jamaica, 
Ave.,  Jamaica,  N.  Y.,  aluminum  ex¬ 
truders,  who  have  long  served  the 
needs  of  the  home  improvement 
and  building  industries.  Mr.  Au¬ 
muller  stated  that  Alumex  will  go 
on  wdth  its  policy  of  providing 
maximum  .service  to  cu.stomers  and 
rapid  fulfillment  of  all  orders. 


of  Youngstown,  Ohio,  for  the  past 
seven  years. 


Ben  Corson  Mig.  Co.  Installs 
1250-Ton  Extrusion  Press 

Ben  Cor.son  Mfg.  Co.,  Philadel¬ 
phia,  has  recently  in.stalled  a  1250 
ton  extrusion  press  in  their  plant 
at  1228  Belmont  Ave. 

The  pre.ss  will  extrude  aluminum 
.section.s  for  the  Corben  line  of 
.storm  windows,  doors,  and  case¬ 
ment  storm  window’s.  Extrusions 
will  be  supplied  to  the  Philadelphia 
factory,  and  to  the  chain  of  inde¬ 


N.  Benjamin  and  Fred  Aumuller 

The  I.  W.  Burnham  Co.  has  been 
selected  by  the  Panelyte  Division 
of  the  St.  Regis  Paper  Co.  as  the 


Childers  Announces 
Fall- Winter 

Door  Canopy  Promotion 

For  the  third  consecutive  year, 
Childers  Manufacturing  Company, 
Houston,  Texa.s,  is  launching  their 
Fall  and  Winter  door  canopy  pro¬ 
motion.  Featuring  the  regular  48” 
wide  Childers  All-Aluminum  Door 
Canopy  at  a  special  .sale  price,  this 
promotion  has  been  proved  suc¬ 
cessful  by  Childers  dealers  all  over 
the  country. 


pendent  franchised  factories  mak 
ing  the  Corben  window. 

Another  new  addition  is  the  an¬ 
odizing  plant  just  put  into  opera 
tion.  The  Corben  window  is  avail 
(Continued  on  Page  112) 


sole  distributor  of  their  1/10”  dec¬ 
orative  plastic  laminate  for  New 
England.  Panelyte  is  used  for 
counter  and  table  tops  as  well  a.s 
wall  board  and  other  uses. 

Benjamin  and  Aumuller  who 


R.  Childers  (L.)  and  R.  Cundiff 


In  1952,  353  Childers  dealers 
participated  in  a  similar  door  can¬ 
opy  promotion,  and  many  discov¬ 
ered  for  the  first  time  that  sales 
could  be  held  at  peak  levels  all 
through  the  Fall  and  Winter 
months.  Participants  in  the  plan 
feature  a  special  sale  price  in  fre¬ 
quent  promotional-type  newspaper 
ads.  The  plan  aims  not  only  at  mak- 
(Cont blued  on  Page  52) 
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Precision  Finishing  of  Glass  Louvres 
Assures  Weathertight  Jalousies 


From  Data  Furnished  By 
American  Mirror  Works 


There  is  little  doubt  that 

jalousie  windows  and  doors 
have  found  their  place  in  the 
northern  states.  This  is  evidenced 
by  the  tremendous  demand  for 
these  products  this  year.  Certainly 
jalousie  hardware  manufacturers, 
distributors,  and  retailers  can  look 
forward  to  a  continually  increasing 
demand  for  many  years.  This  pro¬ 
gram  has  been  made  possible  by 
the  continuous  and  extensive  re¬ 
search  by  jalousie  hardware  manu¬ 
facturers  working  closely  with 


glass  louvre  producers  in  a  common 
effort  to  make  available  a  product 
that  will  meet  the  rigorous  require¬ 
ments  of  the  colder  climate. 

It  has  been  determined  that  two 
of  the  most  important  require¬ 
ments  for  sealing  out  weather  are 
consistency  and  accuracy  in  glass 
thickness  and  precision  in  finishing 
the  glass  to  size.  The  skill  and 
ingenuity  of  American  glass  manu¬ 
facturers  and  glass  louvre  fabri¬ 
cators  have  developed  the  neces¬ 
sary  techniques  and  machinery  to 
make  this  possible. 

Conscious  of  the  high  standards 
demanded  by  the  customer,  many 
glass  louvre  fabricators  use  only 


Photos  courtesy  .-Imerican  Mirror  H’orks 

Large  inventory  in  warehouse  it  checked 
regularly  in  order  to  maintain  a  complete 
supply  of  all  types  and  sizes  of  louvre  glass 
to  insure  rapid  filling  of  orders. 

domestic  glass.  In  conjunction  with 
this,  American  Mirror  has  devel¬ 
oped  modern  satin-edging  equip¬ 
ment  to  maintain  the  closest  tol¬ 
erance  possible,  as  low  as  .005  when 
necessary.  This  close  tolerance 
makes  possible  easier  and  faster 
insertions  of  the  glass  louvres  into 
the  hardw^are  and  helps  to  reduce 
installation  costs. 

The  wdde  span  of  sizes  required 
by  jalousie  manufacturers  and  the 
traditional  American  demand  for 
{Continued  on  Page  124) 


View  of  an  operator  inserting  glass  into  the  high-precision 
edging  machine  which  gives  louvre  a  satin-edge  finish. 


Glass  louvres,  polished  and  cleaned  by  machine,  are  received 
by  packer  who  returns  glass  to  its  original  box. 


KEYSTONE  ALLOYS  COMPANY 

(Eastern  Plant)  Derry,  Pa. 


A  HEW  KEYSTOME 


/ 


Exclusive 

HYDRAULIC 

CLOSURE! 


me  20, sold 


FULL  LENGTH 
PIANO-TYPE  HINGE 


The  ONLY  Aluminum 
Storm>screen  Doer 
with  this  type  hinge. 
NO  sagging  or 
wrenching  out  of 
shape. 


Only  KEYSTONE  Has  It! 


Doubly  reinforced 
corners  give  maxi* 
mum  strength  where 
needed  to  prevent 
tag. 


Choice  Territories  Open! 


DEALERS! 

DISTRIBUTORS! 


Writ'e  To  Us  For 
Further  Details 
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1  Hyitoofe  / 

i  fcVjTOWM'^ 


Rights 


^IfANKS, 


registers® 


Guaranteed  to  close  more  sales,  just  as  it  closes  your  Key-^ 
stone  Aluminum  Storm  Doors  in  a  smoother  manner.  Strong  / 
and  durable,  this  is  NOT  an  air  check  ...  it  operates  hydraul¬ 
ically.  Features  an  aluminum  housing,  contains  its  own  Safety 

Chain.  No  other  chain  is  needed.  Easy  to  install,  and  needs  _ _ 

no  service  calls.  Insist  on  this  new  door  check  .  .  on  all  Key- 
stone  Doors!  \ 


KEYSTONE 

1915  Southeastern  Ave. 


ALLOYS  CO.  OF 

(Midwestern  Plant) 


INDIANA 


Indianapolis,  Ind. 
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ing  profits  on  the  door  canopy 
sales,  but  also  at  developing  leads 
top  quality  leads  for  sales  of  awn¬ 
ings  and  other  products. 

“We  knew’  that  awning  sales 
could  be  made  in  winter  months,” 
said  Bob  Childers,  president,  “but 
la.st  year  results  were  amazing. 
Our  dealers  sold  thousands  of  door 
canopies  in  the  Fall  and  Winter 
months.  And  aggressive  dealers 
developed  many  of  these  door  can¬ 
opy  sales  into  complete  awning  in¬ 
stallations — even  with  snow’  on  the 
ground !” 

Because  the  simple  three-price 
assembly  of  Childers  door  canopy 
fits  so  well  w  ith  the  popular  “do-it- 
yourself”  idea,  the  company  will 
put  heavy  emphasis  on  this  effec¬ 
tive  .sales  theme  in  the  Free  news¬ 
paper  mats  and  literature  which 
are  furnished  to  Childers  dealers. 
And  because  this  year’s  promotion 
starts  a  month  early,  it  is  expected 
that  Childers  dealers  will  double 
their  1952  records. 

*  «  « 

General  Screen  &  Sash  Co. 
Has  New  Plant 

General  Screen  and  Sash  Co.  an¬ 
nounces  the  opening  of  a  new 
building,  w’hich  covers  an  area  of 
25,000  sq.  ft. 

The  most  modern  and  efficient 
equipment  for  the  manufacture  and 


assembly  of  extruded  combination 
windows  and  doors  has  been  in- 
.stalled. 

A  new’  feature  in  welding  which 
gives  the  frames  of  the  company’s 
windows,  complete  rigidity. 

General’s  new’  three  track  all 
e::^truded  aluminum  combination 
w’indow  is  now’  manufactured  in 
both  Eastern  and  We.stern  frames. 

*  *  * 


E.  S.  Galiarde  S.  O.  Hopson 


Sanders.  Galiarde  &  Hopson 
Appointed  by  Albritton 

The  hiring  of  additional  person¬ 
nel  as  part  of  the  expansion  pro¬ 
gram  of  the  Albritton  Engineering 
Corporation,  2501  Wroxton  Road, 
w’as  announced  recently  by  Ford 
D.  Albritton,  Jr.,  Vice-President 
and  General  Manager. 

Edward  R.  Sanders  and  Edward 
J.  Galiarde  were  named  District 
Managers.  S.  0.  Hopson  was  ap¬ 


General  Screen  &  Sash  Co.'s  new  plant. 


pointed  Advertising  Manager. 

The  Albritton  Engineering  Cor¬ 
poration  is  establishing  a  nation¬ 
wide  distribution  system  to  market 
its  new  product,  the  ALENCO 
glass  jalousie.  Galiarde  will  assist 
dealers  and  di.stributors  along  the 
East  Coast  and  Sanders  will  work 
with  those  in  the  Mid-West. 

Galiarde,  49, 
formerly  man¬ 
aged  a  New  York 
office  for  the 
Clearview’  Louver 
Window  Com¬ 
pany.  He  was 
born  in  Paris, 

France,  and  at¬ 
tended  Syracu.se 
University. 

Sanders,  30,  is  a  graduate  of  the 
Citadel  in  Charleston,  South  Caro¬ 
lina.  He  was  employed  by  the  In¬ 
ternational  Business  Machine 
Company  for  five  years. 

Hopson,  27,  a  graduate  of  the 
University  of  Missouri  School  of 
Journalism,  formerly  worked  on 
the  Beaumont  Enterprise  Journal 
and  the  Corpus  Christ!  Caller- 
Times.  He  was  born  in  Che.ster, 
Texas. 

The  Albritton  Engineering  Cor¬ 
poration  W’as  formerly  know’n  as 
the  Pro-Tect-U  Jalousie  Corpora¬ 
tion  of  Texas. 

*  *  * 

Schwab  Jalousies  Installed 
On  Griffith  Stadium 

Aluminum  jalousies  made  by  the 
Schwab  Jalousie  and  Awning  Co., 
Miami,  Fla.,  were  recently  in¬ 
stalled  on  two  levels  of  the  Griffith 
Stadium  in  Washington,  D  .C. 
Some  250  units  were  required, 
many  of  them  about  10  feet  high. 
The  jalousies  serve  several  purpo¬ 
ses.  They  reduce  the  maintenance 
cost  of. stadium  seats,  keeps  cold 
air  off  the  spectators  during  Red¬ 
skin  football  games,  and  shade  the 
field  from  low  setting  sun,  etc. 
These  jalousies  were  installed  by 
the  J.  A.  Nearing  Co.  of  Washing¬ 
ton,  D.  C. 

{Continued  on  Page  140)  . 
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AUMiNUM  tenmm 

WINDOWS  AND  OtMS 


ii'KrdifetSisf 


OtUVfRifS 


Above:  The  handsome  new  office  and  showroom  of  Koto  of  Suffolk,  Inc.,  on  Merrick  Rood, 
Lynbrook,  L.  I. 

L  I.  Dealei  Cites  Fine  Sales  Staff  and 
Installation  Crew  as  Keys  to  Success 

window  has  been  multigraphed  and 


by  O.  J.  MARK 
Special  Correspondent 
Building  Specialties 


rpHERE  is  nothing  haphazard 
-I-  about  the  way  Kota  of  Suffolk, 
Inc.  does  business.  Distributors 
and  dealers  of  Kota  products  for 
Long  Island,  N.  Y.,  Art  Bezotte, 
Bill  Garrity,  and  Seaman  Kay  re¬ 
cently  opened  a  handsome  new 
Nassau  office  and  showroom  at  273 
Merrick  Road,  Lynbrook,  and  in 
short  order  had  their  new  organ¬ 
ization  in  full  operation,  with 
every  step  planned  as  carefully  as 
a  military  operation. 

From  training  of  salesmen  to 
following  up  completed  jobs  with  a 
request  for  further  leads,  “paper 
work”  is  the  key  of  control.  With¬ 
out  in  any  way  cutting  off  sales¬ 
men’s  enthusiasm  and  initiative, 
formalizing  certain  minimum  re¬ 
quirements  has  proved  its  value. 
For  example,  a  nine-step  outline  of 
the  salesman’s  demonstration  of 
the  Kota  triple-slide  combination 


every  salesman  must  cover  every 
point  in  order,  with  all  the  sub- 
points,  in  every  sales  talk. 

Art  Bezotte  is  quick  to  insist 
that  the  salesman  keeps  from  be¬ 
coming  mechanical  and  wooden  by 
using  his  judgment  where  to  elab¬ 
orate  and  where  to  give  the  barest 
minimum  of  the  outline.  No  Kota 
salesman  has  any  excuse  for  kick¬ 
ing  himself  when  he  leaves  a  house 
for  forgetting  an  important  point 
which  might  have  changed  a  pros¬ 
pect  into  a  customer. 

Divided  Outline 

The  outline  is  divided  into  two 
main  headings,  “Outside”  and  “In¬ 
side.”  “Outside”  covers  (1)  type 
of  fit,  (2)  type  of  construction,  (3) 
type  of  materials,  and  (4)  review 
of  outside  of  windows.  “Inside” 
points  are  (5)  explain  half  screen, 
(6)  explain  change  over,  (7)  top 
ventilation,  (8)  removal  of  inserts, 
and  (9)  construction  of  inserts. 


Above:  Bill  Garrity  (left)  and  Art  Bezotte, 
of  Koto  of  Suffolk,  Inc. 

After  the  demonstration  and 
perhaps  a  re-visit,  and  still  no 
contract,  more  paper  comes  into 
action.  This  is  a  polite  form  letter 
thanking  the  prospect  for  the  cour¬ 
tesy  of  the  interview,  and  inviting 
him  to  call  for  further  informa¬ 
tion,  and  to  visit  the  showrooms 
and  the  Kota  factory  at  Rocky 
Point,  Suffolk.  “We  feel  that  see¬ 
ing  the  product  being  manufac¬ 
tured  is  an  excellent  way  to  ensure 
a  sound  investment.” 

Suppose  the  contract  is  signed. 
Next  communication  begins,  “The 
bearer  is  our  foreman  on  your 
job.”  It  reminds  the  customer  to 
“be  sure  you  are  shown  how  each 
unit  is  worked.  Be  sure  each  unit 
{Continued  on  Page  54) 
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is  clean.”  There  is  a  place  for  the 
customer  to  sign  the  statement  “I 
am  completely  satisfied  with  the 
workmanship,  attitude  and  coop¬ 
eration  of  all  your  men  on  my  job 
today,”  or  to  explain  why  she  is 
not  fully  satisfied. 

The  next  form  on  file  is  an  im¬ 
mediate  respon.se  to  a  request  for 
service,  explaining  that  occasion¬ 
ally  service  falls  behind  .schedule 
because  of  increased  demands,  but 
suggesting  a  call  if  sati.sfactory 
service  is  not  completed  within  ten 
days. 

Next  exhibit  is  a  letter  congrat¬ 
ulating  the  customer  on  the  choice 
of  windows,  and  anticipating  “that 
any  party  who  .sees  the  Kota  win¬ 
dow  at  your  home  will  appreciate 
their  .structural  beauty.”  The  let¬ 
ter  encloses  self-addressed  cour- 
te.sy  commission  cards  for  names 
of  the  prospects  and  the  recom¬ 
mending  customer,  and  promises 
a  commi.ssion  of  3%'  of  total  .sales 
price. 

A  similar  form  is  addressed  to 
local  business  people,  offering  a 
cash  commission  of  5'f  for  recom¬ 
mendations. 


EXCLUSIVE  FEATURES  —  UNIQUE  DESIGN 

Magic  Clutch — New  Principle  in  control  of  sash  movement.  (Patent  Pending) 

Trade  Spreodbr — New  Principle  for  easy,  rapid  sosh  removal.  (Potent  Pending) 

"Durite"  Anodizing — New  process  proterts  and  finishes  frames.  (Registered) 

Channel  Felting — New  adaptation  for  frictionless  motion  and  insulation. 

Original  Desigrt— New  application  of  extruded  aluminum  and  stairtless  steel. 

THESE  FEATURES  MAKE  POSSIBLE:  Positive  insert  control;  True  finger-tip  operation;  Genuine 
self-storing;  Complete  weatherstripping;  Permanent  satin  finish;  and  Instant  panel  re¬ 
moval  for  cleaning. 

ORIGINAL  DESIGN  PERMITS:  ^ull  length  triple-tracks;  Self-squaring  frames;  Sub-assembly 
packaging;  Inside  installations;  Inter-changeable  units  and  Elimination  of  metal-to-metol 
friction. 


Sale.s  Staff 


Bezotte,  a  stocky,  clear-headed 
young  man  of  28,  lays  the  success 
of  the  company  to  two  main  facts : 
a  happy  and  cooperative  sales 
staff,  and  an  efficient  installation 
crew. 

Recognizing  that  the  sales  staff 
is  the  main  artery,  he  keeps  it 
pumping  with  a  “must”  .sales  meet¬ 
ing  twice  a  week  and  a  careful 
review  of  problems  and  new  tech¬ 
niques.  He  bel'eves  you  cannot 
have  a  successful  .salesman  out  in 
the  field  with  problems  he  does  not 
know  how  to  answer.  He  has  suc¬ 
ceeded  in  developing  a  cooperative 
feeling  without  demarcating  terri¬ 
tory  divisions. 

{Continued  on  Page  124) 
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in  modern  protective  coatings 
\fJif7TJrr5¥j^  proniucta 


^  for  ViRaEX  prilirti  h  qetHiii 

otw  btisiMtto*  oN  over  Hie  MWMfjr. 
Ao4  poo  can  skoro  »  it  quicti^  Mi  WMi 
^EKFLEX  txperieiict  Mrf  eoepor^oe  to  priio  yoe  .  .  . 
witk  }ob<tostci  prodeets  nude  «»dHca%  fsr 
rowr  clmoto  ond  prevoo  by  tkeo  .  .  .  M  Wltttf 
opportimity  prosents  itself  Him  a  VERFLEX  fraoeiiiM. 
Do  yoorMif  a  lifetime  favor  ...  get  file  details  today. 


Asbestos  &  Masonry 
WATER  REPELLENT ... 
for  interiors  and  ex- 
teriors  .  .  .  brush 
spray  applied. 

Fast-drying  ASBES¬ 
TOS-SEAL  minimizes  frost-crack  even 
after  drenching  rain.  Adds  beauty  and 
extra  protection,  too,  at  low  long-range 
cost. 


Pressure-applied  TEXTURED 
COATING  .  .  .  for  any  side- 
wall  surface. 


*  Sun-proof  •  Heat-cold  resistant  •  Self 
leveling 

*  Peel-,  blister-,  chip-resistant  •  Crack- 
resistant 

*  Unaffected  by  lime  *  Alkali-resistant 

*  Can  be  tinted 

*  Gloss  and  flat  finish  *  8  colors  including 
white 


An  exclusive  formula  of  indestructible  silicon, 
mica  and  asbestos,  SEAL-TEC  supercoats 
equal  to  over  10  thicknesses  of  paint.  Seals 
and  beautifies,  rejuvenates  worn,  dirty,  dis¬ 
colored  buildings  making  them  like  new. 

*  Moisture,  cold,  heat  protection  *  Insulates 
interior 

*  Termite-proof  *  Wind-  sun-proof  *  Lime  re¬ 
sistant 

a  Can't  chip  *  Color-fast  *  Super-adhesive  bond 

*  12  colors  —  3  textures 


SEAirTlC 


Siliconized  WATER  RE- 


This  latest  scientific  de¬ 
velopment  in  protective 
coatings  provides  an  invi¬ 
sible  “raincoat”  for  masonrv  walls.  Prevents 
ugly  black  streaking  and  efflorescence  (white 
staining).  VER-A-SIL  causes  no  change  in 
color  or  porosity  .  .  causes  dirt  to  wash 

off  rather  than  soak  in. 

FOR:  Brick  —  Stucco  —  Porous  Cement  — 
Asbestos  Shingles  —  Precast  stone  —  Sand¬ 
stone  —  Terrasso  —  Terra  Cotta  —  Porous 
Marble  —  Tile  Mortar  —  Cinder  Blocks  — 
Limestone  —  Concrete  Block  —  Mir'd  Stone 
—  Gypsum  Slag  Blocks  —  Cement  Paint  — 
Water-base  paint  suriaces. 


Recently  introduced  but  already  proven 
tops  in  its  class,  “Bake-Like”  VER-A- 
SPRAY  for  wood,  clapboard  and  similar 
painted  exteriors  gives  better  service  over 
'.onger  years  than  conventional  applications. 

*  Boke-like  finish  *  Thick,  smooth  coat¬ 
ing 

*  Quick  drying  *  Uniform  weld-like 
odhesion 

*  Color  fast  *  Sunproof  *  Long  lasting 

*  Reduces  total  work-time  to  2-3  days 

*  12  beautiful  colors. 


I  Verflex  Soles  Cerp.,  Corlstodt.  N.  J. 

I  Send  full  particulars  on  a  VERFLEX  operation  to: 


VERFLEX  SALES  CORP 

1f7  Moonochie  Avenue 
Carlstadt,  New  Jersey 


I  We  are  Dealers  —  Distributors 
I  Manufacturer's  Reps  Other 

I  We  are  (are  not)  familiar  with  protective-coatings  sales  and 
I  application 


1  1  1  1  i>ii  1  ^ 

PELLENT  for  masonry 

Ep-A-SPPAY  mmmmmmm 

.  .  .  applied  by  garden 
spray,  air-pressure  or  HL 

Finisher  .  . .  spray  applied. 

p  ■- 

brush. 

6r  Home  Improvement  Dealer 


55 


Quincy  Jalousie 
Walls  unloaded 
ready  to  be  in¬ 
stalled. 
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MANUFACTURING 

COMPANY 


OUINCT.  PENNSYIVANIA 


You’ll  find,  as  Quincy  Distributors  have  found,  that  your 
customers  will  be  enthusiastic  too.  They’ll  be  delighted 
with  this  all -aluminum  and  glass  Jalousie  Wall,  its  absence 
of  maintenance  problems,  with  nothing  to  paint  or  rot  and 
nothing  to  warp  or  bind  the  jalousie  hardware.  We  know 
you’ll  be  delighted  about  that  tool 


We  really  feel  that  the  story  told  by  these  photographs 
needs  little  explanation  to  help  you  catch  the  enthusiasm 
that  is  running  high  these  days  here  at  Quincy. 


Our  newest  “Clean  Face”  product,  this  fully  prefab¬ 
ricated,  all-aluminum  Quincy  Jalousie  Wall  is  shipped  to 
you  completely  assembled  except  for  the  glass  vanes.  Even 
the  screens  are  in  place.  All  you  have  to  do  is  set  it  in  the 
opening  and  secure  it  in  place  with  a  moulding.  Think  for 
a  moment  just  what  this  means.  Your  present  storm 
window  installation  crew  can  now  install  jalousie  porch 
enclosures. 


Certainly  we  both  know  that  a  business  never  stands 
still — it  either  goes  forward  or  backward — and  of  course, 
we’re  interested  in  the  distributor  or  dealer  who  is  going 
forward.  We  feel  that  we  have  demonstrated  that  we  can 
back  him  up. 


If  you  are  interested  in  moving  ahead  with  the  Quincy 
Distributor — Dealer — Manufacturer  Team,  then  drop  us 
a  card — or  better  still,  stop  in  at  the  factory  to  see  us. 


What  does  this  do?  It  puts  the  profit  in  and  takes  the 
hidden  costs  out  of  your  enclosuri^  sales. 


m  ^ui4tci/ . 

V  CLEAI\  FACE  LINE  ■iB 

Storm  Windows  •Storm  Doors  •  Jalousie  Doors*  Jolousie  Walls 
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Green  River  Laws 


by  CHARLES  J.  CAUDLE 


^  KEEN  RIV’P'R  laws  can  be  de- 
feated  by  cooperative  action, 
intelligent  planning,  and  constant 
vigilance.  But  YOUR  active  par¬ 
ticipation  is  needed  to  defeat  re¬ 
strictive  legislation  and  to  keep 
the  Green  River  problem  under 
control.  YOU  —  personally,  as  a 
business,  as  a  trade  association — 
hold  the  key  to  success  or  failure. 

What  would  you  do  if  you  were 
confronted  with  a  law  like  this? — 

PENAL  ORDINANCE  NO.  SOL 
"An  Ordinanci  Requlating  Solicitors, 
Peddlers,  Hawkers,  Itinerant  Merchants 
or  Tronsient  Vendors  oi  Merchandise  in 
the  City  oi  Alexandria,  Louisiana:  De- 
clarinq  it  to  be  a  nuisance  for  those 
enqaqinq  in  such  pursuits  to  qo  in  or 
upon  private  residences  without  having 
been  requested  or  invited  to  do  so: 
Providing  penalties  for  the  violation 
hereof:  Repealing  all  ordinances  in 
conflict  herewith." 


SECTION  1.  BE  IT  ORDAINED  BY  THE 
COUNCIL  OF  THE  CITY 
OF  ALEXANDRIA. 
LOUISIANA,  in  leqol  ses¬ 
sion  convened  that  the 
proctice  oi  going  in  and 
upon  private  residences 
in  the  City  of  Alexandria, 
Louisiano,  by  solicitors, 
peddlers,  hawkers,  itin¬ 
erant  merchants  or  tran¬ 
sient  vendors  oi  merchon- 
dise  not  having  been 
requested  or  invited  so  to 
do  by  the  owner  or  own¬ 
ers,  occupant  or  occu¬ 
pants  oi  said  private 
residences  for  the  purpose 
of  soliciting  orders  for  the 
sale  oi  goods,  wares  ond 
merchandise  omd  or  dis¬ 
posing  oi  and  or  peddling 
or  hawking  the  same  is 
declared  to  be  a  nuisance 
and  punishable  as  such 
nuisance  as  a  misde¬ 
meanor. 

SECTION  2.  BE  IT  FURTHER  OR¬ 
DAINED.  ETC.,  that  ony 
person  violating  the  pro¬ 
visions  oi  this  ordinance 
shall  upon  conviction 
thereof  be  lined  not  more 
than  Si  00.00  or  impris¬ 
oned  not  more  than  30 
days  or  l>oth  lined  and 


imprisoned  in  the  dis¬ 
cretion  of  the  Court. 

SECTION  3.  BE  IT  FURTHER  OR¬ 
DAINED,  ETC.,  that  the 
provisions  oi  this  ordi¬ 
nance  shall  not  apply  to 
the  sale,  or  soliciting  oi 
order  for  the  sale  oi  milk, 
dairy  products,  vegetables. 
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(This  is  the  second  in  a  series  of  articles  on  the 
Green  River  problem  by  Charles  J.  Caudle,  head  of 
Charles  J.  Caudle,  Associates,  a  New  York  public 
relations  and  advertising  firm.) 


poultry,  eggs  and  other 
farm  and  garden  produce 
so  far  as  the  sole  oi  the 
conunodities  named  here¬ 
in  is  now  authorized  by 
law. 

SECTION  4.  BE  IT  FURTHER  OR¬ 
DAINED.  ETC.,  that  it 
being  deemsd  by  the 
Council  oi  the  City  oi 
Alexandria.  Louisiana, 
that  on  emergency  exists, 
this  ordinance  shall  go 
into  eiiect  immediately 
upon  its  passage, 

SECTION  5.  BE  IT  FURTHER  OR¬ 
DAINED,  ETC,,  that  all 
ordinances  or  parts  oi 
ordinances  in  conilict 
herewith  are  hereby  re¬ 
pealed. 


ATTEST: 

Secretary -Treasurer 
Carl  B.  Close,  Mayor 
Introduced  and  passed  at  the  regular 
meeting  oi  City  Council  on  October  6. 
1947. 

Secretary -Treasurer 

To  best  answer  the  question: 
“What  would  you  do  if  you  were 
confronted  with  a  law  like  this?” 
— let  us  see  what  has  been  done, 
and  is  beinjf  done,  on  your  behalf. 
For  it  can  safely  be  assumed  that 
once  you  know  what  has  been  done 
by  someone  else,  you  are  then  bet¬ 
ter  prepared  to  act  on  your  own. 


The  above  law  is  a  reprint  of 
the  now  famous — or,  more  prop¬ 
erly,  infamous  —  Alexandria  ordi¬ 
nance  that  was  carried  to  the  Su¬ 
preme  Court  of  the  United  States. 
And,  much  to  the  consternation  of 
the  direct  selling  industry,  on  June 
4,  1951  that  aug^ust  tribunal  de¬ 
clared  that  a  municipal  govern¬ 
ment  had  the  right  to  pass  such 
legislation,  providing  it  did  not 
violate  state  constitutional  law. 

The  publicity  attendant  to  this 
{Continued  on  Page  114) 


Aie  a  Menace  to  Your  Business! 


Anti'Selling  Ordinances 
Threaten  All  Business 


Business  leoders  who  lough  of  the  predicoment  of  the  direct- 
selling  industry  brought  on  by  Supreme  Court  decision  on 
the  "Green  River"  ordinances  moy  woke  op  to  find  similarly 
vicious  legislation  being  aimed  at  other  forms  of  sellingj 
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HiW  Products— Ideas— Methods 

(Continued  from  Page  24) 


basements,  self-storing  sash  (Ida- 
Wize)  and  duplicate  lines  of  Pine 
or  Redwood. 

Further  information,  literature, 
models,  etc.  may  be  obtained  by 
contacting,  Ida  Products  Co.,  Dept. 
BS,  1909  E.  Fore.st,  Detroit  7, 
Michigan. 

*  *  * 

New  Harrison  Wood-grained 
Steel  Kitchen  Cabinet 

A  new  line  of  steel  kitchen  cab¬ 
inets  with  finishes  indistinguish¬ 
able  from  natural  woods  has  been 
introduced  by  a  Chicago  firm.  (See 
cover  photo.) 


Standard  finishes  for  the  cab¬ 
inets,  made  by  Harrison  Steel  Cab¬ 
inet  Company,  include  maple,  oak, 
birch,  cherry,  and  pine.  The  firm’s 
custom  division  plans  to  offer 
matching  service  for  such  finishes 
as  mahogany,  ebony,  and  others. 

According  to  Chester  Cain,  ex¬ 
ecutive  vice-president,  the  new  line 
is  ideally  suited  for  kitchen  in¬ 
stallations  where  decorator  appeal 
calls  for  wood  finishes,  yet  at  the 
same  time  retaining  the  strength 
and  durability  of  .steel.  The  wood¬ 
grained  finishes  are  proces.sed  un¬ 
der  hand  application,  drawing  on 
the  company’s  more  than  25  years 
experience  in  the  manufacture  of 
w’ood-grained  steel  radiator  covers. 

The  new  Harrison  line  is  avail¬ 
able  for  both  standard  and  custom 


installations.  Cabinet  styles  in 
these  classifications  include  cus¬ 
tom  sink,  range,  and  refrigerator 
centers,  and  such  standard  Har- 
ri.son  units  as  the  Tray  Rac-A-Dor, 
fruit  and  vegetable  bin,  mixer  cab¬ 
inets,  open-end  base,  lazy  corner, 
and  storage  and  wall  cabinets. 

Counter  tops,  as  in  other  Har¬ 
rison  lines  of  white  and  colored 
steel  kitchen  cabinets,  are  avail¬ 
able  in  either  Formica  or  inlaid 
linoleum.  Merchandising  plans 
call  for  initial  installation  at  Har¬ 
rison  distributor  points  through¬ 
out  the  country.  Model  units  are 
on  display  in  the  company’s  Chi¬ 
cago  showroom. 

Harrison  Steel  Cabinet  Co., 
Dept.  BS,  4718  W.  Fifth  Avenue, 
Chicago  44,  Ill. 

*  *  * 

New  Casement  Storm 
Window  By  Air  Master 

Air  Master  Corporation,  Phila- 
dlephia,  has  recently  announced 
their  new  all  aluminum  Ca.sement 
Storm  Window  with  re-designed 
stainles.s  steel  hardware  for  posi¬ 
tive  locking  action. 

The  window  is  constructed  of 
the  finest  materials  obtainable  and 
is  exceptionally  .sturdy.  It  is  avail¬ 
able  in  all  stock  sizes  and  comes 
with  draft  seal  weather  .stripping. 
A  unique  con.struction  feature  al¬ 
lows  both  the  window  and  the  pri¬ 
mary  to  be  cleaned  without  remov¬ 
ing  the  insert.  Installation  is  ex¬ 
tremely  simple  and  fa.st. 


Immediate  delivery  anywhere  in 
the  U.  S.  from  huge  .stocks  of  pan¬ 


els  always  on  hand  is  promised  by 
the  manufacturer. 

Harvey  Hewit,  president  of  the 
concern,  said,  “We  designed  this 
window  to  be  ea.sy  to  .sell,  easy  to 
in.stall,  and  easy  to  get  delivery  on, 
to  give  the  dealer  the  three  things 
he  needs  most  to  overcome  any 
sales  resi.stance  he  might  meet.  It 
is  only  one  phase  of  the  multi-mil- 
lion  dollar  expansion  program 
we’ve  started  to  give  the  dealer 
more  selling  advantages.’’ 

For  free  literature,  write  the  Air 
Master  Corporation,  Dept.  BS, 
18th  and  Lehigh  Ave.,  Philadel¬ 
phia,  Pa. 

*  *  * 

New  Wood  Glass 
Jalousie  Door 

Designed  specifically  for  the  con¬ 
temporary  indoor-outdoor  living 
style  of  architecture  is  the  new 
“Sun-Air’’  Combination  Door.  The 
gla.ss  louvers  offer  full  ventilation, 
open  and  clo.se  with  a  flick  of  the 
finger.  No  drafts  are  possible  with 
the  Sun-Air,  since  the  louvers  are 
self-sealing. 


This  new  flush  door  is  distribu¬ 
ted  by  its  exclusive  sales  agent, 
Davidson  Plywood  &  Lumber  Co. 

Sun-Air  is  a  handsome  door 
from  both  inside  and  outside.  It 
comes  equipped  with  a  rust-proof 
steel  .screen,  and  its  smooth,  beau¬ 
tiful  flu.sh  construction  has  no 
dust-catching  grooves  or  panels. 

Hardwood  plywood  is  used  for 
the  door  faces,  adaptable  to  an  ex¬ 
citing  natural  finish,  or  to  a  smooth 
painted  finish  in  any  color.  Interior 
is  KD  Pondero.sa  Pine  throughout. 
The  rugged  construction  of  the 
Sun-Air  Combination  Door  as.sures 
(Continued  on  Page  64) 
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Below:  View  of  the  York  one*fone  Model 
HC-10  installed  in  the  home,  right.  The 
120-lb.  unit  rests  on  a  novoply  sup¬ 

port;  on  the  unit  rests  the  plenum  or  air 
chamber  to  which  ducts  ore  connected.  Be¬ 
low  unit  are  the  curved  condensate  pipe 
leading  the  main  drain;  the  valve-controlled 
used-water  pipe  also  leading  to  main  drain; 
a  branch  of  the  valve  controlled  used  water 
pipe  leading  to  outside  garden  spigot;  and, 
left,  the  intake  pipe.  Note  bamboo  blind 
(rolled  in  picture)  and  the  louver  installed 
in  the  open  sliding  door,  through  which 
house  air  is  pulled  for  cooling. 


Hanging  a  room  air  condition¬ 
er  on  a  window  is  a  relatively 
simple  job.  Installing  a  central 
system  for  an  entire  house  when  it 
is  being  built  is  easy,  too.  But  the 
job  that  requires  ingenuity  and  a 
sharp  eye  for  keeping  construction 
work  down  is  to  air-condition  a 
house  that  is  already  built  and 
occupied. 

The  Levittown  Home  Improve¬ 
ment  Center  of  Bristol,  Pa.,  finds 
itself  in  a  lucky  position  in  solving 
the  problem.  First,  Dan  O’Reilly 
and  Sid  Kirsch,  officials  of  the 
Levittown  company  have  had  plen¬ 
ty  of  experience  in  remodeling  and 
adding  rooms  to  the  homes  in  the 
new  Levittown  project.  Second, 
and  more  important,  the  one-story, 
compact  Levittown  dwelling,  with¬ 


Above:  The  first  installation  of  the  Levittown  Home  Improvement  Center  air  conditioning 
system,  in  the  home  of  Sidney  Kirsch,  vice  president.  Note  duct  olong  ceiling,  finished 
in  Plextone  stipple  paint  standard  in  Levittown  development. 


Ail  Conditioning  An  Entire 
Home  With  a  One-Ton  Unit 


out  a  cellar  to  permit  extensive 
duct  work,  presents  both  a  chal¬ 
lenge  and  the  answer.  A  centrally- 
located  closet  offered  the  chance  of 
avoiding  a  great  deal  of  duct  work, 
and  the  fact  that  it  backed  up 
against  the  central  plumbing  sys¬ 
tem  suggested  the  kind  of  unit  to 
install. 

Experimentation 

With  this  head  start,  they  were 
well  on  their  way  to  a  solution — a 
solution  that  has  kept  them  bu.sy 
air  conditioning  houses  at  $595  per 
installation  of  their  prefabricated, 
mass-produced  central  system. 

Kirsch,  vice-president  of  the 
firm,  experimented  and  worked  out 
the  bugs  of  the  system  with  his 
own  house  as  a  guinea  pig.  With 
the  cooperation  and  engineering 


brains  of  the  York  manufacturers 
helping  along,  he  found  the  answer 
in  a  skilful  comprimise.  Taking  a 
cue  from  the  old  forchd  hot  air 
heating  system,  he  decided  on  a 
zone  system,  manually  controlled 
to  send  cooled  air  to  various  parts 
of  the  house  as  desired.  For  this  he 
could  use  a  one  ton  model,  rather 
than  the  one-and-one-half  ton 
which  is  usually  considered  the 
minimum  for  multi-room  cooling. 

Next  came  the  problem  of  actual 
choice  of  a  unit.  With  the  primary 
requirement  of  low  co.st  for  mass 
sales  as  the  guiding  principle,  a 
compact  package  was  necessary. 
This  eliminated  an  air-cooled  unit, 
because  it  would  have  been  neces¬ 
sary  to  run  refrigerant  lines  to 
some  remote  location  where  plenty 
of  outside  air  w'as  available  for  the 
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Production  Problem 


Next  came  the  production  prob¬ 
lem  of  vvorkinj?  out  the  specifica¬ 
tions  for  the  ducts,  the  plenum  (the 
air  space  above  the  unit  to  which 
the  ducts  are  connected)  and  the 
support  for  the  unit.  Here  again 
their  experience  and  their  estab¬ 
lished  home  improvement  shop 
stood  them  in  good  stead.  They 
even  had  the  Plextone  special  stip¬ 
pled  paint  which  is  required  for  all 
remodeling  done  on  the  Levittown 
houses. 

Using  three-quarter  inch  novoply 
the  plumbing  (see  photograph). 
Prefabricating  the  plenum  of  ma¬ 
sonite,  painted  with  Plextone  to 
match  the  wall  of  the  closet  and  the 
room  itself,  they  completed  a  neat, 
compact  installation,  with  only  the 
opening  of  the  ducts  into  the  house 


proper  to  worry  about.  And  here 
too  they  had  a  head  start  in  keep- 
as  the  upright  support  for  the  120- 
lb.  unit,  they  fitted  the  unit  above 
ing  the  co.sts  down:  the  Levittown 
prefabricated  wall-board  can  be  cut 
and  repainted  without  replastering 
after  installing  ducts  and  louvres. 

Ducts  are  short,  and  are  worked 
unobtrusively  around  the  upper 
wall,  and  finished  in  the  .same 


standard  stipple-painted  wall-board 
that  the  Levittown  Home  Improve¬ 
ment  Center  is  authorized  to  use  in 
remodeling  houses  in  the  develop¬ 
ment.  A  manual  damper  controls 
the  flow  of  the  conditioned  air.  One 
knob  directs  the  cooling  to  the  bed¬ 
room  ;  a  .second  cools  the  living 
room  and  kitchen;  a  third  divides 
the  air  and  sends  it  through  the  en- 
(Continued  o}i  Page  130) 


air-cooled  condensing  unit.  Other 
con.-^iderations  were  the  labor  of 
in.stalling  tho.se  lines,  and  the  main¬ 
tenance  involved  in  starting  the 
unit  in  the  spring  and  shutting  it 
off  in  the  fall. 


The  location  of  the  central  clo.set 
next  to  the  plumbing  .system  point¬ 
ed  to  the  answer.  The  York  one  ton 
model  HC-10  was  also  ju.st  the 
right  size  to  fit  comfortably — ap¬ 
proximately  18"  by  18"  by  22"  high. 
Fortunately,  there  is  plenty  of 
water  available  in  the  region,  in 
the  bend  of  the  Delaware  River 
north  of  Philadelphia. 


First  three  photos, 
clockwise,  show  proc¬ 
ess  of  construction  of 
plenum  or  air  cham¬ 
ber  into  which  air 
conditioner  dis¬ 
charges  cool  air.  All 
the  various  ducts  are 
connected  to  the 
plenum. 

Photo  lower  right; 
transporting  the  unit. 

1‘lnito;  courtesy  Le7'itt07vu 
Home  I mprovt  ment  Ceuter 
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Selling 

Mr.  and  Mrs.  Homemaker 


By  L.  P.  KNIGHT 
Director  of  Sales 

Albritton  Engineering  Corporation 


Success  comes  so  easy  for  some 
salesmen  that  we  are  prone  to 
classify  them  as  “born  salesmen.” 
They  do  not  posse.ss,  however,  .some 
my.stic  trait  that  assures  their 
success  , .  .  they  have  merely  adopt¬ 
ed  the  “success-attitude.”  To  be 
succes.sful  in  .sales  work  it  is  ab¬ 
solutely  neces.sary  that  you  look 
and  feel  succes.sful.  Take  a  look  at 
the  leaders  in  any  sales  organiza¬ 
tion.  and  you  will  find  that  they 
literally  radiate  succe.ss. 

“Succe.ss  Attitude” 

The  “success  attitude”  can  be 
developed  with  a  little  practice,  but 
you  must  make  it  a  part  of  your 
daily  routine  to  achieve  lasting  re¬ 
sults.  Try  this  formula  tomorrow 
to  assure  your.self  a  “good  day.” 

Set  your  clock  to  get  you  out  of 
the  “sack”  thirty  minutes  earlier 
than  usual.  When  the  clock  “.sounds 
off”  don’t  turn  over  for  that  other 
fifteen  minutes  nap  .  .  .  Jump,  don’t 
crawl,  out  of  bed.  Smlie!  Give  your 
wife  a  big  “smack”,  and  say,  “Hon¬ 
ey  this  is  going  to  be  my  day.”  Then 
start  whistling.  Whistle  loud!  Tune 
in  .some  lively  music  on  your  radio 
and  turn  the  volume  up  high.  Don’t 
mind  the  neighbors.  Accompany 
the  music  by  whi.stling  or  singing. 
If  your  wife  comes  in  and  asks  you 
if  you’re  crazy,  dance  her  around 
the  room  and  keep  smiling  .  .  . 
(You  don’t  smile  because  you’re 
happy — You’re  happy  because  you 
smile.) 


Eat  a  big  breakfa.st.  Smile  (don’t 
laugh)  and  tell  your  wife  that  it 
was  the  be.st  breakfast  she  ev^er 
made.  Keep  the  music  going.  Keep 
smiling.  Do  everything  in  a  hurry. 
Sing  loudly  as  you  bathe.  Sing  as 
you  shave.  Put  on  your  be.st  clothes. 
Don’t  get  mad  if  a  few  buttons  are 
mi.ssing  from  your  shirt  ,  .  .  smile ! 
Get  another  shirt  and  tell  your  wife 
to  u.se  the  buttonless  one  for  a  dust 
cloth.  Keep  signing  and  smiling. 
Tell  your  wife  again  that  this  is 
going  to  be  your  “big  day.” 

As  you  leave  home  tell  your  wife 
how  much  .she  means  to  you.  (Get 
in  the  habit  of  being  compliment¬ 
ary  to  everyone  . . .  even  your  wife.) 
Keep  smiling  and  singing. 

If  possible,  stop  by  a  barber 
shop  and  get  a  mas.sage  and  maybe 
a  manicure.  As  the  barber  is  try¬ 
ing  to  make  you  feel  like  a  “million 
dollars,”  plan  your  day.  Decide 
who  you  are  going  to  call  on,  and 
what  you  are  going  to  say.  Decide 
then  and  there  that  you  are  going 
to  get  those  orders. 

When  you  get  to  the  office,  don’t 
.saunter— STRIDE  IN.  Say  “Hel¬ 
lo”  to  everyone  in  a  loud  voice. 
Keep  smiling!  Compliment  a  cou¬ 
ple  of  people.  Don’t  mumble,  when 


you  talk.  Speak  briskly  and  di.s- 
tinctly. 

After  you  have  checked  in  at  the 
office,  go  out  an  get  those  sales. 
You  can’t  miss,  for  you  have  given 
your.self  the  “success-attitude.” 

It  has  been  said  that  successful 
.selling  is  the  ability  to  do  many 
little  things  correctly.  This  applies 
not  only  to  your  sales  pre.sentation, 
but  also  to  how  you  look  and  how 
you  act. 

First  Impressions 

People  form  an  opinion  the  first 
moment  they  look  at  you.  They 
may  later  change  that  opinion,  but 
nevertheless,  their  first  opinion  is 
important.  There  is  no  need  to  be¬ 
gin  an  interview  handicapi)ed  be- 
cau.se  the  prospect  didn’t  like  what 
he  .saw.  Your  clothes  and  .vour 
grooming  are  all  that  a  per.son  has 
to  judge  you  by  until  you  make 
your  personality  felt.  Becau.se  of 
this,  you  mu.st  be  careful  of  your 
appearance. 

Good  clothes  are  a  wise  inve.st- 
ment  for  a  salesman.  A  .salesman’s 
clothes  should  be  conservative  and 
of  good  quality.  He  should  have 
.several  suits  and  wear  them  on 
(Continued  on  Page  1.30) 


Third  in  a  series  of  helpful,  factual 
articles  on  effective  selling  methods 
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NEW  Products  —Ideas—  Methods 

{Continued  from  Page  60) 


you  it  will  last  the  lifetime  of  the 
house  .  .  .  fully  guaranteed  against 
warping,  twisting,  or  other  defects. 

Dimensions  for  new  Sun-Air 
Door  are  thick,  2'8"  wide  and 
6'8"  high.  It  has  2 Vo"  stiles  and 
rails,  ventilated  core,  lock  blocks 
two  sides,  hot-plate  pressed  and 
belt  sanded. 

For  full  information  write  Dav¬ 
idson  Plywood  &  Lumber  Co., 
Dept,  BS,  3136  East  Washington 

Blvd.,  Los  Angeles  23,  Calif. 

*  *  * 

Jamaica  Sash  Introduces  New 
"Excelum"  3-Track 
Inset-Type  Window 

Jamaica  Sash  &  Door  Company, 
New  Hyde  Park,  N.  Y.,  manufac¬ 
turers  of  "Excelum”  combination 
windows  and  doors  has  introduced 
a  new’  3  track  eastern  inset-type 
aluminum  window’.”  This  new 
“Excelum  window,”  according  to 
Armand  Knopf,  president  of  Ja¬ 
maica,  "is  exceptionally  easy  to  in- 
.stall  on  reveal  type  mouldings, 
eastern-type  w’ood  frames  or  dou¬ 
ble  hung  steel  or  aluminum  w’in- 
dow’s.  We  have  gone  all  out  to 
make  a  truly  easy  to  install  com¬ 
bination  w’indow'  w’hich  still  incor¬ 
porates  all  the  time-tested  ‘Excel¬ 
um’  features.  This  new’  window  is 
a  boon  to  overworked  installers 
because  they  now’  can  hang  more 
window’s  in  less  time.” 


The  new’  inset  type  w’indow’  has 
a  serrated  picture  type  frame  and 
is  also  available  in  two  track  model 
for  promotional  selling. 


New  Vertical  Blinds 

Thru-Vu,  the  vertical  blind  con¬ 
structed  of  cloth  or  plastic  vanes 
traveling  on  an  overhead  track,  an¬ 
nounces  tw’o  innovations  of  inter¬ 
est  to  dealers. 


The  first  is  a  draw-bar  version 
for  smaller  window  openings,  es¬ 
pecially  in  the  home.  A  vertical  alu¬ 
minum  rod,  fastened  to  the  vane 
holders  at  the  top  and  bottom  of 
the  "lead”  vane,  takes  the  place  of 
the  traverse  and  rotor  cords  need¬ 
ed  to  extend  and  furl  the  blind  and 
rotate  the  vanes  a  full  180  degrees 
in  either  direction. 

The  bar  has  a  finger  control,  ad¬ 
justable  in  height,  which  offers 
grasp  space,  and  a  socket  fitting  on 
the  sill  or  bracket  catches  the  bot¬ 
tom  of  the  bar  at  the  fullest  exten¬ 
sion  of  the  beaded  chains  which 
connect  the  vanes  at  top  and  bot¬ 
tom.  Henry  Wright,  inventor  of 
the  blind,  and  an  architect  and  au¬ 
thority  on  sun  control  and  solar 
houses,  says  that  the  draw-bar 
blind  offers  the  advantages  of 
stacking  more  snugly  against  the 
window’  jamb  when  furled,  of  se¬ 
curity  against  blowing  into  the 
room,  a  tighter  fit  against  the  win¬ 


dow  sills,  and  lower  cost.  As  in  the 
traverse  blind,  vanes  are  remov¬ 
able  for  cleaning  and  are  available 
in  a  variety  of  materials  and  colors. 

The  second  Thru-Vu  innovation 
is  a  set-up  for  KD  distribution.  A 
basic  stock  of  parts  is  shipped  so 
as  to  permit  a.ssembly  by  a  ship¬ 
ping  clerk  in  the  dealer’s  office  up¬ 
on  receipt  of  the  w’idth  and  height 
of  each  opening.  The  only  cutting 
required  is  of  the  overhead  track 
for  the  width  of  the  window’,  and 
the  cloth  of  the  vanes,  for  the 
height.  A  track  cutter  and  a  punch 
are  included  in  the  KD  kit.  Vanes 
are  spaced  on  a  simple  unit  system. 
The  vane  holders  come  in  tw’O  dif¬ 
ferent  colors.  No  skill  is  needed  to 
make  up  an  order,  and  actual  in¬ 
stallation  is  almost  as  simple  as  for 
a  Venetian  blind,  Wright  claims. 
Address  Thru-Vu  Vertical  Blind 
Co.,  Dept  BS,  P.  0.  Box  266,  Rye, 
New’  York. 

*  *  * 

New  Type  Kick  Plates 
Made  by  Baldwin 

Kick  Plates  with  a  new’,  mirror¬ 
like  jew’elry  finish  are  now  being 
produced  on  special  automatic  ma¬ 
chines  just  installed  at  the  new 
Baldw’in  plant  in  Hillside,  N.  J. 

With  these  new,  precision  ma¬ 
chines  it  is  now  possible  to  produce 
Kick  Plates  with  a  uniform,  high 
polish  that  keeps  its  luster  with 
long,  hard  use.  These  plates  main¬ 
tain  their  attractive  appearance 
in  apartments  and  public  buildings 
where  heavy  usage  makes  proper 
maintenance  a  problem. 

Each  plate  is  carefully  packed 
in  a  heavy  kraft  paper  envelope. 
The  various  finishes  —  brass, 
bronze,  stainless  steel,  aluminum 
aluminited  and  chromium  on  brass 
are  plainly  marked  with  size  and 
item  numbers  show’n.  The  neces¬ 
sary  screws  are  packed  with  each 
kick  plate.  A  complete  catalog 
showing  the  new  Kick  Plates  and 
many  items  in  Baldw’in’s  line  of 
builders’  hardw’are  is  available  on 
request. 

Baldwin  Mfg.  Co.,  Dept.  BS, 
1290  Central  Ave.,  Hillside,  N.  J. 

(Continued  on  Page  72) 
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The  Operation  of  a  Corporation 


Your  Business 


(Tenth  in  a  series  of  articles  on  business  management) 


The  corporate  form  of  business 
organization  is  a  relatively  com¬ 
plex  one.  Only  a  few  of  its  out¬ 
standing  features  can  be  discussed 
here. 

Among  the  known  advantages 
of  the  corporation  are  the  follow¬ 
ing: 

1.  It  is  usually  possible  to  secure 
new  or  additional  capital  more 
easily. 

2.  Change  in  ownership  need  not 
affect  the  management  of  a  corpo¬ 
ration. 

3.  If  stock  is  transferred  or 
ownership  changed,  the  business 
continues  without  interruption. 
This,  how'ever,  is  not  a  direct  ad¬ 
vantage  to  those  organizing  such 
a  business,  although  certainly  it  is 
desirable  from  the  viewpoint  of  in¬ 
vestors. 

The  disadvantages  of  the  corpo¬ 
ration  include  its  relative  expense 
to  set  up.  It  is  subject  to  numerous 


Federal  and  State  regulations  and 
must  file  many  detailed  reports  and 
tax  returns. 

Another  disadvantage  is  the  cor¬ 
poration’s  difficulty  to  expand  into 
states  other  than  the  one  for  w^hich 
it  was  chartered.  The  corporate 
charter  limits  the  corporation’s  ac¬ 
tivity  and  to  avoid  this  problem, 
the  scope  of  the  company’s  busi¬ 
ness  activity  must  be  made  very 
broad  in  drawing  up  the  charter, 
or  the  charter  itself  must  be  sub¬ 
sequently  amended. 

Work  with  Lawyer 

If  you  decide  that  it  would  be 
most  profitable  to  operate  your 
business  as  a  corporation,  it  is  wise 
to  work  closely  with  a  lawyer  who 
knows  the  corporate  structure  well. 

In  general,  however,  the  follow¬ 
ing  important  rules  should  be  kept 
in  mind: 


1.  Be  sure  your  board  of  direc¬ 
tors  consists  of  the  required  num¬ 
ber  and  that  it  is  legally  qualified. 

2.  See  that  you  have  the  officers 
required  by  law. 

3.  Make  sure  your  bylaws  out¬ 
line  the  corporation’s  rules  and  reg¬ 
ulations  carefully. 

4.  Adhere  to  the  lawn’s  stipula¬ 
tions  in  regard  to  keeping  stock 
books  and  other  records. 

5.  Have  the  number  of  directors’ 
and  stockholders’  meetings  required 
by  law  or  by  your  own  bylaws. 

6.  Be  sure  to  keep  the  minutes 
of  these  meetings  and  if  important 
decisions  are  involved,  make  cer¬ 
tain  they  are  in  writing  in  the 
form  of  resolutions. 

7.  If  stock  is  to  be  transferred, 
it  must  be^  properly  endorsed  and 
witnessed.  Record  the  stock  trans¬ 
fer  in  your  stock  record  book.  Re¬ 
member  never  to  transfer  the  stock 
of  a  deceased  person  without  State 
authorization. 

(Continued  on  Page  136) 
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ALUWINjj 


■■  ■  ■  ■ 

First  manufacturer  of  all  aluminum 
jalousie  doors  now  announces 

FULL  SCALE  PRODUCTION 

of  the  new,  perfected,  all  aluminum 


with  every  ma 
that  insur^s^ 


Mature 
umer  demand 


Often  imitated  .  .  .  but  never  improved 
upon  f  Here  is  perfection  itself  with 
every  fast-selling  feature  on  the  market 
.  .  .  finest  quality  construction  and 
know-how  assures  trouble-free  per¬ 
formance. 


ivr/re  now  !  FOR  NATIONWIDE'S 

PROFIT-PROVEN 

SALES  PUN  FOR  DISTRIBUTORS  and  DUIERS 


Start  making  profits  now  with  the  Nationwide  tested  and 
approved  sales  plan  backed  by  our  advertising  and  sales 
aids.  Join  the  Nationwide  jolousie  bandwagon  with  major 
soles  in  homes,  buildings,  offices,  institutions  throughout 
the  entire  nation.  Latch  on  to  a  respected  name  .  .  . 
NATIONWIDE,  the  pioneer  in  the  field  .  .  .  yes,  the 
first  manufacturer  of  all  aluminum  jalousie  doors. 


NATIOMWIOE  ALUMINUM  PRODUCTS,  INC. 
3tS-3t7  South  Main  St.,  Freeport,  L.  I. 


Gentlemen;  Please  send  me  more  information  on  the 
distributor-dealer  plan  at  no  obligation  or  cost  to  me. 


NAME 


moiivfoctRir^ri  of 
•M  otsMiiitim 
wifi4«w«  m»4  4^mrt 


ADDRESS 


STATE 
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Twist  Out! 


with  EXCLUSIVE  I  NEW 

PIVOT  CONTROL 

IS  ACCLAIMED  THE  FINEST 
^  BY 

^  THOSE  WHO  SEE  IT 


Xationaliy  Adz^ertt.Kcd 


YOUR  KEY  TO  EASIER 
AND  MORE  PROFITABLE 


SALES! 


Years  ahead  of  any  other  window  .  .  .  feature 
packed  to  make  every  prospect  a  sure  sale  .  .  . 
Winstrom's  new  window  with  PIVOT  CONTROL 
does  everything  but  sell  itself!  Here  is  every  single 
engineering  feature  your  customers  want  ...  all 
built  into  a  window  that  is  demonstration-perfect 
and  saleable! 

Winstrom  gives  you  exclusive  PIVOT  CONTROL  .  .  .  But 
that's  not  all!  You  get  expanders  on  all  sides  •  Satin 
Finish  •  Double  Slide  Action  Bolts  on  Ball  Bearings 
(all  panels)  •  Extruded  63ST5  Aluminum  •  Protec¬ 
tive  Packaging  •  3  Channel  Frame  •  Anti-Rattling 

Features  •  Positive  Interlock  .  .  .  And  Many  Morel 

Write  Now!  Our  representative  will  demonstrate  Winstrom's 
complete  line  of  Inside  Sliding  Casements,  Picture  Windows 
(2  typesl.  One  Light  Units,  and  our  famous  "Triple  Shield" 
3  Track  .  .  .  all  with  the  ability  to  fit  any  existing  window 
opening. 


iniTRO 


MANUFACTURING  CORPORATION 
15-40  127TH  ST.,  COLLEGE  POINT  56,  N.  Y. 
Tel.:  FLushing  3-5550 


AND  BUY  IT! 


CUSTOMERS  RECOMMEND 
THEIR  NEIGHBORS! 

NO  SERVICING 
REQUIRED! 


Twist  In!  I] 


twist  IN! 
twist  OUT! 


Delivered  by  our 
own  trucks  into 
1 1  Eastern  States 
.  .  .  With  Field 
Managers  to  help 
dealers  in  their 
respective  locali¬ 
ties. 
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for  the  first  time 

7{/ecit^en.~7(^i4€ 

OFFERS  YOU  THE  GREATEST 

Door  Combination 

FOR  PLUS  PROFITS 


"Z”  Bar  Construction 
for  Regular 
Door  Installations 


OR  Full-Inch  Thick 

Door  with  outside  expansion 
for  flush  installations 


Mass  production  brings  Weather-Wise 
^  prices  down  for  greater  profits  to  you. 

Shipped  K.  D.  .  .  .  ready  to  ossemble 
.  .  .  Heavy  eitruded  63st5  Aircraft  aluminum 
.  .  .  full  inch  thickness.  Includes  all  metal  for 
door  and  jamb  at  one  low  price. 
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Aluminum 

WINDOW 


WINDOW 

WITH 


Flush-type  installation  for  either  Eastern  or  West¬ 
ern  openings.  No  other  Triple  Track  window  adopts 
itself  so  easily  on  steel  or  aluminum  doub'e  hung 
primary  windows.  For  example  a  24"  x  24"  will  fit 
any  frame  opening  between  27%"  and  28%"  in 
width  and  54%"  to  55’/s"  in  height.  Extro  features 
include  expansions  for  additional  I"  and  2"  drop 
sills. 

BE  LINE  DEALER 

A  WINDOW  and  DOOR  to  Beat  all  Competition 


PERMA-SEAL 

Aluminum  Combination  Window 

The  World's  lowest  priced,  extruded 
aluminum,  combination  window.  Priced 
so  low  that  you  can  sell  10  Perma-Seal 
windows,  any  size,  to  the  Home  Owner 
tor  only  $169  and  still  make  your  nor. 
mol  profit. 


ALUMINUM  CASEMENT 
STORM  SASH 

Heavy,  all  extruded,  anodized,  satin-finish 
aluminum  frame  that  is  permanently  attached 
with  sturdy  pin-type  hinge.  Each  unit  equipped 
with  Duo-Lock — an  exclusive  feature  that  makei 
it  absolutely  foolproof. 


WIRE — WRITE — PHONE  Youngstown,  Ohio,  SWeetbriar  9-9765  tor  Additional  Information. 


Dislribulorshipt  available  in  some  territories 


MANUFACTURERS  OF  ALUMINUM  PRODUCTS 
3655  Oakwood  Avenue  Youngsfown  9,  Ohio 
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We  certainly  appreciate  the  favorable  comments  received 
on  our  SUN-SASH  louvred  window,  in  your  letter  to 
Binswanger  &  Co.  of  Richmond,  Virginia.  It  certainly 
proves  what  we’ve  been  saying  about  SUN  -  SASH. 
For  versatility  and  adaptability,  there’s  nothing  that 
can  compare.  In  the  words  of  Mr.  Loud  .  .  .  "these 
units  have  iiutde  a  year  'round  room  for  us  which  has 
proven  more  popular  than  our  regular  dining  room." 

Dealers  .  .  .  why  let  profits  pass  you  when  here’s  a 
golden  opportunity  to  benefit  from  selling  SUN-  ■ 
SASH  louvred  windows!  Literature,  mats,  viewers,  ’ 
slides  and  other  aids  are  available  to  help  you  pro-  , 
mote  sales  . .  .  plus  national  advertising  in  leading  ; 

consumer  and  trade  magazines. 


'"'’ced 

P^°^UabJe 


Please  rush  me  information  on  how  I  can  become  a 
SUN-SASH  Dealer. 


NAME 


ADDRESS. 


SUN-SASH  COMPANY 

:I8  Park  Row  Now  York  38,  N.  Y. 

SEPTEMBER  1953  BUILDING  SPECIALTIES 


CITY. 


B 

■pn 

j 

C  1 

•  / 

f 

1 

WiTOTlWiTO 


TWO  -  TRACK  oll- 
oluminum  Storm- 
Screen  Window  .  .  . 

for  budget-wise 
buyers  with  auto¬ 
matic  locking  oc- 
tpon,  self-storing. 


THREE  -  TRACK 
all  aluminum  i 
Storm-Screen  ' 
Window.  Auto- 
motic  self-lock-  i 
ing,  top  and  r 
bottom  ventobil-  j 
ity,  no  track  re-  ! 
movol  and  4-  i 
side  expansion 
ore  a  few  of  the 
reasons  for  the 
big  switch  to 
Stephen-Laurie.  ■ 


All  Aluminum 
Storm  •  Screen  Door. 

Z-Bor  or  expander 
types,  fully  equip¬ 
ped,  closed  extruded 
inserts  and  steel 
corner-gussets  .  .  . 
all  at  remarkably 
attractive  cost. 


JALOUSIE  DOOR. 

An  achievement  in 
practical  louvre 
operation.  Louvre 
unit  uses  no 
screws,  practically 
installs  itself  in  a 
jiffy.  Rotor  opier- 
oted,  choice  of 
gloss,  built-in  rain 
cap. 


o  o  o 


STEPHEN-LAURIE 
PLANTS  TO 
^  SERVE  YOU  ^ 

-  I - ^ - 1  ^ 

2  in  Providence/  R.  I. 

'  ^  ^  I  e 

2  in  Philadelphia,  Pa*  < — 

— I - - ! —  ^ 

EdgewoodrMde 


DEALERS,  DISTRIBUTORS,  ''K.D/' 
or  FULLY  ASSEMBLED  UNITS  .  .  . 

any  of  these  plants  can  accommodate 
you  in  any  quantity. 

Thanks  to  the  instantaneous  acceptance  of  Stephen-Laurie 
products,  we  can  now  serve  you  even  better  from  five  stra¬ 
tegically  located  manufacturing  points.  Having  established 
a  truly  amazing  record  of  faithful  72-hour  delivery  in  any 
quantity,  Stephen-Laurie  now  enables  you  to  enjoy  the  con¬ 
venience  and  economies  of  an  at-hand  source  of  supply. 
You'll  like  doing  business  with  Stephen-Laurie  and  its 
products.  They're  made  to  do  a  better  job  .  .  .  easier  and 
more  profitably  over  the  years. 


You  ore  cordially  invited  to  visit  any 
at  mir  nifinft  Far  the  address,  write 


Sfephen-Lourie  Mfg.  Co. 

S9U  Ridge  Avc.,  Rhilo.  28,  Pa. 

We  are  interested  in  the  following  Stephen-Laurie 
products: 


□  2-Trock  Window 

□  3-Trock  Window 


□  Storm  Door 

□  Jalousie  Door 


STEPHEN -LAURIE  Mfg.  Co. 

5913-23  Ridge  Ave.,  Philadelphia  Pa. 
Ivy  Ridge  2-6660 


Dealers,  Distributors,  etc. 


City  and  State 


&  Home  Improvement  Dealer 
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HEW  Products— Ideas— Methods 

(Continued  from  Page  64) 


Andrea  Produces  3-Track  on 
New  Design  Principle 

Herb  Levy  of  Andrea  announces 
production  of  an  all  extruded  alu¬ 
minum  three  track  window  em¬ 
bodying  a  new  design  principle. 
New  roller  bearing  for  slow  win¬ 
dows.  The.se  bearings  provide  a 
clean  face  for  the  window  both  in¬ 
side  and  out.  No  springs  or  exter¬ 
nal  clips  and  completely  concealed 
handles. 


Following  with  the  Andrea  qual¬ 
ity  tradition,  this  new  3-track  has 
sturdy  welded  corners,  interlock¬ 
ing  in.serts,  aluminum  screen  and 
frames  of  universal  type — can  be 
installed  effortlessly  on  blind-stop 
or  overlap  openings  .  .  .  opens  to 
any  position. 

As  with  the  famous  Andrea  tri¬ 
way  and  tri-track,  this  new  im¬ 
proved  Andrea  tri-track  is  avail¬ 
able  a.ssembled  or  under  their  fab¬ 
ulous  KD  prefabrication  plan. 

To  round  out  their  window  line, 
Andrea  is  now  manufacturing 
ca.sement  slides  for  casement  type 
windows  featuring  fully  inter- 
locketl  in.serts,  wdndow  slides  on 
stainless  steel  tracks  in  channel 


especially  designed  for  that  pur¬ 
pose. 

Andrea  Mfg.  Co.,  Dept.  BS,  183 
Horton  Ave.,  Lynbrook,  N.  J. 

*  *  * 

Keystone  Alloys  Introduces 
Hydraulic  Door  Check 

In  the  Storm  Door  Trade,  the 
need  for  a  more  positive,  more  re¬ 
liable,  more  .serviceable  Door  Check 
has  been  continually  coming  to  the 
attention  of  Salesmen,  Dealers  and 
Distributors. 

Recently,  a  new  type  Storm  Door 
Hydraulic  Check  has  been  devel¬ 
oped,  which  employs  the  basic  prin¬ 
ciple  of  hydraulics  in  its  function. 
The  door,  being  pulled  shut  by 
spring  tension,  actuates  a  sealed 
piston  against  the  oil  in  the  cylin¬ 
drical  chamber.  The  oil,  being  non- 
compre.ssible,  checks  the  action  of 
the  spring  pulling  the  door. 

The  control  of  the  door  move¬ 
ment  is  adjusted  by  regulating  the 
volume  of  oil  that  is  permitted  to 
by-pass  the  piston.  This  method 
of  controlling  the  speed  of  the  clos¬ 
ing  door  is  more  positive  in  the 
hermetically  .sealed  unit,  eliminat¬ 
ing  certain  fluctuations  caused  by 
atmospheric  changes. 


The  new  check  has  been  devel¬ 
oped  specifically  to  meet  the  needs 
of  the  Storm  Door  Manufacturers. 
The  body  is  of  cast  aluminum  and 
the  entire  unit  is  .streamlined  to 
blend  harmoniously  with  the  Alum¬ 
inum  Door.  It  has  a  self-contained 
door  stop,  and  is  equipped  with  a 
safety  chain,  incorporated  into  the 
installation. 

(Continued  on  Page  158) 


New  Electric 
Garbage  Disposer 

New  “Super  Hush”  Waste  King 
— All  new  electric  garbage  dispo¬ 
ser  has  blue  Super  “Hush-Cush¬ 
ions”  for  even  quieter  operation. 
New  shredding  sleeve  design  elimi¬ 
nates  fibrous  food  waste  as  well  as 
all  other  garbage  faster.  New'  one- 
slot  mounting  ring  permits  faster 
installation  by  one  person.  Tw'O 
models,  SH5500  and  SH7000  fit 
either  high  or  low  rough-ins.  New- 


built-in  dishwaster  inlet  on  Model 
SH7000  .saves  cost  of  double  trap 
insulation.  Modern  design,  white 
baked  enamel  finish,  chrome  trim. 
Made  by  Given  Mfg.  Co.,  Los  An¬ 
geles,  California. 

*  *  * 

New  Simplified  Manual  on 
Kitchen-Laundry  Planning 

A  48-page  manual  that  gives 
valuable  techniques  on  how-  to  de¬ 
sign  the  kitchen  and  laundry  for 
attractive  appearance  and  maxi¬ 
mum  efficiency  is  now  available 
from  the  We.stinghouse  Electric 
Corporation. 

This  new-  booklet,  follow-ing  a 
simplified  step-by-step  procedure, 
pre.sents  the  principles  of  planning 
a  modern  electrical  kitchen  and 
laundry  by  the  most  efficient  use  of 
space  and  the  most  practical  u.se  of 
equipment.  Information  given  can 
be  readily  adapted  to  kitchens  and 
laundries  of  any  size  and  shape. 

Not  only  is  planning  covered 
completely,  but  there  are  also 
shown  many  convenience  ideas,  ex¬ 
amples  of  well-designed  kitchens 
and  laundries,  and  suggestions  for 
(Continued  ow  Page  147) 
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CRAIG  STORM  SASH  and  SCREEN 
FOR  SLIDING  WINDOWS 

Cash  in  on  the  ever  growing  demand  for  the  classical  top-hung, 
outward  swinging  Craig  combination  one  light  storm  sash  and  full 
screen  window.  It  is  most  sought  after  for  the  thousands  of  prime 
sliding  windows  on  ranch  type  homes  and  developments,  coast- 
to-coast  and  from  border-to-border.  Easily  removable  or  in  pleasant 
weather,  held  open  by  stay  bars  and  sill  clips.  Screen  or  glass  can 
be  purchased  separately  or  in  combination.  Shipped  assembled 
including  all  hardware: — (2)  bottom  sill  clips,  (2)  top  hangers, 
(8)  screws.  Lower  fixed  light  of  Thermopone  also  available. 


ii®- 


TRIPLE-ACTION,  SELF  STORING 
DELUXE  PICTURE  FRAME  TYPE 
ALUMINUM  0myj ,  / 

COMBINATION 

The  Craig  double-hung  window  is  o  quality  product  precision-bilt 
and  beautifully  designed  to  be  service-free.  Custom-made  for 
perfect  fit  on  any  type  frame.  Fully  extruded  63  ST  5  aluminum 
alloy.  Positive  Cam-lock  protection.  Full  length  interlocking 
meeting  rails.  Sold  and  shipped  assembled  at  a  guaranteed  low 
price  that  is  profit-packed  to  make  it  the  most  interesting 
deal  for  YOUl 

phone  GArfield  6-7450 


CRAIG  WINDOW  COMPANY 


2900  EAST  CASTOR  AVENUE,  PHILADELPHIA  34,  PA. 


&  Home  Improvement  Dealer 
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AMERICA'S  FASTEST  SELLING  WINDOW  and  DOOR  ENCLOSURES 


.  .  .  world's  largest  manufacturer 
of  glass  jalousie  windows  and  doors 


^  (LOWEST 
IN  THE 

industry) 


AIR  CONTROL  glass  jalousies  are  fast  becoming  America’s 
favorite  window  and  door  enclousures. 

They  add  BEAUTY  to  any  architecture,  homes,  schools, 
factories,  offices,  hospitals,  etc. 

They  are  PRACTICAL  —  the  glass  louvers  can  be  locked  in 
ony  position  allowing  100%  ventilation,  or  AIR  CONTROL'S 
“SEAL-TITE”  feature  keeps  out  the  most  severe  weather. 
Using  AIR  CONTROL'S  standard  sizes  in  single  units  or  in 
combination  keeps  cost  low.  Completely  assembled  units 
individually  packaged  make  storing  easy  and  installation 
is  minimized  and  there  is  little  or  no  maintenance,  no 
painting,  no  glazing,  no  dry  rot. 

Made  of  heavy  gauged  63-ST5  aluminum  extruded  frames, 
welded  corners,  4"  penciled  edged  glass  louvers  in  clear 
or  obscure  glass. 

FOR  FURTHER  INFORMATION, 

PRICES  AND  INSTALLATION  DETAILS, 

WRITE  OR  WIRE  TODAY! 


P.  0.  Box  417,  Allopattah  Station,  Miami,  Fia. 

Air  Controi  Export  Dept.,  1401  Congren  Bldg.,  Miami,  Fla. 
Gentlemen:  DEPT. 

Please  send  full  information  about  Glass  BS-3 
Jalousie  Windows  and  Doors. 

Chetk  one:  Jobbif  □  Contrictot  □  OtalCf  □ 


ADDRES! 


STATE 


MINIATURE  SALES  SAMPLE  SHIPPED  ON  REQUEST  $8.50 
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No  other  Awning  Can  offer  ALL  of  these 
Quality  and  Exclusive  Patented  Features . . . 


Compare  the 
Quality 
at  Any  Price 

FAST  DELIVERY 


Big  Production  Capacity. 
Normal  d«liv«ry  —  10  to  14 
days  from  receipt  of  orders 
in  oil  seasons. 


i 


STRONG,  PERMANENT, 
SPECIAL  HAT-SHAPED 
CHANNEL  SUPPORTS 
NOT  OVER  24"  APART 


VENTILATED 
AT  THE  WALL  LINE 


PATENTED,  EXCLUSIVE 
CONSTRUCTION  FEATURES 
STRONGEST,  HEAVIEST, 
EASY-TO-ASSEMRLE, 
EXCLUSIVE  CLIP  EVER  USED 


12 

lEAUTIFUL 

L 

COLORS 

SECTIONALLY 

CONSTRUCTED 


Manufactured  by  the  Kool-Vent  Manufacturers 
of  Louisiana 


Act  Now! 

turn  the  key  today  to 

Full  Awning 
Profits 
for  You  . . 

Mail  inquiry  today 


Charles  Hiern,  Jr.,  Sales  Manager, 

B  &  M  Corp., 

Houma,  La. 

Please  send  me  full  details  on  how  I  can  make 
EXTRA  PROFITS  with  B-M  Aluminum  Awn¬ 
ings. 

Firm  Name:.„ . . . . . . . . . . 

Address: . . . . . . . . 

City: . - . . . State: . . . . . 

Signature: _ _ _ _ — 

Date: . . . . . 


&  Home  Improvement  Dealer 
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Giant 

EXTRUSION 

PRESS 

Complete 


Make  your  own  windows  and  keep  the 
manufacturer's  profit  too.  Cash  in  on 
the  big  fall  market.  (They  say  it'll 
be  the  biggest  one  yet.)  Not  a  . 
KD  plan  —  You'll  manufacture  / 

custom-made  Anodized  storm  / 

windows  for  less.  We  fur-  / 

nish  machinery,  equip-  >/ 

ment,  and  all  com-  / 

ponents.  Write  today  / 

for  full  particulars.  / 


FACTORY 


Everything  (including  the 
right  price)  to  set  up 
a  storm  window  factory 
for  you. 


BEN  CORSON 


PRIME 

DOOR 


Executive\Offices:  230  Fifth  Avenue,  New  York,  N.Y, 
Plant:  Hialeah,  Florida 


doorway 

to 

QUICK 

SALES 


TARTAN  INDUSTRIES,  INC. 

230  Fifth  Avenue,  New  York,  N.Y. 
Gentlemen:  PLEASE  RUSH  FULL  DETAILS 
ABOUT  YOUR  JALOUSIE  DOOR. 

Check  one:  D  Dealer  □  Distributor 


ADDRESS 


NAME 


CITY 


STATE 


PHONE 


WOOD  JALOUSIE  DOORS 

with  glass  louvers 

CHECK  THESE  FEATURES: 

■lAUTIFUUY  DISIGNID 
3"  GLASS  LOUVIRS 
PLUSH  TYRI  SCRilNS 
(COMRLITILY  INSiCT  RROOP) 

— to  remove  simply  turn  5 
clips  and  lift  out... screens  inters 
changeable  with  storm  sash. 

'  NO  MOTRUOING  CORNIRS  AND  IDGiS 
to  catch  clothes  and  cause  damage. 
Door  is  obsolutely  flat  when 
louvers  are  closed. 

ROSITIVI  WIATHIRTIGHT  CLOSING— 
head  and  sill  are  especially  designed 
for  complete  weather  protection. 
IMPACT  PROOF— 

24  overlapping  glass  louvers  for 
greater  strength  and  impact 
resistance.  Extra  heavy  aluminum 
clips  (.051),  with  neoprene  rubber, 
hold  glass  louvers  in  a  tight, 
shock-absorbing  grip... eliminates 
need  of  spring  clip. 

PROMPT  DILIVIRY  GUARANTIED 

Wood  frames  are  made  of  Crade*/C 
Douglas  Fir  .  .  .  California  Redwood 
available  at  slight  extra  cost. 


Home  Improvement  Dealer 


Phone  New  York— Murray  Hill  6>0060 

MAIL  THIS  COUPON  NOW  I 


BECOME  A  TARTAN 

DOOR  DEALER! 


STOCK  THIS  BIG 
PROFIT-MAKER 
-TODAY! 


wimiows.  Needs  only  2  tools  to  assemble. 


This  new  storm  window  costs  less 


Price  $6.50  k.d. 


installed  permanently. 


prevented  by  weather-stripping  seal. 


•  MORE  SALES 

•  QUICKER  PROFITS 


U  EAGLE 

j^ENGINEERING  CO. 

P.  O.  BOX  175 
Branchville  Station,  Md. 


EAGLE  ENGINEERING  COMPANY 


P.O.  Box  175 


Branchville  Station,  Maryland 

Please  send  me  complete  information  on  how  I  can  make 
bigger  profits  with  your  Double  Eagle. 


IVlain  Plant:  W26  SIst  1*1.,  Colic  tic  Par^,  Md 


CITY . ZONE 


Sell  ’em,  Install  'em,  Forget  em. 
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THE 

COMPLETE  LINE 


j  t '  .>:«  '^wj 


I  NION  ALirMIM’M  CO.,  INC.  B8 

SOUTHERN  SASH  SALES  A  SiTPPLT  CO. 

Sheffield.  AUbmni> 

Ocntlemen : 

_ PlesHe  fend  it  once  UALCO  ALUMINClf  JAIAHJSIE 

DISPLAY.  Plewe  bill  my  irrount  for  $19.35.  1  undmUnd 
the  full  $19.25  will  be  dedueted  from  my  initial  ordera.  With 
my  dlipliy  I  will  iln  recelye  without  charge  complete  "MAKE 
MORE  ROOM"  Saletbullder  Kit. 

_ Pleme  send  catalog,  technical  data,  prices. 


.STATK 


SIGNED. 


ONE 


REASON  IS  ENOUGH! 


here  is  ONE  of  MANY  GOOD  REASONS  why 

SUPERIOR  WINDOW  COIs 

K  D  (KNOCK-DOWN)  JALOUSIE  WINDOW  UNITS 
MEAN  GREATER  PROFITS 
TO  YOU... 


JAL-O-VENT,  the  7"  Balanced 
Louver  Glass  Jalousie  with  Vb" 
overlap,  is  precision  built  by 
modern  assembly- line  methods. 
Here  is  a  jalousie  that  gives  awn¬ 
ing  protection,  coupled  with  jalou¬ 
sie  ease  of  operation.  Made  of 
heavy  extruded  aluminum  frame, 
and  screens  that  are  interchange¬ 
able  with  storm  sash. 


Here  is  a  K  D  Unit  that  combines  simplicity  with  amazing 
speed  of  assembly  (approximate  production  per  man  per 
hour — 25  Frames) .  All  you  need  is  a  ball  peen  hammer  .  .  . 
no  jig  table  or  Fixtures  are  needed  ...  no  screws  to  get  lost. 
Just  slip  jamb  tabs  through  tab  slots  in  head  and  sill,  tap 
tabs  with  hammer  until  they  are  bradded  over  .  .  .  and  just 
like  that,  it's  done!  A  Few  sizes  oF  heads,  sills  and  jambs, 
make  many  diFFerent  lengths  and  widths  oF  jalousies. 
Simplicity  oF  assembly  .  .  .  one  GOOD  reason  why  Superior 
Window  Co.'s  K.  D.  Units  mean  greater  proFits!  See  your 
dealer  now,  or  write  direct  to: 


5S00  N.  W.  37th  AVE.  MIAMI.  FLA. 


ALSO  MANUFACTURERS  OF 


PROJECT-O-VENT,  the  economy  aluminum 
awning  window,  designed  with  style-conscious 
flexibility  and  modern  mechanic.il 
perfection,  at  a  low  price. 


Z-BAR  &  TUBAR-VENT 

The  all-season  aluminum  casement  windows. 

Designed  for  rugged  performance!  Precision 
windows  wjth  extruded  aluminum  tubular  sections  in 
the  vents  (TUBAR-VENTS)  and  the  finest  extruded 
aluminum  in  Z-shaped  solid  form  ( Z-BAR-VENTS )  with 
adjustable  hinges,  with  pivot  pins  separated 
from  hinges  by  phenolic  bushings  and  washers  .  .  . 
^eliminating  freeze-up. 
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Two  brand  new  products  that  bring  PROFIT 


I  •  A  fezv  choice  dealer  and 
I  :  distributor  franchises 
I  i  now  available! 


An  improved  Eagle-Picher  “triple-slide” 
Aluminum  Window  featuring  Eraydo 
metal  tracks. 


A  New  Eagle-Picher  Aluminum  Combina-  ‘ 
tion  Storm-Screen  Door.  Popularly  priced 
— finished  or  KD  form. 


Here’s  a  rare  opportunity  for  aggressive 
businessmen  —  an  opportunity  to  handle 
America’s  most  distinctive  line  of  window 
and  door  enclosures.  It’s  a  popular  line  — 
made  by  a  reliable  company,  in  business 
since  1843.  Every  product  has  exclusive  sell¬ 
ing  features  and  is  attractively  priced  — 
with  longer  discounts. 

This  is  a  once -in -a* lifetime  chance 
that  witi  probably  never  be  repeated. 

Actually,  the  reason  for  the  expansion  pro¬ 
gram  lies  in  the  fact  that  the  aluminum  sup¬ 
ply  is  now  more  abundant.  Rather  than  mis¬ 
lead  you  during  the  last  five  years  of  short¬ 
age,  Eagle-Picher  held  back  .  .  .  waited  ’til 
it  was  possible  to  assure  prompt  service  on 
every  order. 

For  full  information  about  profits  made 
possible  by  longer  discounts  and  famous 
Eagle-Picher  QUALITY  — MAIL  THIS 
COUPON  TODAY! 


ICHER 


well  a.s  my  qualifications  for  a  franchise. 


Firm  Name 


Zone .  State. 


8 


‘144,000  of  our  employees 
are  enrolled  in  the 
Payroll  Savings  Plan’’ 


C.  F.  HOOD 

President,  United  States  Steel  Corporatian 


f^The  response  of  our  employees  to  the  Payroll  Sarinffs  Plan  for  V.  S.  Savings  Bonds  is 
dramatic  erulence  of  their  conviction  that  Freedom  is  Everybftdy'’s  Job.  Be  are  proud 
of  their  outstanding  record  in  saving  systematically  in  Bonds,  in  thus  adding  to 
their  financial  independence  as  they  give  effective  support  to  the  natiotu'^ 


thousand  companies,  large  and  small,  are  building 
personal  security  and  contributing  lo  national  economic 
stability  by  tbeir  S160,(X)0,0(X)  monthly  investment  in 
U.  S.  Savings  Bonds.  These  Payroll  Savers,  with  tbeir 
$25  and  $50  Bonds,  are  major  shareholders  in  a  huge 
reservoir  of  future  purchasing  power — the  $35.5  billion, 
cash  value  of  Series  E  Bonds  outstanding. 

What  is  the  employee  participation  in  your  Payroll 
Savings  Plan?  The  average  monthly  deduction?  How 
many  employees  have  been  added  to  your  Payroll 
Savings  Plan  in  the  last  year?  Call  for  the  figures  and 
study  them.  Then,  phone,  wire  or  write  to  Savings 
Bond  Division,  U.  S.  Treasury  Department,  Washing¬ 
ton  Building,  Washington,  D.  C.  Your  State  Director 
will  be  glad  to  show  you  how  easy  it  is  to  raise  employee 
participation  in  your  plan  to  60%,  70%,  or  even  better. 


Mr.  Hood  and  his  associates  may  well  l)e  proud  of  the 

Steel  Corporation’s  Payroll  Savings  figures: 

•  l‘tl-,(KK)  men  and  women  of  U.  S.  Steel  are  enrolled 
in  the  Payroll  Savings  Plan — an  over-all  employee 
participation  of  52% — excellent  for  a  company  as 
large  as  U.  S.  Steel. 

•  the  average  monthly  investment  of  a  U.  S.  Steel 
Payroll  Saver  is  $20.79. 

•  every  month,  these  144,000  employees  invest 
$2,993,760  in  p<msonal  security — and  America’s  eco¬ 
nomic  stability. 

•  in  some  U.  S.  Steel  plants  and  subsidiaries  employee 
participation  runs  as  high  as  80%. 

Nearly  eight  million  men  and  women,  in  forty-five 


The  United  States  Government  does  not  pay  for  this  advertising.  The  Treasury  Department 
thanks,  for  their  patriotic  donation,  the  Advertising  Council  and 
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i^hiddall’s 

BIG 

POINT  4  PROGRAM 

PAYS  OFF  AT  THE 

DEALER  LEVEL! 


QUALITY. 


STYLING. 


DELIVERIES. 


PRICE. 


53 


YOUNGSTOWN  INDUSTRIES 
INC. 

710  SOUTH  STATE  STREET  .  GIRARD,  OHIO 


^  AWNING/;/ 


YOUNGSTOWN  INDUSTRIES,  INC. 

710  S.  State  St.,  Girard,  O.  Dept.  GAR 
Please  send  details  regarding  a  SHIELDALL 
Distributorship  □  Dealership  □ 


&  Home  Improvement  Dealer 
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Presents  a  KDPIan 

that’s  More 
Profitable 

FOR  YOU!  ^ 


'  THIS- 

you've  gotta 

I  SEE..,/  ; 


because  it's  the 

SET-UP  YOU'VE 
BEEN  LOOKING  FOR! 


The  JUNIPER  TRIPLE  TRACK 

all  aluminum  combination 

STORM  &  SCREEN  WINDOW 
FEATUneS: 

•  63ST-5  extruded  aluminum. 

•  U-Shape  telescoping  expander  sides  and  sill. 

•  Tubular  construction  —  Forming  Insulated  area. 

•  Automatic  adjustment  to  ony  prime  frame 
— simplifying  efficient  installation. 

•  Automatic  weatherlock  tongue-in-groove  TRACK  de¬ 
sign  .  .  .  not  channel. 

•  Self-storing  inserts.  •  All  aluminum  screening. 

•  Absolute  ventilation  control  from  top  or  bottom. 

•  Inserts  raise  or  lower  to  any  position  .  .  .  ond 
STAYI 

®  Oadget-Free.  Nothing  to  go  out  of  order. 

•  FREE  from  UNNECESSARY  call  backs. 


ir  ALSO  AVAILABLE  IN  ASSEMBLED  UNITS 

7 


[»limmof»  choi»9»ovr! 


ALUMINUM  PRODUCTS,  INC. 

322-324  ELYON  STREET 
BROOKLYN  8.  N.  Y. 
TELEPHONE:  TAyler  7-3519 


Prompt 

Dopondablo 

Dolivorios. 


U.  S.  Restrictions 

{Continued  from  Page  10) 

zation,  according  to  Alcoa’s  under¬ 
standing,  and  contracts  obtained 
where  possible. 

The  Company  claimed  that  the 
1951  stock  disposal  judgment  was 
adopted  by  the  Court  upon  the  di¬ 
rect  insistence  of  the  Department 
of  Justice,  which  now  seeks  to  ter¬ 
minate  it.  The  plan,  Alcoa  said, 
“reflected  not  only  the  opinion  and 
earlier  judgment  of  Chief  Judge 
Knox,  but  also  the  negotiated 
agreement  of  the  Department  of 
Justice  and  the  defendants.” 

This  attempt  by  the  Department 
to  defeat  a  final  disposition  of  the 
long  anti-trust  case  “is  a  belated 
attempt  to  reverse  judgments  from 
which  no  appeals  were  taken.” 

The  1951  stock  disposal  plan  in¬ 
volved  the  sale  of  about  37  %  of  the 
common  stock  of  Limited,  the  lar¬ 
gest  aluminum  producer  in  the 
world,  over  a  ten-year  period.  As 
of  June  30th  of  this  year,  Alcoa 
pointed  out,  the  defendants  had 
completed  disposal  of  approxi¬ 
mately  half  of  their  stock  in  one- 
fourth  of  the  required  time.  To  va¬ 
cate  this  judgment  now,  the  Com¬ 
pany  said,  would  be  unfair  to  the 
Company  and  the  individuals  in¬ 
volved. 


FHA  Plan 

{Continued  from  Page  10) 

Right  now,  however,  the  tone  is 
one  of  indifference  by  builders.  In 
Columbus,  Karl  W.  Kumler  said 
I  local  builders  don’t  have  to  look  for 
trade-ins  to  help  them  dispose  of 
new  homes, 

“Home  builders  are  selling  units 
I  as  fast  as  they  build  them,”  he  said. 

But  Ernest  G.  Fritsehe,  head  of 

I  the  Columbus  Home  Builders  Asso- 

! 

;  ciation,  said  the  basic  idea  is  a 
;  good  one,  although  builders  are  ap¬ 
proaching  it  with  caution.  He 
added  that  trade-in  transactions 
bring  up  severe  problems  for  build- 
{Continued  on  Page  86) 
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An  Unusual  Opportunity  For... 

METAL  WINDOWand  DOOR  FABRICATORS 


Address  all  inquiries  to 

BOX  427 

BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York,  N.  Y. 


A  large,  nationally-known  manu¬ 
facturer  has  a  limited  number  of 
used  five  ton  bench  presses  for  sale. 
Many  similar  ones  are  now  being 
successfully  used  by  window  and 
door  manufacturers,  both  steel  and 
aluminum,  for  cutting,  mitering  and 
punching.  Motors  are  not  supplied, 
but  the  press  requires  only  a  stand¬ 
ard  h  H.  P.  motor. 

SPECIFICATIONS:  Five  ton  capacity, 
flywheel  type,  standard  1 V*”  stroke 
with  bronze  bushings,  standard 
brake,  single  stroke  attachment, 
knock-out  bar  in  slide,  including 
motor  drive  unit  with  belt,  pulley, 
motor  bracket  and  belt  guard,  less 
bolster  plate. 


A  Limited 
Number  of 
Used  5  Ton 
Bench  Presses 


<Sr  Home  Improvement  Dealer 
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YATES 

COMPANY 

EXTRUDED  PLASTIC  PRODUCTS 
Precision  Extruders  of  Rods,  Tubes,  Strips, 
Special  Shapes  for  builders  hardware,  chem¬ 
ical  industries,  electronics,  furniture,  toys. 
Sfnd  inguiriti  lor  fntinffring  recommtnJetions. 

YATES  Company 
S*IS  Cemetery  Road  Erie,  Pa. 


FHA  Plan 

(Continued  from  Page  84) 

ers  who  lack  the  facilities,  connec¬ 
tions  and  experience  needed  for 
selling  the  old  house. 

Three  tests  of  the  trade-in  deal 
are  being  developed  in  the  Colum¬ 
bus  area  and  applications  for  FHA 
approval  are  pending  in  Washing¬ 
ton. 

The  turn-over  of  new  homes  is  so 
swift  in  Columbus,  however,  that 
the  experiment  had  tough  going  at 
the  outset.  In  one  case  the  Home 
Builders  Association  thought  it  ‘ 
had  a  likely  prospect  for  a  test-  i 
case,  but  before  the  trade-in  deal 
could  be  lined  up  the  new  home  in¬ 
volved  was  sold. 

Lethargy  mired  the  new  plan  as 
it  was  introduced  in  the  District  of 
Columbia.  i 

Tom  Barringer,  director  of  the 
district’s  FHA  insuring  office,  said 
he  canvassed  all  of  the  350  builders  , 
and  mortgagees  in  his  area  but  got  | 
only  two  or  three  replies. 

Mr.  Barringer  said  that  a  thou-  ! 
sand  unsold  homes  were  hanging  | 
over  the  local  market  as  of  June 
but  this  spurred  no  interest  in 
trade-ins  among  builders. 

“They  just  aren’t  hungry  enough  ; 
to  undertake  trade-ins,’’  he  said.  I 

! 

Indifference 

So  solid  was  the  indifference,  he 
added,  that  not  a  single  test  case 
has  been  put  in  the  works  yet.  I 

But  Mr.  Barringer  and  his  staff 
dug  up  a  sample  case  in  suburban 
Silver  Spring,  Md.,  where  they 
found  an  “out  of  style’’  house  to 
which  FHA  assigned  a  value  of 
$8,500. 

Most  of  the  other  dwellings  in 
the  community  were  in  the  $18,000 
class. 

Mr.  Barringer’s  architectural 
experts  looked  over  the  house  and 
decided  the  appraisal  could  be 
boosted  to  $15,000  by  remodeling. 

The  improvements  would  include 
removing  a  rear  room,  altering  the 
interior,  installing  a  downstairs 
(Continued  on  Page  88) 


MT  LET  AirOIE 
EIE  TIE 

Rolled  Aluminum  costs  less.  It’s 
stronger  too. 

SPECI4L  SH4PES 
ROLLED  TO  ORDER 

Send  for  samples  of  our  screen 
section  and  other  rolled  shapes. 

Fast  Delivery 

HYGRADE  METAL  MOULDING 
MEG.  GO. 

770  Glenmore  Avenue 
Brooklyn  8,  N.  Y. 
APplegate  7-1495 


TREBLE 

ACTION 


WONDER 

GLEAM 


ALUMINUM  POLISH  AND  CLEANER 

With  the  miracle  formula  SI-301  and 
Homoflenizod  SILKOL 

IT  CLEANS  I  IT  POLISHES!  IT  PROTECTS! 
IN  ONE  EASY  APPLICATION 

Unconditionally  auaranteod  to  romove  oxidation, 
eorrooion  and  diocoloratlon  from  all  aluminum.  Per¬ 
fect  protection  in  ccaboard  and  manufacturini 
areas.  Backed  by  hard-hittini  national  advcrtislni 
and  promotional  plans. 

Distributors!  Choice  territories  still  available. 
Elpht  ounce  Jar  rotails  for  $1.25  In  the  Eastern 
Area.  Prices  sllphtly  HI|hor  In  other  parts  of  the 
country.  24  Jars  to  a  ease.  Your  cost  40%  off  retail 
price  In  case  lots.  16  or.  Jar  available  for  commer¬ 
cial  use;  12  Jars  to  a  case.  Cash  with  order. 

Write,  Wire  or  Phone  your  orders  today. 

WILLIAM  HOWARD  MFC.  CO. 

“Manufacturers  of  Cleanini  Compounds  for  Industry’’ 
1472  BROADWAY  NEW  YORK  36,  N.  Y. 

Phene:  BRyant  9-9642 
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7A1 ;  I  ( 1 1] 


K.D.  PLANT  OPERATORS  TO  MAKE 

STAYLITE  FIBERGLASS  awnings 


SMALL  INVESTMENT  .  .  . 

makes  you  an  awning  manufacturer  so  you  can 
retail  or  supply  your  dealer-organization 
with  a  profitable  companion  product. 
Many  successful  K.D.  plants  (names  on 
request)  now  in  operation.  Simple  to  ^ 

fabricate  —  easy  to  install.  A  big 
sales  builder  because  no  other 
awning  offers  these  exclusive 
advantages  .  .  . 


The  Only  Panel  Type  Fiberglass 
Awning  on  the  Market 


LOOK  AT  THESE 

SELLING  POINTS 


% 

\ 


^  Rugged  Fiberglass,  also  used  for  boats, 
cor  bodies,  fishing  rods,  etc. 

0  Shuts  out  glare  but  lets  soft  light  filter  through. 
0  Impregnated  colors  cannot  chip  or  peel. 

0  Nothing  to  deteriorate,  nothing  to  rust. 

0  For  windows,  patios,  door  shelters,  etc. 

0  Lighter  than  aluminum  .  .  .  stronger  than  steel. 


•  than  steel. 


EXCLUSIVF  TERRITORIES 


Only  a  limited  number  of  plants  still  avoilable, 
due  to  our  recently  expended  toeillties  .  .  .  you 
must  oct  ot  once  to  be  in  operation  by  spring. 


V/mB  OR  CALL  .  .  e  Dealers  —  Write  for  Address  of  Your  Nearest  Supplier 


STAHL  INDUSTRIES,  Inc 

PRIME  MANUFACTURERS  OF  FIBERGLASS  PANELS 

807  MARKET  ST.,  YOUNGSTOWN,  OHIO  -  PHONE  Rl.  6-7687 


&  Home  Improvement  Dealer 
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Your  source  for  the 
best  in  quolity  .  .  . 
scope  of  facilities  .  .  . 
dependable  service  . . . 
with  50  years  experi¬ 
ence  in  the  metal  in¬ 
dustry. 


Call  on  Badger  for  precision  mode  ex¬ 
trusions  of  oluminum  alloys  63  S,  2  S,  3  S, 
61  S  to  fit  your  requirements.  Either  in  special 
shapes  and  new  dies  or  hundreds  of  non-stand¬ 
ard  and  standard  shapes  which  are  available 
without  die  charge.  Badger  designs  and  produces 
the  extrusion  from  billet  casting  .  .  .  heat  treating 
furnaces  .  .  .  and  presses  accommodating  material 
up  to  32  ft.  in  length. 


niMidiiifi  for 
fomiturc  &  iNtorion, 
lircraft  A. 

tranisortatlon  ohapet. 


struetural  shapes, 
rods,  bars,  tubiap 
aad  spocialites. 


wlndoar  extrusions, 
arcbitectural  A  store 
front  trim. 


Phone  Nightingale  9-6400,  without  any  abligation, 
for  the  services  of  our  experienced  and  efficient 
engineering  department,  who  will  assist  you  in  every 
way  concerning  extruded  aluminum  or  write  — 
Dept.  B-9. 


ALUMINUM  EXTRUSIONS 


OR6IA  AVEo,  BROOKf^YN  7,  N.Y. 


FHA  Plan 

(Continued  from  Page  86) 

bathroom  and  replacing  the  as¬ 
phalt  shingles  with  a  new  exterior. 
The  job  would  cost  $6,300. 

The  remodeling,  said  Mr.  Bar- 
i  ringer,  would  bring  the  home 
“fairly  close  to  the  other  houses  of 
the  community  and  add  years  to  its 
economic  life.” 

The  family  owning  the  house 
couldn’t  afford  the  improvements, 
and  Mr.  Barringer  suggested: 

“Now  if  a  builder  would  come 
along  and  buy  it  for  $9,000,  taking 
over  a  $5,000  mortgage,  the  owner 
could  get  $4,000  for  his  equity  to 
apply  as  a  down  payment  towards 
another,  better  house.” 
i  The  builder,  after  making  the 
$6,300  worth  of  improvements, 

I  would  have  about  $15,300  in  the 
;  house. 

!  Mr.  Barringer  added,  however, 

I  that  the  value  of  the  house  would 
I  be  increased  so  much  by  the  remod- 
;  eling  that  a  much  bigger  loan 
^  would  be  justified.  The  FHA  exec- 
,  utive  estimated  that  the  improved 
i  house  could  be  sold  at  a  profit  for 
about  $16,500. 

Ornamental  Iron 

(Continued  from  Page  37) 

come  not  from  me — I’m  prejudiced 
^  — but  from  the  dealers  themselves. 

Let’s  look  at  some  case  histories. 

An  awning  company  in  North 
j  Carolina  was  extremely  doubtful 
I  of  the  profit  results  when  it  took 
'  on  a  complete  line  of  ornamental 
;  iron.  I  don’t  blame  them.  It  was 
^  new  to  them  and  different  than  the 
business  with  which  they  were  ex¬ 
perienced. 

It  was  three  years  ago  when  this 
awning  concern  took  on  the  orna¬ 
mental  iron  line.  Today  this  com- 
I  pany  is  doing  an  annual  volume  of 
I  $30,000  in  ornamental  iron  alone. 

I  The  profit  is  running  just  about  40 
I  percent. 

!  (Continued  on  Page  92) 
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An  Important 

OPPORTUNITY 


for  You  To  Join  the  Growing  family  of 


for  Dealership  Details 
In  PHisburgh  Area  Write: 


the  Only  Aluminum 
Awning  that  recognizes 

No  Competition 


ALUMAROLL  CO. 

6905  Susquehanna  St.,  Pittsburgh 

In  St.  Louis  Area  —  Write: 

ALUMAROLL  of  St.  Louis 
2616  N.  13  St.,  St.  Louis 

In  Mass.-Conneeticut  Area: 

ALUMAROLL  DIV.— SWETT  BROS. 

78  Island  Pond  Road,  Springfield 
In  All  Other  Areas  —  Write: 

ORCHARD 
BROTHERS  INC. 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 


You  have  no  competition  when  you  handle  AlumaROLL, 
because  it  is  the  only  completely  mobile  aluminum  awn¬ 
ing —  the  only  aluminum  awning  that  rolls  up  and  rolls 
down!  That’s  why  AlumaROLL  gives  you  a  prettier 
profit  picture!  A  more  lasting  one,  too — for  AlumaROLL 
is  here  to  stay  —  here  to  sell  and  keep  selling!  Our 
company  is  strong  and  respected  —  so  we  want  outstand¬ 
ing  dealers  and  distributors  in  each  territory  we  add. 
If  you  qualify,  and  want  the  opportunity  of  a  lifetime 
in  a  lifetime  business,  write  today  for  details  about  any 
territory  you’re  interested  in. 


Phon#  Rutharford  2-7400 


&  Home  Improvement  Dealer 
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N  USE! 


1 

\Ji^ 

1  J 

k  V 

T  8 

STORM  &  SCREEN 

WINDOW!^ 

COMPLETELY 

★  SMOOTH  TO  OPERATE  x  80 

★  EASY  TO  DEMONSTRATE  FRAME  SIZE 

★  GLIDE  "O"  LOCK  FOR  ADJUSTABLE  VENTILATION 

★  DESIGNED  AND  PRICED  FOR  VOLUME  SALES 


*  MORE  PROFIT 

MANUFACTURERS  OF  A  COMPLETE  LINE  OF  CASEMENT 
SCREENS  •  WICKETS  AND  STORM  PANELS 


TAe  Leader  Window  You  Really  Sell! 

DISTRIBUTORS  WANTED 
K.D.  OPERATORS  WANTED 


Factory: 

PAMCO  WINDOW  MF6.  CO.,  INC. 
1651  E.  233rd  Street 
New  York  66,  N.  Y. 
FAirbanks  4-7233 


Factory  Branch: 

TRENTON  STORM  WINDOW  CO.,  INC. 
128  South  Warren  Street 
Trenton,  N.  J. 

TRenton  4-3940 


Factory  Branch: 

PARKCHESTER  OF  WILMIN6T0N,  INC. 
723  New  Castle  Avenue 
Wilmington,  Del. 
Wilmington  4-9988 


Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  ore  necessary. 

All  ports  needed  to  moke  windows  are 
furnished  except  glass  and  screen  wire. 

If  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave.,  Chicago  3S,  III. 

Tundo  9-3252  —  Phones  —  Gladstone  3-808Q 


PARALASTIC* 

CAULKING  COMPOUND 

gives 

BEST  PROTECTIOM! 


Depend  on  PARALASTIC  to  deliver  an  excellent 
{ob  every  timel  Weatherproofs  —  Waterproofs  —  Insulates. 
Easy  working  characteristics  too! 

ALL  COLORSI  Aluminum  . . .  Brilliant  White  . . .  Natural 
. . .  Gray  . . .  Green  .  . .  Cream  . . .  Brown  . . .  Black  . . .  and  all 
pastel  colors  to  match  asbestos  and  insulating  sidings. 

•Ug.  U.S.  fof.  Off.  IHAOING  JOBBERS  I 

IT  ISN’T  INSULATED  UNLESS  IT'S  CAULKED 


nil 


PARALASTIC  PRODUCTS  CO.  INC. 
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lil  I  L 


liJ 


TOMS  OF 
PRESSURE 


r-vy^  V--'L--iAxv\/2r 

\ 


Color  IS  FUSED 


to  Aluminum 


CANT  Come  Off! 


EnMftM  crM$ 
tadiaii  •! 
PoTcawnI 


CHOICE  OF  16  COLORS 
ON  THIS  SIDE 


Arrow's  New  Color-Fused 
Aluminum  Awning  Stock 

Applied  under  tons  and  tons  of  pressure,  ARROW’S  new  PORCENAMEL 
finish  is  actually  /used  to  the  metal — forming  an  inseparable  bond  between 
the  beautiful  protective  triple-coating  and  the  awning  stock. 

Radically  unlike  ordinary  processes  which  merely  place  a  film  of 
paint  over  the  metal,  pressure-coated  PORCENAMEL  positively  cannot 
chip,  crack,  peel,  bubble  or  craze! 

Thousands  of  pressure-coated  PORCENAMEL  awnings  are  in 
existence  today.  Many  test  units  have  been  in  use  since  1945 — under  the 
severest  weather  conditions. 

PORCENAMEL  color-fused  aluminum  costs  no  more  than  ordinary 
materials.  It  makes  sense  to  the  consumer  and  protects  your  investment 
in  the  finished  awning. 

Get  the  whole  story  on  ARROW  coils,  both  solid  colors  and  Twintone 
with  arrow’s  PORCENAMEL  finish  today!  Details,  prices,  samples, 
engineering  and  merchandising  consultation  without  obligation.  Just 
drop  us  a  line. 

Yurt  of  aceoloralod  tdoolifk  totH  aro  yovr  gvanm- 


woamor  cmd  uto. 


GLISTENING  WHITE 


IIRROIU 


METAL  PRODUCTS  CORPORATION 

'll  I  ■'  I 


&  Home  Improvement  Dealer 


Priced  for  Profit., 
Built  for  Beauty! 

tait 


TRIPLE-TRACK 


COMPARE  features 


EXCLUSIVE  . . .  4-way  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitahle/ 


•  63  ST-5  Extruded  aluminum 

•  Self-storing 

•  3  Sliding  Inserts 

•  Alclad  screening 


•  Stainless  steel  springs 

•  Finger-tip  Control 

•  Weatherstripped  sills 

•  All  Hardware  Included 


For  Further 
Information, 
including 
price  list, 
call  or  write: 


I 


BENART  Windows  are 
FULLY  WARRANTED 

for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


Ornamental  Iron 

{Continued  from  Page  88) 

A  company  in  Denver,  Colo.,  will 
j  soon  complete  its  first  full  year 
■  with  ornamental  iron.  They  feel 
certain  their  volume  will  exceed 
the  $100,000  mark.  Not  bad  for  a 
beginner! 

One  of  the  most  surprising  op¬ 
erations  I  have  seen  is  a  termite 
exterminating  company  in  Pine 
Bluff,  Ark.  This  concern  branched 
out  into  ornamental  iron.  When  I 
:  visited  there  recently,  I  was  told 
the  profits  from  ornamental  iron 
i  far  exceeded  that  of  the  termite 
division,  a  business  they  had  been 
in  for  many  years.  This  company 
is  now  going  all  out  on  ornamental 
iron  installations  and  is  currently 
planning  a  progressive  sales  and 
advertising  campaign  in  the  sur¬ 
rounding  rural  district. 

I  have  watched  concern  after 
concern  cautiously  get  into  the 
ornamental  iron  business,  tread  a 
'  little  more  lively  after  the  first  few 
jobs  and  then  go  all  out  when  they 
saw  the  profits  they  were  making 
on  their  initial  installations. 

I 

Breaking  In 

I  think  “cautiously”  is  probably 
i  the  best  way  to  break  into  the  oma- 
1  mental  iron  business.  Here  is  the 
I  way  I  suggest  you  start. 

I  Select  a  reputable  ornamental 
j  iron  company  and  preferably  one 
I  that  has  national  distribution  plus 
!  national  advertising  in  class  con¬ 
sumer  magazines.  The  more  sales 
“helps”  you  get  from  your  iron 
company,  the  more  successful  you 
will  be. 

I  After  selection  of  the  company 
I  you  wish  to  deal  with,  purchase  a 
stock  of  standard  designs  of  iron 
columns,  railings  and  brackets. 
Also  stock  a  supply  of  ornamental 
iron  accessories  such  as  screen 
door  grilles,  mail  box  stands,  house 
markers  and  weather  vanes. 

All  these  items  are  easily  dis¬ 
played  and  they  sell  readily  from 
{Continued  on  Page  94) 
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WHtLE  YOUR  FOOT'S 
IN  THE  DOOR, 

LOOK  UP  AT  THE  EAVES  / 


Tap  the  tremendous  market  of  homes  with  no 
gutters  or  bad  gutters!  Just  show  any  prospect 
a  sample  of  these  beautiful  aluminum  gutters 
and  you’ve  started  a  sale.  And  because  they  are 
low  cost,  you  can  close  at  a  price  attractive  to 
your  customer  and  highly  profitable  to  you! 

Remember,  these  gutters  go  up  with  slip- 
joint  connectors— no  soldering.  You  can  use 
either  strap  hangers  or  spikes  and  ferrules.  Op¬ 
erators  estimate  6  hours  to  do  a  6-room  house. 
And  the  finished  job  sells  more  jobs ...  because 
it’s  a  really  beautiful  home  improvement,  rust¬ 
proof,  non-staining,  permanent.  Mail  coupon  for 
full  information.  Reynolds  Metals  Company, 
Building  Products  Division,  Louisville  1,  Ky. 


Ogee  and  Half-Round, 
smooth  and  stipple- 
embossed. 


Sell  on  Sight! 
cost  'fo'* 

Go  Up  Fast  with  No  Special  Skill ! 
(NO  SOLDERING) 


Make  Big  Profits  with 


Reynolds/^^AIuminum  Gutters 


W  DE/ 


ALSO  CHECK  COUPON  FOR  THE  BEST 
DEAL  IN  INSULATION-CLEANEST, 
QUICKEST  TO  APPLY-WITH  THE 
BRIGHTEST  SALES  APPEAL  IN 
THE  BUSINESS! 


I  Reynolds  Metals  Company 

I  Building  Products  Division 

I  2044  So.  Ninth  St.,  Louisville,  Ky. 

*  Please  send  full  information  on 

I  □  Gutters  □  Reflective  Insulation 

I  Nome _  -  - - - 

I  Address— - - - 

I  City _ State _ 


REYNOLDS®  ALUMINUM 

SEE  "MISTER  PEEPERS,"  starring  Wally  Cox,  Sundays,  NBC-TV  Network. 


<S  Home  Improvement  Dealer 


93 


Custom  fxtr^usion  and  Roll  forming 
Aluminum  or  Stainless  Steel 


Ornament’al  Iron 

(Continued  from  Page  92) 

the  floor.  Your  local  newspaper 
will  doubtless  be  glad  to  run  a 
short  publicity  story  about  the  line 
of  ornamental  iron  you  have  added. 
This  will  help  get  it  known  in  your 
community  that  you  consider  the 
material  of  real  value  to  the  hom^e 
owner  and  builder. 


for  greater  profits 


stock  Items 


As  sale  of  stock  items  increases, 
you  will  find  that  you  will  run  into  | 
installations  that  require  custom-  | 
built  ornamental  cast  or  wrought  I 
iron.  All  you  have  to  do  in  such  i 
cases  is  to  advise  your  iron  com-  i 
pany  of  the  design  selected  and  I 
send  it  measurement  specifications  | 
for  the  job  concerned.  ' 

Prospects  for  ornamental  iron  | 
are  varied.  New'  homes  alone  are  | 
not  the  only  users.  Old  homes  are 
top  prospects  for  the  addition  of 
ornamental  iron  grillwork,  railings 
and  accessories  can  do  a  wonderful 
job  of  increasing  the  attractive-  i 
ness  of  a  residence.  Many  dealers 
make  their  best  profits  in  jobs  on 
old  homes.  It  calls  for  what  might 
be  called  “creative  selling”  but  it 
pays  off  to  the  extent  that  some 
dealers  prefer  a  job  involving  an 
older  residence  than  a  new  home 
under  construction. 


_ for  simple 

low  cost  fabrication 


WERNER  CAN  PRODUCE  IT 

and  HeotTreot-too 

in  T4-T6  Tempers 


It's  the  new 
Precision  Built 
Atlas  Rolled 
^Aluminum  Screen 
Frame, 
Interchangeable 
Spline,  and  Solid 
One-piece  Inserts! 


Here's  one  source  for  your  extruded  or  roll 
formed  requirements  that  will  bock  you  up  with 
all  the  service  you  need.  Over  100,000  feet  of 
floor  oreo  ...  30  years  of  experience  and 
millions  of  feet  of  custom  extruded  and  roll 
formed  sections  moke  Werner  a  relioble,  re¬ 
sourceful  and  skilled  supplier. 

Secondary  operations  olio  available  .  .  • 
Anodizing,  Cutting.  Punching.  Bending.  Weld¬ 
ing.  Polishing.  Assembly. 

Here  ore  a  few  of  the  many  products 
on  which  Werner  shapes  are  used . . . 


Commercial  Sales 


Commercial  buildings  of  every 
type  are  excellent  prospects  for 
ornamental  iron.  For  instance,  the 
coast-to-coast  system  of  Holiday 
Inn  Hotel  Courts  now  under  con¬ 
struction  from  New  York  to  Cali¬ 
fornia  include  ornamental  iron  as 
an  integral  part  of  the  overall  de¬ 
sign  of  the  main  and  subsidiary 
buildings. 

Don’t  conclude,  either,  that  or¬ 
namental  iron  is  for  exterior  use 
only.  Many  dealers  have  added  to 
their  profits  by  effectively  showing 
how  the  proper  design  can  add 
charm  to  the  interior  of  homes  and 
(Continued  from  Page  96) 


CAT. 

183  %“x  15/16* 


•  FREE  SAMPLES 
AND  PRICE 
INFORMATION  UPON 
REQUEST.  PLEASE 
STATE  QUANTITIES 
AND  LENGTHS 
DESIRED.  NO  ORDER 
TOO  LARGE- 
NONE  TOO  SMALL. 
IMMEDIATE  DELIVERY 
F.O.B.OUR  MILL. 

ENGINEERING  COMPANY 

5100  NORTHWEST  37lh  AVENUE 
MIAMI  •  FLORIDA 


170 

•50  MSA  ALUMINUM 

usiD  ixcLusivnr 


Whaitver  your  product  or  your  problem,  call 
Werner— tales  representatives  are  located  in  all 
principal  cities  —  or  WRITE  for  facilities  folder 
today.  R.  D.  Werner  Company,  Int.,  Dept.  1-6 
29S  Fifth  Avenue,  New  York  16,  New  York. 
Factorios:  Greenville,  Pa.}  Oshowo,  Ontario.  Can. 


SEPTEMBER  1953  BUILDING  SPECIALTIES 


IlKTtKAl 

TRAIURS. 

TV  ANTENNA 

nxnNHis 

TMICKt  ANO 
•USES 

TMINO  A  MASTS 

STOIMOOOM 

RAKWAV 

COACMS 

AND  wmoows 

FMNITUM 

>  SUOHMOOOe 

i 

HAIOWAU 

AMCIAFT 

AmiANCES 

IN 

VOLUME 

TO 

PRECISION 

WITH 

SERVICE 

oo< 

Labor 
3  »a»«rt 


o 


Corop 


lely 


tiorio 


propo*^ 


r  siie* 


(0»b 


Ano 


ther 


fAonb 


pro 


ers 


duct 


7^^ 

AAQ7 


(^\urT> 


.H-We  1 


1  -,v,  Stree' 


(^.leoder 


ConAbino''®" 


DEALERS:  WRITE,  WIRE,  PHONE 
FOR  INFORMATION 

pnopf^frr"- 

,  phone 

d,  0''’°  .  „comb.nQ"o" 


0<  <amou' 


DEALERS  WANTED 

for  Exclutiv*  TsrritoriM  in  48  states 

Exclusive  territories  available  everywhere,  during  ex¬ 
pansion  to  nationwide  distribution.  Unusual  opportunity 
selling  fast-moving,  in-demand  item  to 
home  owners,  business. 
Big  dollar- volume 
sales !  Big  profltsl 
Act  today 
while  choice 
territories 
ore  open I 

WHY  YOU 
SHOULD  BE  SELLING 


HtMHt*  STOHE 


The 


Origi"-'  Pre-Cost  S»^ 


Write,  Wire 
or  f hone  for 
Cemplele  Details! 


\ 


1.  EXCLUSIVE  FRANCHISE!  Enjoy  exclu¬ 
sive  selling  rights  in  territory  of  your  choice — 
rto  "next-door"  competition! 

2.  YEAR -’ROUND  SALES— 12  months  a  year! 

3.  BIGGER  PROFITS!  Terrific  Profit  margin. 
Steady  sales!  Practically  no  servicing! 

4.  SMALL  INVENTORY!  No  wasted 
materials. 

5.  EASY  INSTALLATIONS !  Simple  to  apply 
as  tile — easy  for  even  novices !  Goes  over 

brick,  weather-board,  everything! 

6.  TREMENDOUS  APPEAL!  Over 
$5,000,000.00  sales,  first  year  of 
business.  Increasing  ever  since. 
Protects,  insulates,  beautifies, 
saves  money,  irKreases 
comfort.  Guaranteed. 

A  quality 


NATIONAL  HEATHER  STONE,  INC. 

2105  East  Gillingham  Sf.  •  Philo.  24,  Pa. 

Phone:  DEIoware  6-5900 


Dept. 

B-9-3 


Ornamental  Iron 

(Continued  from  Page  94) 

commercial  buildings.  More  and 
more  railings,  grilles  and  acces¬ 
sories  are  finding  their  way  inside 
homes,  churches,  banks,  and  other 
public  buildings. 

The  versatile  application  of  or¬ 
namental  iron  is  a  revelation  to  to¬ 
day’s  home  owner  and  commercial 
builder  who  discover  the  unlimited 
decorative  and  structural  possibili¬ 
ties  of  this  building  material.  For 


those  who  sell  ornamental  iron,  the 
profit  was  first  a  revelation,  too. 
Now  it  is  a  source  of  endless  satis¬ 
faction  for  the  ever-increasing  use 
of  this  product  throughout  the 
nation  is  increasing  profits  for  or¬ 
namental  iron  dealers  everywhere. 

(Next  month  Mr.  Sauer  will  dis¬ 
cuss  the  history  of  ornamental 
iron,  the  different  designs  of  cast 
and  wrought  iron  and  make  sug¬ 
gestions  on  increasing  sales  vol¬ 
ume  of  this  material.) 


Hint’s  fro  Salesmen 

'  (Continued  from  Page  31) 

I  After  a  prospect  has  been  se¬ 
cured,  and  so  that  you  will  make 
a  favorable  impression  on  him, 
remember  to  dress  neatly,  be  clean, 
keep  hair  neatly  trimmed,  and  by 
all  means  have  a  fresh  shave.  Your 
prospect  should  get  the  idea  that 
you  are  successful  and  satisfied, 
but  not  rich.  A  well  groomed  ap¬ 
pearance  will  help  to  emphasize 
that  point. 

Color  Slides 

(Continued  from  Page  39) 

pect’s  eyes  are  glued  to  the  viewer, 
he  is  deaf  to  the  best  of  arguments 
and  the  salesman’s  talk  is  inter- 
1  rupted.  Furthermore,  only  one 
person  at  a  time  can  look.  The  wife 
must  certainly  be  consulted — she 
has  no  doubt  chosen  the  color 
I  scheme  of  the  home — and  the  chil¬ 
dren  are  shouting,  “Lemme  see!” 

I  By  the  time  the  viewer  has  been 
:  passed  from  father  to  mother  to 
!  children — and  maybe  grandmother 
i  — the  salesman  has  lost  control  of 
:  the  interview.  His  voice  is  no  more 
I  than  a  murmur  that  can  scarcely  be 
1  heard  in  the  babble  of  conversation. 

:  The  pictures  have  stepped  into  the 
I  spotlight  and  pushed  him  into  the 
wings. 

The  best  way  to  get  around  this 
,  difficulty  is  to  use  a  device  that  per- 
i  mits  several  persons  to  watch  at 
the  same  time.  With  this  type  of 
viewer,  the  prospect  does  not  have 
to  concentrate  exclusively  on  the 
picture  and  there  is  no  danger  that 
the  sales  talk  will  be  interrupted. 
In  this  category  is  the  portable 
viewer,  one  device  that  can  be 
counted  on  to  play  its  proper  role 
as  a  tool  in  the  salesman’s  hands. 
It  is  a  compact  projector  viewer  for 
35  mm  color  slides  that  can  be 
placed  on  a  desk  or  table  in  the 
prospect’s  home  and  plugged  into 
the  nearest  outlet.  Without  room- 

(Continued  on  Page  100) 
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EXTRUDED  ALUMINUM  SHAPES 


North.  South,  East  or  West ...  big  business  and  small  alike  find  the  complete  and  amazingly  fast  SERVICES  of  the  ALUMEX  COM 
PANY  the  answer  to  their  every  problem,  and  many  times  the  actual  difference  between  the  success  or  failure  of  their  business. 
Our  engineers  will  study  your  product,  sketches  or  ideas,  and  give  their  complete  and  professional  recommendations  based  on  our 
many  years  of  work  and  research  in  the  extrusion  field. 

For  the  very  finest  quality  extrusions,  superior  finish  and  closest  tolerances  .  .  .  plus  the  full  facilities  of  our  engineering  depart¬ 
ment,  and  the  fastest  delivery  in  the  North. 

THE  ALUMEX  COMPANY  STANDS  READY  TO  SERVE  YOUR  PARTICULAR  NEEDS!! 


160  16  MMAICA  AVENUE,  JAMAICa'  N.  Y.  REpublie  9-7796 

IN  NEW  ENGLAND  |.  W.  BURNHAM  DIST.  CO.,  INC.  125  ALBANY  STREET.  BOSTON,  MASS.  HAncock  6-3S77 


&  Home  Improvement  Decder 


Always 

Carefully 

Engineered 

•  We're  not  magicians,  witch  doctors  or  miracle  makers. 
Our  windows  will  not  draw  beer  —  make  coffee  or  charcoal 
broil  the  children. 

Somebody  has  to  sell  and  carefully  install  our  windows 
—  and  we  need  good  dealers  and  distributors. 

If  you  need  a  beautifully  engineered,  heavy  3-channel 
window  you'll  be  proud  of,  —  write  us  today  —  we'll  do  our 
darndest  to  keep  you  happy  —  and  one  of  our  men  will  call 
on  you  personally. 


ACE  INDUSTRIES  COMPANY 

2W8  Glenwood  Avenue 
YOUNGSTOWN.  OHIO 
Planfs:  Butler,  Pa.  —  Welland.  Ontario 

ALWAYS  CAREFULLY  ENGINEERED 
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PRE-ENGINEERED  TO  WRAP  UP  COMFORT- 
CONVENIENCE— ECONOMY  IN  ONE  PACKAGE! 

NEW!  FLOATING  TRIPLE  TRACK 
1,  2,  3,  FINGERTIP  CONTROL 


FEATURE  FOR  FEATURE 

1.  NO  SERVICE  —  unconditionally 
guaranteed. 

2.  INTERLOCKING  meeting  rail. 

3.  NO  CUTTING  or  trimming  for 
installation. 

4.  LONG  ON  PROFIT  ~  lowest  on 
installation  cost. 

SCREEN  stores  on  inside  (top, 
bottom,  or  full  screen). 

4.  AMAZING  —  new  —  Floating 
triple  track!  All  extruded! 

A  ADAPTABLE  for  Western  or  East¬ 
ern  openings. 


DEALERS-  Free  Co-op  Field  Service  in  addition  to  our 
National  Advertising. 


1.  Exclusive  tel-up  in  your  selected 
lerrilery. 

7.  We'll  help  you  set  up  your  dealer 
organization. 

3.  We'll  organize  your  installation  de¬ 
partment. 

OK,  THAT’S  m. 

START  ENJOYING  "STORM  WIZARD" 

PROFITS  NOW!  —  WRITE  OR  CALL . . . 

MAIL  THIS  COUPON  TODAY! 

- - ^ 


B&Gi  SALES  CO. 6^d5  SUSQUEHANNA  ST.PGH.^,PA. 
•^QUARTER  CENTURY  OP  QUALITY  PRODUtTS''  .  . 


4.  We'll  hold  sales  clinics  and  promotional 
meetings. 

5.  Complete  Storm  Wizard  facilities  "at 
your  service." 

6.  Eliminate  Service  Department  with 
Storm  Wizard  Triple  Track  —  uncondi¬ 
tionally  guaranteed. 


B  &  G  Sales  Company 

6905  Susquehanna  Street 
Pittsburgh  8,  Pa. 

Tell  me  more 
about  your  Triple-Track 
deafer  Field  Service. 


Name 

Address 


City . 

Buyer's  Name 
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For  TODAY'S  profits  as  wall 
as  a  solid,  long  form  connoction 

WRITE  •  WIRE  •  PHONE 

about  a  VAIUABU 
PROTKTID  mANCHISB 


CUTS  WORK  90% 

#  All  you  do  is  assemble,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
are  needed  or  used! 


The  only  window  especially 
designed,  machined,  and  pre¬ 
cisely  cut  for  KD  assembly. 

No  special  tools  needed. 

$7,54  24"x24 

Everything  included.  Nothing 
else  to  buy  except  screen  and 
glazing  materials. 

ScQft  Windows  on  display  in  tho  John  Wanamakor  Philo.  Storo 

Thousands  Sold  •  Thousands  of  References 
Experienced  •  High  Rated  •  Responsible  Backing 


ICOTT 


screens 

ns  SLIDING  and  5EL«- 

5,HG.  Ideal  for  hotels. 

nnd  private 
utions  ana  p 


SCOTT  WINDOWS 

2245  BRYN  MAWR  AVENUE,  PHILADELPHIA  31,  PA. 


Color  Slides 

{Ctnitinued  from  Page  96) 

darkening  or  any  other  stage-set¬ 
ting,  the  slides  are  projected  on  the 
self-contained  screen  and  enlarged 
to  a  si.x-by-four-inch  picture  in 
clear,  brilliant  colors.  An  entire 
family  can  watch  at  the  same  time. 

Using  the  automatic,  plunger- 
type  slide  changer,  the  salesman, 
watching  with  the  family,  can  show 
one  slide  after  another,  pointing  to 
the  various  features  of  his  product 


on  the  screen  as  he  talks.  Since  this 
portable  viewer  holds  36  slides  in 
the  intake  chamber  for  immediate 
viewing,  he  can  show  the  installa¬ 
tion  process  and  before-and-after 
views  as  well.  In  this  way,  a 
smooth-flowing  presentation,  with 
the  salesman  always  in  command, 
is  assured.  The  prospect  and  his 
family  see  the  pictures,  but  since 
the  salesman  is  watching  at  the 
same  time,  he  need  never  allow  the 
pictures  to  distract  attention  from 
him. 


An  incidental  advantage  of  this 
type  of  viewer  is  that  there  is  no 
danger  of  spreading  eye  infections, 
as  there  is  with  the  type  that  must 
be  held  to  the  eye. 

The  portable  viewer  can  be  used 
not  only  to  make  sales  but  to  boost 
the  interest  of  the  dealer  or  dis¬ 
tributor  in  the  product.  Advertis¬ 
ing  campaigns,  new  products,  out¬ 
standing  dealer  promotions  and  dis¬ 
plays  all  lend  themselves  to  pic¬ 
tures,  and  the  viewer,  because  of 
its  size,  is  ideal  for  on-the-table 
presentations.  The  Sheaflfer  Pen 
Company,  faced  with  the  problem 
of  presenting  its  advertising  and 
merchandising  program  to  33,000 
dealers  every  four  months,  is  now 
using  this  type  of  viewer.  Sheaffer 
salesmen  have  about  40  slides  de¬ 
picting  newspaper  and  magazine 
advertising,  and  the  Jackie  Gleason 
program  which  Sheaffer  sponsors. 

Sample  Windows 

General  Bronze  Corporation’s 
Alw'intite  Division  is  one  of  many 
companies  in  the  home  improve¬ 
ment  field  that  have  equipped  their 
salesmen  with  portable  viewers.  In 
addition  to  the  two  sample  win¬ 
dows,  Alwintite  salesmen  take  with 
them  some  150  Kodachromes,  ar¬ 
ranged  in  sequences,  each  one  of 
which  tells  a  complete  story. 

On  the  slides  are  pictures  of  vari¬ 
ous  homes  and  projects  in  which 
the  aluminum  windows  have  been 
installed,  including  before-and- 
after  shots  showing  how  the  win¬ 
dows  have  improved  the  appear¬ 
ance  of  the  homes  in  a  builder’s 
projects;  various  steps  in  the  as¬ 
sembly  and  installation  of  the  win¬ 
dows,  of  the  manufacturing  proc¬ 
ess,  and  of  the  General  Bronze 
plant. 

Pictures  of  the  plant  help  to 
convince  the  prospect  that  he  is 
dealing  with  a  reliable  concern. 
With  this  variety  of  slides,  the 
architect,  builder  or  home  owner 
gets  the  equivalent  of  a  tour 
around  the  General  Bronze  plant 
and  through  the  various  projects 
(Continued  on  Page  102) 
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Fref erred  by  Momeomers .  ^ , 
Preferred  by  dealers 
BECAUSE  Seasen-all-and  ONLY 


*  ^  GnarontMd  by^ 

^Good  HouttkMping 


Offer  patented  BUILT-IN 


Pat.  No.  2578470^' 
■  ^ 


The  only  proved  design  for  completely  weotherprooflng 
and  insulating  casement  windows! 


ONIY  SEASON-AU  COVERS,  SEALS  AND  PROTECTS  THE 
ENTIRE  FACE  OF  THE  PRIME  CASEMENT  WINDOWI 


Once  customers  learn  about  Season-all’s  patented 
built-in  Vinyl  weatherstripping,  they’re  quick  to 
appreciate  the  many  exclusive  advantages  afforded 
by  this  unique  design. 

As  an  integral  and  permanent  part  of  the  Season-all 
Window,  the  Vinyl  weatherstripping  section  can’t 
pull,  tear  or  work  loose.  Its  feather-edge  design 
provides  the  flexibility  needed  to  prevent  cutting  of 
the  weatherstripping  under  pressure — a  common 
failure  with  ordinary  types.  This  weatherstripping 
seals  a// four  sides  of  the  opening  section  of  the  prime 
window,  and  fits  securely  to  the  casement  frame,  thus 
assuring  maximum  window  protection  and  insula¬ 
tion — even  in  badly  sprung  prime  windows.  Further¬ 
more,  each  Season-all  Storm  Window  has  a  special 


built-in  Vinyl  gasket  which  prevents  conductivity 
between  the  storm  sash  and  the  prime  window. 

Remember — no  other  make  offers  the  "Buy- Appeal” 
features  of  Season-all,  made  possible  by  Season-all’s 
exclusive  built-in  Vinyl  weatherstripping.  No  wonder 
every  Season-all  dealer  is  a  successful  dealer! 

QUICK  FACTS  on  Season-all 
Casement  Storm  Sash ! 

Permanent  outside  installation  •  Precision  made  of  highest 
quality  materials  *  Open  and  close  automatically  with  the  prime 
windows  •  Never  need  be  removed — not  even  for  cleaning 
•  Provide  the  ultimate  in  all-weather  window  protection  •  Proved 
performance  •  Built-in  Vinyl  weatherstripping  can't  rot,  crack, 
harden  or  deteriorate  in  any  way — will  last  the  life  of  the 
storm  window. 


Nationally  distributed  by 

Season-all  Sales  Corporation 

7027  Apple  Avenue,  Pittsburgh  6,  Pa. 
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INQUIRIES  INVr'TED  .FROM  SOUNb,  .AGGRESS'lVE„WELL-RAT.ED 
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{Continued  from  Page  38) 

There  has  been  a  movement  un¬ 
der  way,  for  some  years,  toward 
public  safety  not  only  in  public  con¬ 
struction  but  definitely  in  private 
projects,  particularly  industrial 
plant  construction.  The  National 
Fire  Protection  Ass’n  of  Boston 
and  the  Factory  Mutual  Insurance 
Company  know  and  combat  the  fi¬ 
nancial,  man-power  and  life  losses 
caused  by  preventable  fires.  Strong 
fire  protection  codes  are  becoming 
a  must  in  mo.st  large  cities.  Because 
of  light  weight  and  flexibility, 
spray-gun  applied  fibers,  which  add 
little  to  the  dead  load  of  a  .structure, 
are  considerably  more  important, 
for  protection,  than  ever  before. 

Nominal  Investments 

There  are  now  only  a  few  com¬ 
panies  in  this  field  and  only  a  nom¬ 
inal  investment  is  necessary  for  the 
purchase  or  rental  of  material, 
fiber  machines,  hoses,  tanks,  etc. 


For  this  reason  remarkable  returns 
can  be  realized  by  the  distributors 
far-sighted  enough  to  analyze  and 
profit  by  the  promotion  of  this  type 
of  material.  Fairly  intelligent  me¬ 
chanics  are  necessary,  and  given 
four  to  five  weeks  cooperation  with 
an  experienced  instructor  can  ac¬ 
quire  the  necessary  know-how. 

Future  Business 

Many  projects  under  way  in¬ 
volve  hundreds  of  thousands  of 
.square  feet.  Thousands  will  be  fu¬ 
ture  business  and  future  profits. 
Cooperation  between  the  manufac¬ 
turer  and  his  distributor,  plus  the 
valuable  a.-sistance  and  advice  from 
the  associations  interested  in  bet¬ 
ter,  .safer  construction,  added  to 
improve  materials  and  methods 
have  moved  spray-gun  applied  as¬ 
bestos  and  rockwool  blend  fibers  out 
of  the  “once-in-a-while”  rut  into  an 
accredited,  practical  level  with 
other  recognized  building  special¬ 
ties,  with  assured  higher  margin 
of  profit  to  the  distributor. 


Color  Slides 

{Continued  from  Page  100) 

where  Alwintite  windows  have 
been  installed — all  without  moving 
from  his  desk. 

Advantages  Illustrated 

Every  advantage  of  the  window 
— for  example,  that  it  gives  more 
usable  wall  space  and  has  a  light¬ 
weight  sash  that  is  easily  removed 
for  ventilation  and  cleaning — is  il¬ 
lustrated  on  a  slide. 

After  setting  the  viewer  on  the 
table,  Alwintite  salesmen  usually 
tell  the  prospect,  “You  work  it.”  As 
the  latter  operates  the  slide  chang¬ 
er,  the  .salesman  watches  and  when 
the  prospect  pauses,  indicating 
that  a  picture  has  caught  his  in¬ 
terest,  the  salesman  contributes 
additional  information.  For  each 
slide,  he  has  a  card  listing  project, 
location,  builder  and  price. 

General  Bronze  asked  its  sales¬ 
men  for  their  opinions  about  the 
{Continued  on  Page  104) 


"SEE  THE  DIFFERENCE".. .with  ALUMINUM 


HOMES 


BREEZEWAYS 

WINDOWS 

PORCHES 


lALOUSlES 


Schwab  Aluminum  Jalousies,  the  heavy  extruded  jalousie  with 
interlocking,  not  overlapping  vanes,  provides  protection  and  beauty 
for  homes,  factories  and  public  buildings.  The  Schwab  Skylite,  o 
fixed  Gloss  panel  at  top  is  also  available  for  ample  light  when 
jalousies  are  closed. 

Schwab  dealerships  for  both  Glass  and  Aluminum  Jalousies  are 
still  available.  Write  to - 


JALOUSIE  & 
AWNING  CO. 

30  N.  E.  39th  ST.  MIAMI,  FLA. 
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OUTSIDE 
EXPANDER 
JAMB 

BOTTOM 
ADJUSTABLE 
SILL 

3  S.  S.  HINGES 

AIR  ARM  & 
CHAIN  STOP 

2  GLASS  & 

2  SCREEN 
INSERTS 


•  ALL  ALUMINUM 

EXTRUDED 

•  NATIONALLY 

ADVERTISED 


WRITE,  WIRE  or  PHONE 


ALUMINUM 
COMBINATION 
STORM 
WINDOWS 
AND  DOORS 


FEATHER-IITE'S  COMPLETE  LINE  OF  ALUMINUM  COMBINATION 
STORM  WINDOWS  AND  DOORS  WILL  ENABLE  YOU  TO  NET 
BIG  PROFITS  ON  THOSE  BIG  JOBS. 

INQUIRE  TODAY  ABOUT  THE  LINE  WITH  THE  BIG  FEATURES 
.  .  .  FEATHER-LITE!! 


SELF-STORING 
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4  fXTRA  DOUARS 
PER  WINDOW!! 


WILL  SET  YOU  UP  IN  BUSINESS  AS 
A  MANUFACTURER  OF  ALUMINUM 
CUMBINATIUN  STURM  WINBOWS 


•  Buy  Lineal  Lengths  As  You  Need  Them 

•  Set  Up  Your  Own  KD  or  Dealer  Plans 

•  Save  KD  Cutting  Charges  —  Make  $2  to  $4 
in  Extra  Profits 

•  Cut  Your  Own  Windows  in  5  to  10  Minutes 

•  Eliminate  Inventory  Headaches  —  Cut  Sizes  Are 
at  Your  Fingertips  as  Needed 

•  Save  Space  —  Avoid  Shipping  Delays  —  Give  1  Day 
Service  on  Special  Orders 

•  Handle  Window  Orders  on  Your  Own  Premises  — 
Control  Your  Own  Quality  •—  All  Hardware  Included 
—  All  Extruded  Shapes  in  Stock 

n'S  EASY*  INEXPENSIVE  •  PkOfnABLE 

Write  Today  for  Details 
OtAltK^  peatores 


-/r 


Predttdfil  AUIMIHUM  FAaRiam  Inc. 

16t0  tolph  Avonuo,  Sropicfyit  36,  K  Y,  •  Phdne:  Cl  3-7525 


Color  Slides 

(Cotitinued  from  Page  102) 
viewer  it  had  selected.  One  wrote: 
“Ideal  for  presentations  to  small 
groups  in  lighted  rooms.  Recom¬ 
mend  it  for  every  field  man  in  sales 
work.  It  is  an  everyday  tool.”  This 
salesman  went  on  to  ask  for  plant 
pictures,  a  series  on  each  product 
from  raw  material  to  finished  win¬ 
dow,  photos  of  literature,  reprints, 
drawings  and  other  sales  aids  that 


are  inconvenient  to  transport  and 
display,  and  concluded,  “The  poten¬ 
tial  is  terrific !” 

“Finest  Selling  Tool” 

Another  salesman  commented : 
“This  is  the  finest  selling  tool  a 
salesman  can  have.  I  have  used  it 
for  home  owners  as  well  as  large 
groups  of  conractors  and  architects 
— from  initial  calls  to  office  and 
home  demonstrations.  All  very 
well  pleased.” 


Kitchen  Plans 

(Continued  from  Page  43) 

ment,  the  dinner  could  be  placed 
on  the  buffet,  which  is  wired  for 
electric  appliances  and  food  warm¬ 
ers,  and  rolled  directly  through  the 
wall  opening  to  the  table. 

After  the  dinner  is  served, 
dishes  would  be  placed  on  buffet 
shelves  and  returned  to  the  kitchen 
area,  next  to  the  sink,  dish  washer, 
and  storage  cabinets. 

The  breakdown  of  sharp  divi¬ 
sions  betw'een  rooms  is  indicated 
by  the  fact  that  a  swivel  radio¬ 
television  set,  placed  in  one  living 
area,  could  easily  be  viewed  in  the 
dining  area, 

A  brick-covered  wall  area  and 
louvered  windows  would  add  tex¬ 
ture  interest  as  relief  from  the 
smooth  surfaces  of  cabinets  and 
appliances, 

*  *  * 

Direct  Mail 

(Continued  from  Page  42) 

To  illustrate  the  method  and 
value  of  compiling  a  list  from  gov¬ 
ernment  sources,  the  experience  of 
the  following  building  specialty 
dealer  is  a  case  in  point.  The  county 
assessor’s  office  provided  him  with 
a  list  of  every  piece  of  property  in 
the  county  in  which  it  did  business. 
Each  owner’s  name  and  address 
w'as  taken  down,  as  well  as  the  as¬ 
sessed  value  of  each  property.  The 
dealer  transferred  this  information 
to  convenient  file-size  cards  and 
then  arranged  the  cards  according 
to  streets  and  street  numbers. 

The  next  step  was  to  check  each 
card  against  a  city  directory  to 
determine  whether  owners  or  rent¬ 
ers  lived  at  each  residence.  Each 
card  w'as  then  identified  as  such — 
owner  or  renter. 

As  the  assessed  valuations  of  the 
properties  were  given,  it  w'as  a  sim¬ 
ple  matter  to  arrange  the  cards  in 
selected  groups  to  indicate  certain 
value  classifications.  Each  group 
thus  represented  a  buying  power 
class.  The  renter  list  was  also 

(Continued  on  Page  106) 
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aluminum 

AWNING 

WINDOWS 


o 


A?R-VUE 


NOTE — 4  vents  for  standard  2-4  win 

EXCLUSIVE  TERRITORII 
OPEN 

Write,  wire  or  phone  Dept.  I 
for  full  details 

PHONE  MIAMI 

83-2811 


5775  N.W.  35th  COURT 
MIAMI,  FLORIDA 


#2  Vs"  DEPTH  FRAME 
SECTION— 

One  of  the 

heaviest  frames  on  the 
competitive  market. 

•  DESIGNED  FOR  INTER¬ 
CHANGEABLE  SCREEN 
AND  STORM  SASH 

•  CONCEALED  MECHANISM— 
All  hardware,  including 
torque  shaft,  completely 
concealed  and  yet  readily 
accessible  to  maintenance. 


SELL-MORE  FEATURES 


•  EASY  TO  GLAZE— 

Vent  glass  is  standardized 
at  11"  high.  Only  3  sizes 
of  glass  are  required  for 
all  12  stock  sizes. 


•  NO  LUBRICATING— Fully 
bushed  with  nylon  plastic 
—  needs  no  lubrication. 


•  SELF-ADJUSTING— All  sash 
are  self-adjusting  to  assure 
proper  alignment  and  perfect 
closure  at  all  times. 


designed  to 

SELL... 

priced  to 

SELL! 

COMPLETELY 

WEATHERSTRIPPED 


R.  B.  Leoiuird,  Inc, 


&  Home  Improvement  E>ealer 


Sell  a  ''HOME  of  DISTINCTION”  with 


“TOP  QUALITY” 

Aluminum  Combination 
and  JALOUSIE  DOORS  | 

^  The  Silver-Door 

The  Silver-Jalousie  Door 

★  Full  1"  Thick  Door 

★  63S  T-5  Extruded  Aluminum 

★  Inside  and  Outside  Aluminum 
Door  Frames 

★  Stainless  Steel  Fastenings 
Throughout 

★  Door  Knob,  Lock  and  Key 

★  All  Hardware  Included  I 

★  Butt  Type  Corners  ! 

★  Concealed  Hinges 

Kxclii«i\t*  i*Trit(>ries*  open  for  distrihiitor.>>. 

I  or  further  information  write  or  rail: 

UNionville  2-9020 

*  Alfo  K-l)  territorie>. 


Direct  Mail 

(Continued  from  Page  104) 
broken  down  in  the  same  way,  since 
assessed  valuations  gave  a  fair  in¬ 
dication  of  probable  rentals,  and 
these  in  turn,  indicated  buying 
power  classes. 

Another  interesting  and  helpful 
example  is  that  of  a  dealer  in  cus¬ 
tom  kitchens  who  compiled  and 
maintains  what  he  calls  an  active 
“business  group”  list.  Knowing 
that  it  is  the  women  of  the  family 
who  are  usually  the  deciding  factor 


in  remodeling  kitchens,  he  com¬ 
posed  a  list  of  the  wives  of  all  the 
members  of  civic  and  social  organ¬ 
izations  in  his  city,  such  as  the 
Chamber  of  Commerce,  the  Rotary 
and  Kiwanis  Clubs,  the  Advertising 
Club,  etc.  After  checking  his  en¬ 
tries  to  eliminate  duplications  and 
assure  correctness  of  names  and 
addresses,  a  list  of  enormous  value 
had  been  created,  representing  top- 
drawer  buying  power  among  the 
women  in  this  particular  dealer’s 
city.  (2’o  Be  Continued) 


N.  Y.  Dealer 

(Continued  from  Page  45) 

Since  film  education  is  specially 
adapted  to  large  audiences,  Jar- 
maine  arranges  to  show  the  films 
at  Parent  -  Teacher  Association 
meetings,  and  at  other  associa¬ 
tions.  The  demonstrator  sets  up 
two  specially  prepared  windows — 
a  prime  and  an  aluminum  com¬ 
bination,  with  corners  cut  away 
for  full  visibility.  After  the  film 
and  demonstration,  appointment 
cards  are  passed  out  to  the  audi¬ 
ence,  and  interested  parents  are 
called  by  a  salesman  in  a  day  or 
two.  It  is  made  clear  to  everyone 
that  the  P.T.A.  will  receive  the 
regular  10%  share  on  all  sales 
made  through  the  demonstration. 

Another  type  of  group  with 
which  Ever-ready  has  had  success¬ 
ful  dealings  is  the  block  association. 
Local  residents  band  together  for 
the  specific  purpose  of  mass  buy¬ 
ing  of  oil  burners,  roofing  and  sid¬ 
ing,  and  storm  windows.  Ever- 
ready  sold  eight  jobs  on  one  block, 
including  the  chairman  of  the 
group.  The  single  negotiation  per¬ 
mits  a  reasonably  reduced  price 
with  no  sacrifice  of  service. 

“Saturation” 

The  third  tactic,  saturation,  re¬ 
volves  around  the  telephone.  Jar- 
maine  has  worked  out  an  elaborate 
operation  of  telephone  canvassers, 
and  thereby  gives  appreciated  em¬ 
ployment  to  disabled  veterans  and 
to  housebound  mothers  and  semi¬ 
invalids.  Using  the  telephone  com¬ 
pany’s  street  listings  and  the  Real 
Estate  Board’s  cross-index,  the 
coordinator  of  telephone  canvass¬ 
ing,  Mrs.  Mae  Norton,  can  keep 
close  check  of  the  responsiveness 
of  the  various  sections  of  Brook¬ 
lyn.  By  pinpointing  the  canvassers 
v/ith  yellow  pins  on  a  large  map 
of  Brooklyn,  and  shading  and 
cross-hatching  the  various  sections 
according  to  results,  Jarmaine 
claims  that  he  can  keep  the  sales 
drop  to  less  than  10  per  cent  dur- 
^  (Continued  on  Page  108) 
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QUAIITY 


in  design  •••  in  materials 
•  ••in  censfruclion 

makes  the  difference! 


when  you  sell 


TRIPLE-CHANNEL^ 


This  altroctivs,  nsw  AlWINTITE 
Osmenslrater  Display  Cass,  cam- 
pisls  with  apsrating  window  and 
cutaway  ssclians,  is  only  ons  of 
many  AlWINTITE  solas  aids 
ovailaUs  to  dsalsrs. 


DisrniBUTonsHiPs 

AVAILABLE: 

We  are  now  appointing  additional 
distributors  for  ALWINTITE  combi¬ 
nation  window  products  in  a  number 
of  territories.  If  you  are  well-rated, 
and  can  qualify  as  an  aggressive,  re¬ 
liable  distributor,  write  for  complete 
details. 

BOM'rVBLAV. . .  ACT  NOW! 


COMBINATION  WINDOWS 


•  ALWINTITE  is  not  just  another  window . . .  it’s  the  best  com¬ 
bination  storm  window  on  the  market  today,  say  distributors  who  have 
handled  others.  And  what’s  more,  ALWINTITE  is  competitively  priced. 

SEE  EOR  YOURSELF 

If  you  want  to  see  why  ALWINTITE  is  easier  to  sell,  make  this  Compari¬ 
son  Test.  Stand  the  ALWINTITE  window  next  to  any  other  combination 
window  being  offered  today.  You’ll  quickly  appreciate  ALWINTITE’s 

quality  appearance ...  its  superior  design  features _ it’s  strong, 

heavy-gauge  extruded  aluminum  sections  —  and  its  precision  con¬ 
struction-all  features  that  make  it  “THE  QUALITY  WINDOW” 
everybody  wants. 

NATIONAL  REPUTATiON  A  REAL  SALES  ASSET 

Now,  add  to  this  the  reputation  of  the  Company  behind  the  product 
. . .  General  Bronze  Corporation’s  40-year  reputation  for  reliability, 
for  integrity  and  for  finest  quality  window  products . . .  and  you’ll 
understand  why  ALWINTITE  is  readily  accepted— easier  to  sell. 

DRAMATIC  SELLING  AIDS 

AlWINTITE  “Triple-Channel”  (NOT  triple  track)  combination  win¬ 
dows  are  nationally  advertised  and  carry  the  Good  Housekeeping  Seal 
of  Approval.  General  Bronze  Corporation’s  Warranty  on  every  instal¬ 
lation  plus  many  new,  dramatic  selling  aids  develop  enthusiasm  in 
salesmen,  as  well  as  in  prospects,  and  help  your  men  close  more  sales. 
Write  or  wire  today  for  distributorship  details.  Address  BS-953. 


ALWINTITE 


DIVISION 


GENERAL  BRONZE  CORPORATION 

STEWART  AVENUE,  GARDEN  CITY,  N.  Y. 
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r 


//our/ 


SAVe  25%  ON  yOUR 
CASEMENT  STORM  SASH  COSTS! 


NEW  WILSON 

DESIGNED  FOR 
FAST,  EASY 
ASSEMBLY 

NO  SPECIAL 
EQUIPMENT  NEEDED 


Insld*  Typ*  —  Easy  to  install. 
Finest  storm  window  mode.  In¬ 
terchangeable  with  screens. 

veer  ue. 

•  -V.  •»> 


*P»<iai  loe^ 


P«ntiv«| 


•ee^. 


best  CONSTRUCnOH 

Top  q««H»y  motoriol^wd  t^«9h- 

Ventilating  wnMs  ovallablo  with 
•ithor  plostle  or  stolnloss  stool 
woothor  stripping.  All  h.rdw.ro 
turnishod. 


L.  S.  WILSON  MFG.  CO.  . 


Outtid*  Typ«  —  Permanent, 
self-storing.  No  unsightly  clips  or 
brackets  used  to  hold  insert  panel. 


Here’s  quality  storm  sash  at  speaacular 
savings!  You  can  buy  Wilson  K-D  units 
at  prices  far  below  assembled  cost.  You 
also  save  on  shipping  charges.  All  you 
do  is  assemble  the  frame  and  glaze  the 
insert— no  other  assembly  necessary. 
Your  total  cost,  including  K-D  unit,  glass 
and  labor,  will  average  a  good  25%  less 
than  the  cost  of  factory  assembled  storm 
sash! 

WITH  THIS  NEW,  IMPROVED  SASH,  ANYONE 
CAN  DO  HIS  OWN  ASSEMBLING!  BUY  K-D 
FROM  WILSON  AND  MAKE  A  BIGGER  PROFIT. 
YOUR  CHOICE— DE  LUXE  OR  ECONOMY 
MODELS. 

UMite  Oxtdcuj, 

(cA  S)£tcu£d>  and  9Aiced> 

17421  S.  LOOMIS,  CHICAGO  36,  ILL. 


N.  Y.  Dealer 

{Continued  from  Page  106) 
ing  the  “off”  season.  “We  concen¬ 
trate  during  the  summer  months 
on  the  poorer  sections,  believe  it 
or  not,  because  the  people  there 
don’t  go  away  for  the  summer,  and 
we  can  direct  our  energies.” 

Mrs.  Norton  first  came  to  work 
in  the  office  to  help  purchase  in¬ 
sulin  folr  her  four  diabetic  children, 
ard  now  in  a  few  hours  work  of 


an  evening  can  control  the  entire 
telephone  operation.  The  best  can¬ 
vassing  hours  are  9  to  11  a.m.,  and 
6  to  9  p.m.  Canvassers  are  paid 
a  base  salary  plus  commission,  and 
the  company  can  get  an  idea  of 
the  activity  of  the  canvasser  from 
the  telephone  bill  extra-call  charges 
which  the  canvasser  presents  to 
Ever-ready  for  payment.  A  nor¬ 
mal  month’s  work  should  total 
$25-30  per  canvasser  in  extra  calls. 


Handicapped  people  are  reliable 
and  productive,  and  Jarmaine  is 
happy  at  his  association  with  his 
canvassers.  Applicants  are  asked 
to  telephone  first,  and  after  pass¬ 
ing  that  test  are  interviewed,  either 
in  the  office  or  in  their  homes,  by 
Jarmaine. 

The  six  black  pins  on  the  Brook¬ 
lyn  map  indicate  foot-canvassers. 
Each  works  a  separate  area,  knock¬ 
ing  on  doors  and  opening  leads. 
They  do  not  close  sales.  They  are 
paid  a  flat  salary,  plus  commission. 
One  former  canvasser,  now  a  sales¬ 
man,  became  interested  in  sales 
and  went  out  with  another  sales¬ 
man  to  learn  the  presentation. 
Salesmen  likewise  are  paid  salary 
plus  commission,  because  of  the 
company’s  desire  to  establish  some 
kind  of  security  in  the  salesman’s 
mind.  Salesmen  do  not  canvass 
cold,  but  go  out  only  on  office  leads. 

Sales  Techniques 

Although  in  sales  techniques  the 
aluminum  window  and  door  opera¬ 
tion  is  likely  to  overshadow  the 
older  drape  and  blind  part  of  the 
company,  the  $50,000  to  $75,000 
gross  a  year  in  Venetian  blinds  is 
no  mere  sideline.  Charles  Epstein 
is  the  partner  in  charge  of  blinds. 
He  has  directed  promotion  not  to 
the  individual  home-owner  but  to 
the  builder  of  developments.  Of 
course,  the  purchaser  of  a  new 
home  furnished  with  Ever-ready’s 
blinds  is  a  natural  prospect  for 
storm  sash,  to  be  installed  either 
before  or  after  moving-in  time. 

Ever-ready  prepares  blinds  for 
an  entire  development  ahead  of 
time,  working  from  a  model.  Three 
full  time  assemblers  are  kept  busy 
at  the  machines  in  the  shop  behind 
the  office,  and  another  man  is  kept 
busy  installing  the  blinds.  He  uses 
his  own  truck,  for  w'hich  the  com¬ 
pany  pays  expenses.  Completed 
blinds  are  kept  in  the  company’s 
warehouse  on  Coney  Island  Avenue 
about  two  miles  aw’ay,  along  with 
the  main  stock  of  aluminum  win¬ 
dows  and  doors. 

{Continued  on  Page  114) 
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TWO  BIG  REASONS  WHY 
THE  TREND  IS  TO  THE 

-^rth-eost 


]a\ousie 


V^indoMJ 


1.  Feotured  editorially  in  LIFE  Magozine 

2.  Winner  of  the  1953  Lewis  &  Conger  Safety  Award 

AND  THAT’S  NOT  ALU 

NORTH-EAST  is  tho  choico  of  builders  because  of  its 

simplicity  of  installation,  its  maximum  efficiency  with 

minimum  labor  costs.  Builders  know  it  for  these  superior 

features: 

•  Full  quality,  all  welded  unit,  eliminates 
unnecessary  labor 

e  Any  height,  any  size  —  to  the  fraction  of  an  inch 

•  Simple  snap-in  muilions  eliminate  unnecessary  use 
of  screws 

•  Operators  installed  at  any  position  for  the  customer's 
convenience 

•  Remote  control  operation  available  for  transom  type 
window 

•  All  balanced  louvres,  clear,  obscure  and  solex  glass 
7/32"  thick 

•  63  St  5  extruded  frames  100%  aluminum 

•  Recessed  extruded  screens  and  storm  panels 

•  Mat  services  and  advertising  material  available 

Ramomborf  NOKTH-iAST  Gives  You  the  Best  Product 
The  Best  Price  —  The  Best  Discounti 


For  ALL  tho  facts  obowt  this 
suporior  Jaloutio  Window,  phono, 
wiro,  or  MAIL  COUPON  TOOAYI- 


M«M(  * 

SAFETY 

AWARPS 


NORTH-EAST  Metal  Products  Corp. 

MERRICK,  LONG  ISLAND,  NEW  YORK 
Yos,  I  am  intorostod  in  comploto  dotails 
on  your  monoy-moking  plan  for  doolort  and 
distributors. 


I  COMPANY- 
■  ADDRESS— 
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Rolling  Machine 

{Continued  from  Page  44) 


Phone:  CLoverdale  2-2300 


Inquire  for  our  new  reduced  price  list 


track  on  which  the  sheeting  slides 
from  the  forming-unit  to  the  roof. 

Although  the  machine  is  fairly 
complex,  its  operation  is  simple. 
Aluminum  coils  are  set  to  feed  di¬ 
rectly  into  the  roll-forming  unit 
where  stainless  steel  dies  form  the 
metal  to  the  exact  dimensions  re¬ 
quired  for  a  particular  roof.  Alu¬ 
minum  clips  are  fastened  to  the 
roof  understructure  and  are  at¬ 
tached  to  the  aluminum  panels. 

The  machine  also  forms  the  alu¬ 
minum  battens  used  to  the  precise 
proportions  required.  The  battens, 
snapped  over  the  flanges  and  clips, 
are  said  to  form  a  thoroughly 
weather-tight  seal. 

The  roof  is  installed  with  a  30- 
pound  overlapping  felt  base  and 
the  serrations  are  formed  continu¬ 
ously  in  the  roll-forming  machines. 
No  fastenings  are  exposed. 
iCofitmved  on  Page  112) 


ROLLING  WITH 


•  For  exceptional 
weather-tight  seal¬ 
ing  and  easy  work- 
features  there 
substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation— easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com¬ 
fort  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


2f\ojc^ qjL /iss  /:ql  ip\i/:.\t 

I  /\c. 

8931  CARNtGIE  AVf  •  CLEVtlAND  6.  OHIO 


no 
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simplicity  of  assembly... just 
s  tBat  make  Pro-Tect-U  the 


symbolize  Pro*Tect-U  jalousie 
one  of  the  outstanding  feat 
leader  in  its  field.  This  simplk 
equipment  from  a  slide  ruld 
in  more  sales  to  more  satisfi 


A  simpi*  Mwin9  optrotion 
in  minutat  makes  special  custom 
windows  on  the  job  eliminating 
unnecessary  delay. 


can  reduce  your  salesmen’s 
•n  order  book... resulting 


istomers. 


One  hundred  KD  windows, 
size  24  (37''x  SOM")  can  be 
stored  in  less  than  fifty  cu. 
feet  of  shelf  space. 


O-TfC^U  The  only  Jalousie  Window  with 
eqfajfy  distributed  closing  force  throughout 
tnuentire  height  of  the  unit. 


P‘TECT~U  The  only  Jalousie  Window  with 
hardware  ad/ustment  every  fourth  louver...and 
weatherproof  vane  ends  by  the  use  of  inter¬ 
locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORP.  Dept.  BS-9 
4525  Ponce  DeLeon  Blvd.,  Coral  Gables,  Florida 
Phone  67-5681 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 

Name . 

Address . 
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►  PRECISION  Satin-Finish  Pencilled  Edges... 

►  FRACTIONAL  CUTS  to  your  specifications 


REDUCE  YOUR  INVENTORY 

OUR  LARCe  INVlNTORIfS  ASSURE  YOU 

mm  SEnim 


ANY  QUANTITY  .  .  .  ANYWHERE 


^  em 

Loums 


m 


Let  us  show  you  how  we  can  meet 
your  needs  precisely  and  promptly. 
Call  or  write  for  information  and 
prices. 

ONE  OF  AMERICA'S  LARGEST  GLASS-LOUVRE  SUPPLIERS 


inwrinw  Mrror  Works 

38  LINCOLN  AVENUE,  NEW  YORK  54,  NEW  YORK  • 


GLASS-LOUVRE 
\  DIVISION 

Tel.  CYpress  2-8100 


Rolling  Machine 


{Continued  from  Page  110) 

Among  the  many  reported  ad¬ 
vantages  of  this  new  type  of  roof 
are  the  following : 

1.  It  provides  excellent  insula¬ 
tion  because  it  reflects  the  sun’s 
rays.  In  a  special  test  a  thermome¬ 
ter  was  inserted  between  the  first 
and  second  layers  of  a  felt  roof  and 
registered  150°F.  Within  15  min¬ 
utes  after  applying  an  aluminum 


roof  over  the  felt  layers,  the  same 
thermometer  in  the  same  place  reg¬ 
istered  only  112°F.,  a  temperature 
reduction  of  38°  or  more  than 
25%. 

2.  It  fK)ssesses  low'  heat  radia¬ 
ting  power.  Heat  radiating  pow’er 
is  the  opposite  of  reflectivity.  With 
heat  radiating  power  of  about 
30%,  an  aluminum  roof  helps 
greatly  in  cold  weather  to  prevent 
inside  loss  of  heat  by  radiation 
from  the  roof. 

3.  Its  special  design  provides 


proper  air  circulation  which  re¬ 
removes  the  major  source  of  dam¬ 
aging  mildew  and  dry  rot  to  roof 
understructure. 

4.  When  suitably  grounded,  it 
provides  excellent  protection  from 
damage  due  to  lightning  strikes. 
The  high  conductivity  of  aluminum 
makes  it,  as  a  roofing  material, 
most  suitable  in  this  respect. 

5.  It  facilitates  rapid  snow  re¬ 
moval  because  of  its  high  reflectiv¬ 
ity  of  the  sun’s  rays. 

In  discussing  the  use  of  metal  as 
a  roofing  material,  a  Roliton  com¬ 
pany  official  stated : 

“Twenty  years  ago,  one-third  of 
all  roofing  was  done  with  wood 
shingles.  Today,  the  use  of  wood 
shingles  has  dropped  to  only  11.7% 
of  all  roofing. 

“The  use  of  metal  roofs  has  risen 
today  to  14.3  %  of  the  total,  and  is 
constantly  on  the  increase.’’ 

Ben  Corson  Press 

{Continued  from  Page  48) 

able  in  either  anodized  or  regular 
finish.  The  anodizing  plant  will 
produce  enough  anodized  material 
to  supply  all  the  factories.  The  firm 
has  always  made  an  anodized  win¬ 
dow  because,  according  to  Joe 
Shea,  sales  manager,  “Anodizing 
means  quality.  We  have  always 
strived  to  make  a  window  without 
gimmicks — a  simple  window  with 
genuine  quality  features.  Anodiz¬ 
ing  enhances  the  quality,  and  is  a 
proven  sales  feature.” 

Although  just  last  year  the  com¬ 
pany  moved  into  a  spacious  fac¬ 
tory,  the  addition  of  the  press  and 
anodizing  plant  restricted  manu¬ 
facturing  space.  A  huge  new  annex 
has  been  constructed  next  to  the 
main  building  to  accommodate  the 
Corben  window  and  door  factory. 

Ben  Corson,  president,  in  a  re¬ 
cent  release  to  the  industry  said, 
“Now  we  really  have  something  to 
offer.  Our  manufacturing  plan  is 
sound,  and  we  can  offer  complete 
facilities  under  one  roof.  From  bil¬ 
let,  to  extrusion,  anodized,  and 
shipped  to  franchised  factories  in 
a  matter  of  days.” 
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PROFITS! 

SELL  MORE! 
MAKE  MORE! 

with  a 

FRANCHISE 


^mlU^eat  ^iniuSeat 


ALUMINUM 
COMBINATION 
STORM  WINDOWS 


ALUMINUM 
COMBINATION 
STORM  DOORS 


ALUMINUM 
CASEMENT 
STORM  WINDOWS 


ALUMINUM 

^'STURDI-RIB'' 

SCREENS 


SCREEN  AND  STORM  PANELS  FOR  ALL  TYPES 
OF  SLIDING  WINDOWS,  AWNING  WINDOWS  AND  JALOUSIES 

YOUR  BEST  DEAL  IS 


In  Canada  •  WINTER-SEAL  OF  CANADA.  LTD.  •  TORONTO 


CORPORATION 


14575  MEYERS  RD.  •  DETROIT  27,  V'ICHIGAN 

Tpiephor'p  VE  8-7500 
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HunXiotUium 


^"SMEAfiOWSTONE 


The  original  LIVE-STEAM  cured  cast  stone 


•  Simple,  Sure 
Instailetion! 

•  Will  not  Crack,  bleach, 
or  crumble! 


You  can  sell  transformation  magic  at  an  attrac* 
tive  consumer  price  and  make  real  money ! 
Look  around  you  now  ...  at  the  homes  that 
can  he  made  better,  more  beautiful,  more 
valuable  than  new  —  and  you’ll  be  looking  at 
a  great  NEW  source  of  ready  profit  for  you. 
Learn  about  our  unique  NO-RISK  plan  today ! 


THERE'S  A  WORLD  OF  DIFFER¬ 
ENCE  IN  MEADOWSTONE  .  .  . 
that's  why  MEADOWSTONE  has 
no  competition! 


•  Guaranteed! 


Among  MEADOWSTONE'S  Unique  Features: 

*  Natural  rock-hewn  face 

*  Stone  up  to  20"  long 

*  Live  steam  cured 

*  We  train  your  applicators 

ACT  FAST!  ACT  NOW! 


ME.4D0WST0KE,  i.c 


The  Original  Live-Steam  Cured  Cast  Stone 

2-4  ATHERTON  STREET  YONKERS,  N.  Y. 
YONKERS  8-3377 


N.  Y.  Dealer 

(Continued  from  Page  108) 

Epstein  remarked  that  bamboo 
drapes,  both  the  imported  match- 
stick  variety  and  the  flat  quarter- 
inch  style,  are  increasing  rapidly 
in  popularity.  Another  product 
that  has  a  natural  sale  to  a  pur¬ 
chaser  of  a  new  house  is  the  large 
display  mirror,  suggested  by  the 
salesman  when  he  demonstrates 
the  storm  windows. 


Epstein  plans  increased  stress 
on  stores  and  other  commercial 
establishments  as  a  market  for 
blinds  which  has  hitherto  compara¬ 
tively  neglected. 

Epstein’s  younger  son,  Herbert, 
19,  spends  summers  and  spare  time 
helping  in  the  office  and  the  shop. 
He  is  a  student  at  Brooklyn  College. 
Another  son  is  in  the  Air  Force 
in  Japan.  Jarmaine’s  children,  a 
boy  5,  and  a  girl  3,  are  not  yet 
thinking  of  tlv^ir  future  careers. 


But  whatever  those  careers  will 
be,  they  will  have  an  example  of 
ingenuity  and  public  relations  that 
will  stand  them  in  good  stead. 

Epstein  says  appreciatively  of 
his  partner,  “He  came  in  and  sales 
in  aluminum  stuff  tripled  in  the 
year  he  has  been  here.  I  have  been 
in  the  blind  line  for  seventeen  years 
but  the  storm  combinations  have  a 
market  we  cannot  neglect.”  Jar- 
maine,  who  is  in  his  thirties,  start¬ 
ed  with  his  father  in  wooden  doors 
and  windows  in  1938,  then  in  1946 
shifted  to  the  new  aluminum  prod¬ 
ucts.  Epstein,  originally  from 
Plainfield,  New’  Jersey,  has  been 
in  Brooklyn  for  23  years,  most  of 
the  time  in  Venetian  blinds. 


Green  River  Laws 

(Continued  from  Page  59) 

decision  resulted  in  an  epidemic  of 
anti-door-to-door  legislation  break¬ 
ing  out  in  cities,  towns,  villages 
and  hamlets  thrughout  the  United 
States.  Prior  to  these  outbreaks, 
no  really  important  city  had  intro¬ 
duced  discriminatory  anti-direct 
.selling  ordinances.  Also,  prior  to 
these  outbreaks  the  combating  of 
Green  River  laws  was  conducted 
on  a  relatively  disorganized  basis. 
There  was,  to  be  sure,  some  con¬ 
centrated  action  taken  by  a  few’ 
organized  groups,  such  as  The  Di¬ 
rect  Selling  Legion  (founded  in 
1934  to  combat  Green  River  laws) 
— but,  by  and  large,  most  com¬ 
bative  action  was  conducted  on  an 
independent  basis  and  only  as  the 
occasion  demanded. 

The  need  for  cooperative  action 
by  the  many  business,  industries, 
and  trade  associations  dealing  in 
the  direct  selling  market  place  w’as 
brought  home  with  sledge-hammer 
force  by  the  Supreme  Court  de¬ 
cision  on  the  Alexandria  ordinance. 

Among  the  first  organizations  to 
recognize  the  peril  and  foresee  the 
need  for  cooperative,  uni-lateral 
action,  was  NERSICA  and  the  Na¬ 
tional  Mineral  Wool  Manufactur- 
(Continued  on  Page  116) 
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well  prove  to  you  that 

StorMasteps 

ARE  THE  BEST 

''TRIPLE  TRACK" 

Aluminum  Combination 

WINDOWS 
and  DOORS 

YOU  CAN  SELL 


n 

StOrM  ASTERS 

Far  and  away  the  best  in  its  class, 
the  Stormaster  offers  every  sellable 
feature  the  home  owner  wants;  fea¬ 
tures  you  distributors  and  dealers 
will  recognize  immediately.  And 
here's  something  else.  Because  every 
STORMASTER  product  is  quality  con¬ 
trolled  within  our  own  plant  from 
smelting,  extruding  and  production, 
we  are  able  to  offer  lower  prices 
and  faster  deliveries— TWO  big 
factors  that  make  you  real  profits. 


Extruded  aluminum 
doors  ore  available 
in  one  or  "two  lite' 
gloss  and  screen 
panels.  STORMAS¬ 
TER  doors  ore  in 
demand. Stock  them 
NOWI 


MAII 


MAIL 

COUPON 

TODAY 


STORM  SASH,  INC.,  Dept.  B,  706  So.  State,  Girard,  Ohio 
All  INQUIRIB5  TREATED  CONFIDCNTIAILY 
I  AM  A  DEALER  □  I  AM  A  DISTRIBUTOR  □ 

□  I  WOULD  LIKE  TO  VISIT  YOUR  PLANT 

Nome _ _  _ _  _ _ 

Address  „  _  _  _  _  _  _  _ 

City  _  Zone  _  _ _ 


o 
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Aluminum  Combination 
Casement  Sash-Screen  and 

Doors... 


UNIQUE  INTERLOCKING 
DESIGN  COVERS  VENT 
OPENING 

1.  CORK  INSULATION 

2.  DOUBLE  STRENGTH 
GLASS 

3.  EXCLUSIVE  DRIP  CAP 


Exclusive  Territories 
Available 


QUALITY  COMBINATIONS  ARE  OUR  BUSI¬ 
NESS.  MAKE  “WIN-SUM”  YOUR  QUAUTY 

UNIT  FOR  GOOD  PROFITS  AND  EASY  SALES. 

WRITE ...  WIRE 

PHONE 

Green  River  Laws 

{Contimued  from  Page  114) 


er’s  Association.  These  associa¬ 
tions,  together  with  organizations 
like  the  National  Association  of 
House-to-House  Installment  Sell¬ 
ing  Companies  and  the  National 
Retail  Tea  &  Coffee  Merchants  As¬ 
sociation  became  associated  with 
the  National  Association  of  Direct 
Selling  Companies.  They  formed 
an  Emergency  Committee  to  fight 
restrictive  legislation  and  gave  the 


committee  the  name  of  the  Trade 
Association  Conference — TAC. 

TAC  was  established  as  a  clear¬ 
ing  house  for  action  and  to  process 
up-to-the-minute  information  on 
pending  legislation  in  communities 
throughout  the  country.  This  in¬ 
formation  is  supplied  by  the  Na¬ 
tional  Association  of  Direct  Selling 
Companies  in  the  form  of  legal 
bulletins.  For  example: 

Legal  Bulletin  No.  2134 
April  22,  1953 


ORDINANCE  CAMPAIGNS 
TO  MEMBERS: 

ST.  HELENS,  OREGON 
(4,700)  A  Green  River  ordi¬ 
nance  will  be  up  for  passage 
here  April  28th,  7 :30  p.m. 
Leader:  Mr.  Floyd  D.  Cook, 
The  Fuller  Brush  Co.,  404 
Terminal  Sales  Bldg.,  Port¬ 
land,  Oregon.  Telephone 
BEacon  7895. 

BURLINGTON,  COLORADO 
(2,200)  A  Green  River  ordi¬ 
nance  will  come  up  before  the 
Town  Board  here  on  May  4th 
at  8:00  p.m.  We  have  been 
unsuccessful  in  our  efforts  to 
get  a  local  leader.  It  is  impor¬ 
tant  however  that  all  of  your 
local  connections  in  that  area 
be  notified  and  urged  to  at¬ 
tend  this  council  meeting.  If 
any  of  you  can  furnish  us 
with  a  leader  kindly  wire  his 
name,  address,  and  telephone 
number. 

WATERBURY,  CONNECTI¬ 
CUT  (104,000)  An  ordinance 
against  house  to  house  selling 
will  be  up  for  hearing  by  the 
city  council,  Monday  May  4th. 
Our  leader  will  be  Mr.  William 
P.  White,  Nesko  Corporation, 
863-867  Meriden  Road,  Water- 
bury,  Connecticut. 

TAC  works  as  follows: 

Local  Leaders  are  appointed 
from  the  roster  of  TAC  members, 
or  cooperating  organizations  vi¬ 
tally  connected  with  the  direct  sell¬ 
ing  industry,  in  each  particular 
community  where  legislation  is  un¬ 
der  consideration.  These  Local 
Leaders  organize  resistant  e  to,  and 
arguments  against,  the  pending 
legislation  and  bring  every  legiti¬ 
mate  pressure  to  bear  to  prevent 
passage. 

In  addition  to  the  dissemination 
of  such  watch-dog  information 
from  higher  headquarters  down  to 
the  ranks,  TAC  encourages  its  in¬ 
dividual  members  (men  out  “in 
the  field”)  to  report  any  pending 
legislation  in  the  towns  and  cities 
{Continued  on  Page  118) 


116 


SEPTEMBER  1953  BUILDING  SPECIALTIES 


06" 


HERE'S  THE  ANSWER 

TO  YOUR  LOCKSET  PROBLEMS... 


■Leo’S  NEW  '‘44IS  LA 


•  % '  backset 

•  Burglar-proof 
knob  assembly 

•  Latch  tube  rigidly 
retained  in  door  stiie 

•  Fool-proof  field  in¬ 
stallation  in  a  matter 
of  minutes 


#44 15  LA  Lockset 
with  cylinder 


There’s  never  been  a  lockset  for  combination 
doors  like  this  before.  New,  exclusive  features 
...new,  advanced  design;  shortest  backset  on  the 
market;  full  cylinder  lock  security;  no  screws 
or  rivets  in  outer  knob;  simple,  adjustable  con¬ 
cealed  knob  retainer*;  latch  bolt  permanently 
and  positively  staked  in  tube;  exclusive  latch 


case  support  rigidly  retains  tube  in  stile*;  fully 
reversible,  for  right  or  left  hand  doors.  You’ve 


Ingenious  new  ILCO  metal  template  insures 
perfect  accuracy  for  square  or  channel  edged 
doors.  Pointed  steel  studs  are  set  in  exact 


never  seen  its  equal.  Write  for  full  details. 

*  Patent  applied  for 


position  in  template  to  provide  accurate 
markings  for  hole  drilling.  Sharp  blow  with 
hammer  does  the  trick.  Template  adjustable 
for  door  thicknesses  from  Va"  to  1  !4'^. 


INDEPENDENT  LOCK  CO. 


Industrial  Products  Division 


Fitchburg,  Massachusetts 
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as  follows: 


Here’s  the  lock  to  Match  the  Quality 


of  your 
comhination 
aluminum 
doors! 


Dexter  No.  1116 

with  locking  dovicm  intido, 
disc  tumbhr  cytindor  lock 
outsid«.*Satin  Anodixod 
Aluminum  finish. 


Another  Quality  Dexter  Lock — made  by  the  World* s 


Largest  manufacturer  of  locks  for  comhination  doors 


No  single  unit  in  a  combination  aluminum  door 
is  more  important  than  the  lock.  That  is  why 
Dexter  offers  locks  that  insure  maximum 
security  and  beauty,  built  for  rugged  service 
—  to  match  the  qualities  of  the  aluminum  door 
itself.  Write  today  for  complete  information. 

These  Features  Make  Dexter  a  Better  Lock! 

TWO-SPRING  ACTION  —  Lever  handle  never  sags  when 
door  closes 

TRIM  —  All  exposed  ports  aluminum.  Satin  Anodized 
finish  (US28) 

INTERIOR  PARTS  —  Cold  rolled  steel,  rust  protected 

REVERSIBLE  —  Comoletely  reversible  for  any  hand  of 
door.  No  reversing  of  parts  necessary 

DOOR  THICKNESS  —  Fits  doors  %"  to  1'/,"  thick.  No 
adjustments  necessary 


V( 


•li. 


latch  Case  Fits  Thin  and 
Narrow  Extrusions 

*  Also  available  in  two 
other  models:  a  lock 
with  plain  plate  out¬ 
side,  no  key  operation; 
a  lock  with  emergency 
pass  key  operation 
from  outside. 


In  Canada: 

D«xt*r  Leek  Canada  Lid., 

Guelph,  Ontario 

In  Mexico: 

Dexler  Lock*,  Fiala  Elegante,  S.A.  do 

C.V.  Monterrey,  Nuevo  Leon 

Green  River  Laws 

{Continued  from  Page  116) 
in  their  territory.  When  pending 
legislation  is  discovered  a  Local 
Leader  is  appointed,  if  one  does 
not  already  exist.  He  then  organ¬ 
izes  all  reserves,  girds  for  battle, 
and  conducts  a  combative  cam¬ 
paign  to  defeat  the  proposed  re¬ 
strictive  ordinance. 

To  assist  the  Local  Leader  in 
the  good  fight,  TAC  immediately 
dispatches  ammunition  in  the  form 


of  instructive  materials,  detailing 
recommended  courses  of  action. 
Perhaps  the  most  important  tool 
contained  in  the  TAC’s  “Action 
Packet”  is  a  booklet  titled:  “It’s 
YOUR  Job  that’s  At  Stake.”  And 
the  most  important  chapter  in  the 
booklet  is  the  one  titled:  “What 
You  Should  Do.”  This  chapter  cov¬ 
ers  the  basic  steps,  based  upon 
experience,  that  must  be  done  in 
order  to  bring  about  the  defeat  of 
Green  River  laws.  These  steps  are 


1.  Check  and  Report  Status 
of  Proposed  Law 

2.  Organizational  Meeting 

3.  Secure  List  of  City  Offi¬ 
cials 

4.  Consumer  Protest  Peti¬ 
tion  Form 

5.  Names  of  Direct  Selling 
Companies 

6.  List  of  Arguments 
Against  the  Ordinance 

7.  Contacting  Sales  People 

8.  Protest  by  Sales  People 
to  Councilmen 

9.  Getting  Consumer  Pro¬ 
test  Petition  Signed 

10.  Information  on  Direct 
Selling  Companies 

11.  Holding  the  Organiza¬ 
tional  Meeting 

12.  Getting  All  Direct  Selling 
Interests  to  Attend  Coun¬ 
cil  Meetings. 

Another  important  enclosure  in 
the  “Action  Packet”  is  a  list  of 
Friends  of  Direct  Selling  who  have 
helped  to  defeat  prohibitive  ordi¬ 
nances  in  the  past  and  can  usually 
be  counted  upon  to  give  similar 
assistance  in  time  or  emergency, 
either  now  or  in  the  future.  These 
Friends  include: 

National  Better  Business  Bu¬ 
reau,  Inc. 

Association  of  Better  Busi¬ 
ness  Bureaus,  Inc. 

Local  Better  Business  Bureau 
Units 

Chamber  of  Commerce  of  the 
United  States 

National  Sales  Executives, 
Inc. 

Amalgamated  Clothing  Work¬ 
ers  of  America 
The  Printing  Industry 
Girl  Scouts 
Salvation  Army 
National  Catholic  Press  Asso¬ 
ciation 

Catholic  Churches 
Protestant  Churches 
Jewish  Organizations 

Unfortunately,  there  is  not 
enough  space  available  here  to 
{Continued  on  Page  120) 
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Enrlne^r^d  by  SECURITY  bf 
III/  Detroit,  a  namo  famoua  for 

il/  over  30  years  In  quality 

w  home  Inaulatlnff  products. 

SECUR  MASTER  .  . . 

•  Can  be  ordered  K.D.  or  Lineal 

•  Is  hinsed  for  easy  cleanins 

•  Is  available  in  Standard  Sizes 

•  Is  Quality  Construction 

SICUBITY’S  PABBICATION  PLAN  INABLIS  YOU 
TO  CONTBOL  DILIVIBY  OPt 

1.  Secur  Seal  Double  Hung  units  I 

2.  Basement  Combinations  I 

3.  Inside  Casements  (Secur  Temp)  | 

4.  Sliding  Windows  and  Screens  I 


EXCLUSIVE  TERRITORIES 

/4</^cUiaj6le 


O  M  P  A  N I E  S 

385  MIDLAND  AVE.  DETROIT  3,  MICHIGAN 


ADDRESS 


CUSTOM  ROLL 
FORMING 


STANDARD  SHAPES 
AVAILABLE 
IMMEDIATELY! 

All  standard  shapes  are  in* 
ventory  items.  RUSH  ORDERS 
are  processed  TODAY. 


HELD  MEN  ARE  AVAILABLE  FOR  CONSULTATION. 


/9SS  (8th)  Edition 

Roofing,  Siding 

and  Building 
Specialties  Manual 

Tha  only  reference  volume  of  its  kind  in  this 
field.  So  vcducdile  that  many  roofing  contractors 
and  building  specialty  dealers  order  copies  for 
every  one  ci  their  key  men.  The  MANUAI.  is  full 
of  up<to-theminute  data  that  con  hrip  you 
dozens  of  ways  to  moke  more  money. 

Readers  rave  about  the  MANUAL.  Here's  a  few 
quotes  from  letters:  "A  valuable  book  for  any¬ 
one  in  the  business."  . . .  "Your  publication  Iusb 
helped  us  a  great  deed."  ...  "I  wotddn't  be  with¬ 
out  it"  . .  .  "We  want  every  one  of  our  men  to 
have  a  copy." 


PER  COPT 

Don't  Niu  These  ImporlanI 
Articles  in  the  1953  Edition: 

★  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR¬ 
TANT  TOPICS  AS  MANAGEMENT.  RECORD 
KEEPING,  NEW  TOOLS  ANO  PRODUCTS. 

★  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS,  ALUMI¬ 
NUM  AWNINGS,  JALOUSIES,  PLASTIC  TILE. 

★  COMPLETE  SECTIONS  ON  SELLING,  TRAIN¬ 
ING  SALESMEN,  AOVERTISING,  BUILOING 
YOUR  VOLUME,  etc. 

★  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING, 
SIOING,  STEEP  ROOFING,  METAL  ROOFING, 
WATERPROOFING,  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES. 


150  pages  crammed  full  of  valuable  infor¬ 
mation  on  EVERY  phase  of  your  business. 
Every  contractor  and  dealer  will  wont 
copies  to  help  him  make  more  money. 


BUILDING  SPECIALTIES  « 

HOME  IMPROVEMENT  DEALER 
425 — 4th  Ave.,  N.  Y.  16.  N.  Y. 

Please  send  me.... copies  of  the  MANUAL 

NAME  . TITLE  . 

COMPANY  . 


&  Home  Improvement  Dealer 


No  Here 


just  the  finest  profit  opportunity  available  to  manufac¬ 
turers  of  aluminum  storm  sash  today.  Work  from  lineal 
feet  and  save  $$$  on  every  installation  of  K.D.  units 
you  manufacture  and  distribute. 

Choice  Territories  Available 

For  complete  information,  write: 

*  ALUMA  SEAL  INDUSTRIES 

1123  Milwaukee  Ave.  Chicago  22,  III. 

Dickens  2-1224 


Green  Rirer  Laws 

{Continued  f  rom  Page  118) 
even  begin  to  give  a  complete  pic¬ 
ture  of  tag’s  machinery  for  com¬ 
bating  restrictive  legislation  wher¬ 
ever  it  is  discovered.  To  illustrate 
this  point,  one  whole  article  could 
be  devoted  to — “What  To  Do  After 
A  Green  River  Law  Has  Been 
Passed.”  Suffice  to  say,  however, 
that  TAG  activities  to  date  repre¬ 


sent  tremendous  strides  forward 
in  the  march  against  Green  River 
laws. 

The  following  is  a  sampling  of 
the  list  of  towns  where  Green 
River  or  nuisance  type  ordinances 
have  been  defeated  or  tabled,  as  a 
result  of  organized  resistance: 

ALABAMA 
Birmingham  (298,720) 

-  Mobile  (127,200)  Defeated  be¬ 


fore  introduction 
ARKANSAS 

Little  Rock  (100,000)  Defeat¬ 
ed  before  introduction 
GALIFORNIA 

Hanford  (9,829)  Voted  down 
unanimously  Oct.  22, 1951 
Petaluma  (10,400)  Defeated 
before  introduction 
San  Bernardino  (67,890)  — 
Dropped 

San  Francisco  (760,750)  — 
Withdrawn 
ETG. 

And  just  as  this  article  goes  to 
press  TAG  reports  the  defeat  of  a 
restrictive  ordinance  introduced 
before  the  city  council  of  the  Gity 
of  Los  Angeles.  On  or  about  July 
20  a  council  member  introduced 
the  ordinance,  stating  that  his 
wife  had  been  “pestered  by  door¬ 
bell  pushers.”  Coming  at  a  time 
when  the  West  Coast  home  im¬ 
provement  dealers  were  experienc¬ 
ing  an  outbreak  of  unfavorable 
publicity,  received  by  the  direct 
selling  industry  in  general  because 
of  the  malpractice  of  a  few,  the 
proposed  ordinance  had  a  good 
chance  of  passing. 

Letters  Sent 

That  is,  it  had  a  good  chance  of 
passing  until  TAG  and  other  di¬ 
rect  selling  interests  swung  into 
action.  1,200  letters  were  sent  to 
lenders,  banks,  manufacturing  of¬ 
fices,  distributors,  the  clergy — 
anyone  and  everyone  with  a  stake 
in  the  direct  selling  industry.  Or¬ 
ganizational  meetings  were  held 
and  when  the  hearing  on  the  pro¬ 
posed  bill  came  up  opponents  of  the 
ordinance  were  there  400  strong. 
As  a  result  on  August  10  the  bill 
was  defeated  12  to  0 — with  the 
man  who  introduced  the  bill  voting 
against  it! 

Thus,  we  have  seen  how  organ¬ 
ized  action  can  defeat  Green  River 
laws  and  how  organized  action,  is 
helping  you  to  keep  “ringing  door¬ 
bells”  and  “ringing  up  those  sales.” 
But  the  very  meaning  of  organ¬ 
ized  action  implies  individual  par¬ 
ticipation.  In  other  words,  you 
{Continued  on  Page  122) 


120 


SEPTEMBER  1953  BUILDING  SPECIALTIES 


THE  TRADITIONAL 
LAPSIDING  FOR 


StneatHtined  7H€et  tAc 
^netteCo^  THod&itt  ScUIcUk^ 


SIDING 


_  of  its  PRE-PAINTED  BAKED 

ENAMEL  FINISH 

—  .j^a  NUside  is  positively  proven  for 

jA^  NUside  looks  like  wood  —  yet 
outlasts  wood. 


NUside  costs  less  than  all  other 
cl'^oboard  sidinas. 


Excfwsiv* 

D»al»rthips  AvailabI*  lit  Som*  JmrrltorlmM 

Phone  —  Wire  —  Write  For  Additional  Information 

^oifrent,  ^HC. 

NATIONAL  DISTRIBUTORS 
3180  Belmont  Avenue  Youngstown,  Ohio 
Telephone:  Riverside  73250 


PRE-PAINTED,  STEEL  ALLOY 


CLAPBOARD 


cwU  C04t 


20% 

LESS  THAN  OTHER 

COMPARABLE,  COMPETITIVE  MATERIALS 

J^ow  in  White 
and  pastel  Colors 


NUside  MEANS  BIG 

business  for  you 

At  our  low  dealer  cost  there's  no  l.m't 
,  rtf  NUside  you  can  sell. 
,o  .he  ‘^becmTse’^NUsid.  sells 

You  just  «■"  ,he  volume 

rhe.V:Cp":r«.  NUside  IS  .he  NEW 

SIDING  your  customers  want. 


6t  Home  Improvement  Dealer 


JALOUSIES  ACTUALLY 
DESIGNED  FOR  COLD 
WEATHER  PROFITS! 


New  Improved! 


Now  Louvro-Soal'a  iamous  pa! 
onted  intorlocking  aluminum 
ilango  is  improved  for  even 
greater  weatherstripping  efil 
cienc7  and  durability. 


1 


VOVJ 


A  match  for  the  coldest  winter 
this  Louvre  actually  is  designed 
for  cold  weather  installation.  Ex- 


Perfect  for: 

*  Porch  enclosures 

•  Doors 

•  Window  walls 

*  And  all  windows 

Also  available  in  1"  Aliuninum 
doors  or  handsome  Mahogany 
IH"  doors. 


elusive  and  improved  flange 
weatherstripping  gives  you  sen¬ 
sational  advertising  and  selling 
advantages.  Available  in  indi¬ 
vidual  units  or  multiple  units. 
Windows  complete  with  screens 
—  63ST5  extruded  aluminum 
throughout.  Write  or  Wire  for 
further  information  I 


i 


I 


Green  River  Laws 

(Continued  from  Page  120) 
and  your  efforts  are  needed  to 
make  organized  action  work.  The 
more  individuals  there  are  working 
to  defeat  Green  River  laws  the  less 
chance  Green  River  has  of  putting 
you  out  of  business! 

How  You  Can  Help  To 
Defeat  Green  River  Laws: 

A.  If  there  is  a  trade  associa¬ 
tion  in  your  field,  work,  partici¬ 


pate,  and  cooperate  with  it.  That 
old  bromide,  “a  chain  is  only  as 
strong  as  its  weakest  link,”  was 
never  more  appropriate. 

B.  If  there  is  no  trade  or  busi¬ 
ness  association  in  your  field,  you 
can  do  one  of  two  things : 

1.  Keep  on  the  alert  for 
Green  River  laws  in 
your  business  commun¬ 
ity  and  immediately  re¬ 
port  any  danger  signals 
to  this  publication. 


2.  F'orm  a  trade  or  busi¬ 
ness  association.  Of 
course  there  are  many 
other  sound  and  impor¬ 
tant  reasons  for  creat¬ 
ing  such  an  organiza¬ 
tion,  other  than  for  the 
purpose  of  combating 
Green  River  laws.  But 
adversity  (Green  River 
laws)  is  often  the  rally¬ 
ing  point  around  which 
heretofore  divergent  in¬ 
terests  can  effectively 
assemble  for  the  com¬ 
mon  good. 

Much  to  Do 

This  article  then  has  attempted 
to  show  what  trade  associations 
have  been  doing  to  combat  Green 
River  laws  on  your  behalf.  Much 
has  been  done.  But  much  more 
needs  to  be  done. 

The  ne.xt  in  this  series  of  arti¬ 
cles  will  cover  recommended 
courses  of  action  to  be  undertaken 
by  trade  and  business  associations 
now  in  existence  and  by  those  to 
be  formed. 

Public  Relations 

In  the  process  of  developing 
these  recommended  courses  of  ac¬ 
tion,  the  writer  will  put  forward  a 
sound  public  relations  program  de¬ 
signed  to  help  you  combat  restric¬ 
tive  ordinances  and  to  keep  the 
Green  River  problem  under  firm 
control : 

•  If  you  think  you  do  not  be¬ 
lieve  in  public  relations — read 
the  next  article  and  see  how 
you  are  already  in  public  re¬ 
lations,  whether  you  desire 
to  be  or  not. 

•  If  you  do  not  understand  pub¬ 
lic  relations — read  the  next 
article  and  get  a  clearer  pic¬ 
ture  and  definition  of  public 
relations. 

•  If  you  believe  in  public  rela¬ 
tions  but  don’t  quite  know 
how  to  go  about  it — read  the 
next  article  in  this  series. 
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WILLIAM  E. 

COMPLETIN 

WE 


INUM  HOME  PRODUaS 

BLOOM  and  ARTHUR  STREETS 
LOUISVILLE,  KENTUCKY 


WE  HAVE  CASEMENTS 


DISTRIBUTORS 
OR  DEALERS 
WANTED  FOR  K.  D. 
AND 

ASSEMBLED 
SALES! 

tradeaurk” 


BRUNER 

SALES  DIRECTOR 


IN  THE  STORN  ENCLOSURE  BUSINESS! 

INDED  ORGANIZATION  OFFERING  SPECIAL 
ERING  AND  SALES  ASSISTANCE 


J 


/ 


ARE  YOU  INTERESTED  IN 
LONG  RANGE  STABILITY? 
tAeK  coH^iden, 


COMPLETE  NEW  LINE  OF  HUMPHREY 
“TENSION-SEALED”  STORM  WINDOWS  AND  DOORS  AT  LOWER  PRICES 


The  NEW  Double  and  Triple  Track  Humphrey  "Tension 
Sealed"  Aluminum  Combination  Storm  Windows  and 
Screens  —  Floating  inserts  on  Zinolite  tracks  —  smooth 
acting  —  non-binding. 

Full  1"  heavy  extruded  Humphrey  Storm  Door  —  with 
1,  2,  3  lites  or  the  outstanding  "Self-Storing"  Combina¬ 
tion  Unit. 


All  new  "Snap-On"  and  "Tension-Sealed"  outside  case¬ 
ment  hinged  storm  panels  with  easy  vent  weatherstripping 
and  inside  sliding  panels. 


LOW  PRICED  "Self-Storing" 
Unit.  Not  just  a  "Come-on/' 
No.  2-621,764. 


Combination  Storm  Window 
but  a  moving  item.  Patent 


WRITE,  WIRE  OR  CALL  TODAY  ...  AND  HERE’S  WHAT  WE’LL  DO 

On«  of  our  twolve  fulUtime  factory  repretontotivet  will  contact  you  promptly  for  on 
appointmont  to  moko  o  personal  demonstration,  explain  our  basic  direct  method  of 
distribution  and  show  you  how  you  can: 


^  Become  a  manufacturing  distributor  with  an  exclusive  franchise  on  patented 
materials. 

2^  Set  up  production  by  very  simple  fabricating  operations  with  a  low  tooling  and 
inventory  cost,  all  lineal  stock  -  no  pre<ut  sizes  to  complicate  inventory. 

Have  continuous  personal  foctory  representative  assistance  on  production, 
management,  sales  and  promotion. 

AAake  greater  profits  by  having  legitimate  manufacturing,  distributing,  and 
dealer  profits  for  yourself. 

Control  your  own  deliveries  during  the  busy  seasons  with  no  delays  by  making 
your  own  doors  and  windows,  any  sizes. 

DEALER  INQUIRIES  ALSO  INVITED  FOR  OUR  DISTRIBUTORS 

Humphrey  Products,  Inc.  hot  seven  years  background  of  steady  growth  and 
expansion  in  the  Storm  Window  business.  Now  onjoying  a  reputation  for  reliability, 
service,  and  satisfaction  in  ever  thirty  states.  A  pro¬ 
gressive  m^nizotion  founded  on  principles  of  guality, 
service,  fairness,  and  a  basic  method  of  ocoitemically  _  .  -  ^ 
sound  distribution.  L'3  I  > 


HUMPHREY  PRDDUCTS,  INC. 

719  EAST  ZIMMERLY  e  PHONE  7-2201 


WICHITA,  KANSAS 


J 


Glass  Louvres 

{Continued  from  Page  49) 
products  that  have  both  decorative 
as  well  as  utilitarian  appeal  have 
placed  a  tremendous  responsibility 
upon  the  glass  louvre  fabricators. 
He  must  maintain  a  large  and 
complete  inventory  of  all  sizes  and 
types  of  glass  used  currently  to 
meet  these  requirements  and  to 
compensate  for  the  elapsed  time 
between  the  placing  of  his  order 
and  the  receiot  of  the  glass  from 


his  source  of  supply.  By  maintain¬ 
ing  such  inventories,  the  glass 
louvre  fabricator  is  able  to  render 
prompt  service  regardless  of  the 
customer’s  requirements.  This  con¬ 
sideration  is  of  special  importance 
to  both  the  small  and  larger  users. 
The  physical  and  financial  burden 
of  maintaining  large  inventories  is 
no  longer  theirs.  They  can  devote 
their  space  and  financial  resources 
to  business  promotion  and  expan¬ 
sion. 


The  glass  on  inventory  is  care¬ 
fully  classified.  Large  warehouse 
area  is  needed  to  permit  efficient 
operation.  Withdrawals  from  the 
inventories  are  made  as  orders  are 
received  or  to  finish  glass  in  antici¬ 
pation  of  demand.  Upon  withdraw¬ 
als,  supervisors  allocate  work  to 
cutters,  if  required,  or  directly  to 
the  machines  for  edging  and  clean¬ 
ing,  when  standard  sizes  are  need¬ 
ed.  The  finished  product  is  usually 
returned  to  the  box  from  which  it 
has  been  taken.  It  is  then  carefully 
labeled  with  the  sizes  and  quantity. 
Trucks  then  carry  it  to  its  destina¬ 
tion. 

In  view  of  the  fact  that  the 
jalousie  business  is  still  in  its  in¬ 
fancy,  there  must  be  continued 
experimentation  on  the  part  of  all 
concerned.  The  experience  and 
knowledge  gained  from  these  ef¬ 
forts  will  reap  benefits  for  all 
engaged  in  the  industry  and  for 
the  ultimate  consumer. 

L.  I.  Dealer 

{Continued  from  Page  54) 

Since  the  Lynbrook  branch  cov¬ 
ers  all  of  Nassau  County,  and  any 
parts  of  Queens  and  Brooklyn  that 
a  salesman  is  willing  to  risk  get¬ 
ting  lost  in,  there  is  no  need  for 
territory  disputes.  “Where  sales¬ 
men  are  successful,”  Bezotte  said, 
“you  won’t  find  petty  grievances. 
And  all  our  salesmen  are  success¬ 
ful.” 

A  map  of  the  area  with  various 
shadings  indicates  past  success 
with  various  sections  of  the  terri¬ 
tory.  Salesmen  are  guided  by  the 
map,  but  are  not  restricted.  Some¬ 
times  one  salesman  happens  on 
and  sells  a  customer  on  whom  an¬ 
other  has  spent  a  lot  of  time.  Usu¬ 
ally  there  is  a  voluntary  split  of 
the  commission,  with  Bezotte  arbi¬ 
trating  if  called  upon.  The  usual 
commission  is  20%  for  cold  leads, 
10%  for  office  leads.  There  are 
twelve  salesmen  in  the  Suffolk 

{Continued  on  Page  126) 
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The  Hme  of ... . 


Champion 


is  Your  Protection 


First .  .  . 

^Triple-Track  Window 
^  Designed  in  New  England 
^Made  in  New  England 
^  For  New  Englanders 
^  By  New  Englanders 

Proven  and  tested  by  the  Champion  engineers,  at  last, 
a  combination  storm  window  that  is  qualified  to  meet 
the  public  expectations  and  approval. 

Every  moving  part  completely  weatherstripped.  Rigid, 
durable  construction  of  extruded  aluminum.  Heat 
treated  for  added  strength  and  surface  hardness. 
Derive  the  benefits  of  scientifically  treated  glass. 
Adjustable  ventilation  to  any  desired  height — A  clean, 
gadget-free  window  eliminates  service.  Simple  on-the¬ 
casing  installation. 


Last  •  .  •  but  not  least.  Maintenance  is  cut  to  a 
minimum,  a  labor-saving  device  for  the  home  owner. 
Screen  on  the  inside  channel  can  be  adjusted  to  top 
and  bottom  ventilation  or  storage.  Ease  of  handling 
and  operation  —  no  special  tools  or  equipment  re¬ 
quired.  Locking  devices  on  top  and  bottom  prevent 
any  unauthorized  entry  from  outside  of  home.  Custom- 
built  —  competitively  priced. 


BENART 

1?  PUCITY 


Always  ...  ask  for  the  "BENART  ”  Tri-Plic” 

(the  champion  of  the  triple-track  windows)  and 
assured  of  Quality,  Endurance,  and  Efficiency.  To 
it  is  to  appreciate  it  —  sell  it  and  derive  full  benefits 
of  radiation. 


Made  by 


PIOR  WINDOWS,  INC. 

•21  C.  First  Strsst  South  Boston,  Mass. 

SO  S-S542 


Customer 


Only  New  England  dealer  inquiries  invited.  Full  field  advisory  assistance.  Advice  and  promotion  suggestions. 


&  Home  Improvement  Dealer 
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COMBINATION  WINDOW 


Here’s  a  combination  window 
that  has  everything,  including  an 
ability  to  sell  fast  and  steady. 
First  of  all,  it’s  made  of  TOXIC 
TREATED  redwood  which  insu¬ 
lates  better  than  any  metal,  and 
it  brings  you  these  other  impor¬ 
tant  features: 

•  Factory-assembled,  complete  with 
cadmiem-plated  hardware. 

•  Single-tTKk  window,  includes  frames 
and  inserts. 

•  Self-storing  available  on  request. 

•  Easy,  low-cost  installation. 

•  Schumacher's  traditional  quality 
construction  throughout. 

•  Sales  sparked  by  Schumacher's  alert 
merchandising  program. 


THE  F.  E.  SCHUMACHER  CO. 

HARTVILLE,  OHIO 


You  can  count  on  fast  deliv¬ 
ery  from  Schumacher,  plus 
Schumacher’s  high  quality 
combination  doors  to  complete 
your  selling  program.  Write 
Schumacher  today  for  com¬ 
plete  information  on  the 
EVER-REDDY  .  .  .  you’ll  be 
taking  a  profitable  step  in  the 
right  direction ! 


i 


I 


INCREASE  YOUR  PROFITS  with  R-S 

Water  Conditioning  Equipment 

Sell  Hie  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 

Ideal  to  use  for  door  opener  or  follow-up  calls  on  customers. 

Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-'round  business.  i 

REYNOLDS-SHAFFER  CO.  i 

12100  CLOVERDALE  AVENUE,  DETROIT  4,  MICHIGAN  I 


L.  I.  Dealer 

(Continued  from  Page  124) 

office,  twelve  in  Lynbrook,  some  of 
the  latter  being  holdovers  from 
a  previous  company,  Kota  of  Nas¬ 
sau  and  Queens,  which  Kota  of 
Suffolk  took  over. 

Receives  Draw 

As  soon  as  a  salesman  comes 
into  the  company,  he  receives  a 
draw  to  start  with,  out  of  future 
commissions.  An  older  salesman 
goes  out  with  him,  and  commis¬ 
sions  are  divided,  even  if  the  teach¬ 
er  closes  the  sale.  The  company 
arranges  a  steady  weekly  income, 
with  the  salesman  deciding  his 
own  draw. 

“They  get  ahead,  they  get  be¬ 
hind,”  Bezotte  was  philosophical. 
“If  he  is  worth  it,  we  gamble.  It 
has  never  backfired  yet.  Of  course 
we  have  refused  a  man’s  request 
now  and  then,  but  not  often.” 

The  eight  installers  operate  on 
piece  work,  and  are  kept  busy  so 
that  they  need  no  outside  work. 
They  usually  work  in  teams  of  two, 
although  recently  on  a  church  job 
of  80  windows  and  5  doors  they 
worked  all  together. 

The  regular  installers  do  not 
touch  service  calls.  A  special  ser¬ 
vice  department  does  the  trouble 
shooting. 

Right  Place,  Time 

There  is  a  special  expediter, 
Harley  Max,  in  charge  of  getting 
the  men  and  the  windows  and 
doors  to  the  right  place  at  the 
right  time.  He  knows  where  every 
man  is  at  every  moment,  and  can 
pull  switches  in  an  emergency.  He 
is  the  one  man  with  whom  the 
customer  is  asked  to  get  in  touch 
for  installation  and  service,  to  pre¬ 
vent  delay  in  transmission  of  mes¬ 
sages. 

Bezotte  had  a  total  of  a  year  in 
the  window  business  before  he 
joined  Kota.  Before  that  he  was  a 
(Continued  on  Page  128) 
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^TRIPLE  TRACK" 

ALUMINUM  COMBINATION 

WINDOWS  and  DOORS 


The  best  looking  extruded  aluminum  storm 
window  ever  designed.  Ribbed  contour 
frame  housing  each  insert  allows  more 
glass  space  than  ever  before.  Adjustable 
"leak  proof*  sill  insures  a  perfect  fit.  Posi¬ 
tive  interlocking  meeting  rails.  Tubular 
safety  aluminum  screen  inserts.  Com¬ 
pletely  self-storing.  Foolproof  operation. 
Many  other  exclusive  features. 


We'll  prove  to  you  that  Youngstowners 
are  your  best  window  deal.  We  have  a 
complete  pockaged  and  proven  sales 
plan  that  makes  sales  for  you  plus  a 
complete  advertising  co-op  plan. 


Youngslowner  windows 
and  doors  or*  quality 
controlled  from  smelting 
to  finished  product  right 
in  our  own  plant,  assur¬ 
ing  you  the  finest,  fastest 
delivery  in  the  business. 


YOUNGSTOWN  WINDOW  AND  DOOR  COMPANY 

706  South  Slate  St.,  Girard,  Ohio,  Phone  II  5-5431 


K.D.  OPERATOR  □  DEALER  □ 


NAME 


FOR  THE  PROUDEST  HOMES  IN  AMERICA 


ADDRESS 


STATE 


&  Home  Improvement  Dealer 
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rrs  rn/s  excLas/i/£  J 

3-point  «| 


•  Easier  to  Sell!  •  More  Efficient! 


Pot.  Pending 


•  Easier  to  Install!  •  More  Profitable 


In  the  Tripl'Tite  design,  gravity  is  utilized  to  assure  proper  positioning 
and  correct  interlocking  of  each  panel.  After  the  bottom  course  has  been 
installed,  additional  panels  can  be  applied  quickly,  efficiently  and  in 
perfect  alignment. 

No  time-consuming,  repeated  leveling  operations  are  necessary.  That 
means  substantial  savings  in  man-hours  and  labor  costs.  More  jobs  can 
be  done  in  less  time.  Furthermore,  Tripl-Tite  has  a  unique  nailing  lip 
which  permits  the  siding  to  be  fastened  securely  and  tightly,  without 
buckling  or  distortion.  And  when  each  panel  is  installed,  a  3'point  interlock 
is  formed  to  provide  a  watertight,  airtight  seal  that  w///  not  rattle. 

Think  what  Tripl-Tite’s  superior  design  features  mean  in  installation 
savings,  in  long  trouble-free  service,  in  customer  satisfaction — and  in 
profits  for  you.  Then  get  the  complete  Tripl-Tite  story  without  delay. 
Chances  are  you’ll  be  glad  you  did. 

Write,  wire  or  phone  for  details. 

TRIPL-TITE  IS  F.H.A. 

APPROVED— bMh  for 
Modeniizatioo  and  new 
coostrvctioii. 

Made  by 

NoHomiI  Metal  Prodocts  Co. 


Mcrj  ON 


Maniifadurert  e#  Quality  Product* 
for  ovor  SO  yoorti 


Distributed  Nationally  By 

PRODUXr  INC.  •  2  Gateway  Center 

PITTSBURGH,  PA.  •  Phone:  COurt  1-2725 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTSl 


BUILDING  SPECIALTIES 
425  Fourth  Avonuo.  New  York  16,  N.  Y. 
Pleaae  enter  my  aubscriptioa  to  BUILD¬ 
ING  SPECIALTIES  art  S3.00  for  one  year. 
□  Bill  me  for  this  amount, 
n  Enclosed  is  a  check  or  money  order. 

My  Nome  . 

Company . 

.Address . 


By  subscribing  you  ensure  yourself 
of  keeping  up-to-date  on  the  follow¬ 
ing:  better  selling  methodsr  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  spededties,  get¬ 
ting  emd  holding  go^  sedesmen, 
advertising,  new  products,  and  memy 
others.  Don't  miss  a  copy.  Send  the 
coupon  todayl  Only  $3  a  yeccr. 


L.  I.  Dealer 

{Continued  from  Page  126) 

spray  pilot  all  up  and  down  the 
eastern  seaboard,  until  he  cracked 
up  on  a  boat  in  a  swamp.  “When 
you  get  married,  you  can’t  go 
throwing  yourself  at  trees  any 
more.  Your  wife  comes  on  the 
field  screaming.”  During  the  war 
he  piloted  a  B-25  medium  bomber. 

Bill  Garrity,  30,  was  with  Wisco, 
and  had  seven  years  in  windows 
before  he  joined  the  new  company. 
He  saw  service  in  the  merchant 
marine. 


Varied  Experience 

Seaman  Kay,  now  in  his  50’s, 
had  varied  experience  in  the  an¬ 
tique  business  and  as  an  inspector 
in  shipyards  before  he  joined  the 
Nassau  Kota  dealer  company  that 
merged  with  the  new  company. 

The  partners  are  proud  of  their 
efficient  assembly  and  order-fixing 
plant.  They  feel  it  is  not  good  to 
keep  an  installer  waiting  for  his 
windows.  “If  you  take  an  hour 
from  a  man  in  the  shop,  he’ll  try 
to  make  it  up  on  the  job,”  Bezotte 
remarked. 

Has  to  Fight 

Like  all  big-city  dealers,  Kota 
has  to  fight  the  cheap-window  pro¬ 
motion  deal.  Here  again  the  print¬ 
ed  word  comes  into  play.  They 
have  reproduced  from  the  New 
York  Times  and  from  Building 
Specialties  the  warnings  of  the 
Better  Business  Bureau  against 
the  fakers  who  make  phony  price 
claims  and  then  pull  a  switch  to  a 
higher  grade,  or  who  make  defec¬ 
tive  installations  of  low  price  win¬ 
dows.  In  addition  to  the  standard 
triple-slide,  there  is  a  new  Kota 
Konomy,  self-storing  double-track 
window  for  the  price-conscious 
market. 

Another  innovation  is  a  com¬ 
bination  specially  tailored  to  fit 
the  side-sliding  prime  windows  be¬ 
coming  so  popular  in  developments 
all  over  the  island  (see  Building 
Specialties  of  May,  1953). 
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the  CHAR'LES  co.M 

228  NEW  St\?EET  •  PHILADELPHIA  6, 


THE  NATION’S  FINEST 
TRIPLE  TRACK 
COMBINATION 
ALUMINUM  WINDOW 


Don't  delay  —  write,  wire  or  phone  for  the 
TRI-SEAL  story  before  the  franchise 
in  your  market  is  closed 


M«iNwfoclwr«r  of  2  oihI  3  Track  Aluminum  ComWnoMon  Storm  Windows  ond  Doors  •  Scroons  •  Cosomont  Windouft  •  SHdlof  Rcmcii  Windows 


&  Home  Improvement  Dealer 


Air  Conditioning 

(Cimtinued  from  Page  62) 

tire  house.  Only  on  an  extremely 
hot  day  need  the  cooling  be  con¬ 
centrated  in  one  of  the  zone.s,  with 
knob  one  or  two. 

O’Reilly  and  Kirsch  present  the 
following  operating  cost  figures. 
The  operation  season  is  based  on 
1000  hours  of  use.  The  York  one- 
ton  unit  will  use  1.5  KW  per  hour, 
or  1500  KW  a  season.  Water  use 
will  be  about  60  to  97  gallons  per 
hour.  Power  could  come  to  $30  a 
season  (at  2  cents  a  KW),  and 
water,  based  on  25  cents  per  1,000 
gallons,  would  come  to  about  $25. 

Not  all  of  the  water  goes  down 
the  drain — although  that  is  one  of 
the  outlets  conveniently  provided 
by  the  closeness  of  the  plumbing 
system  to  the  closet-home  of  the 
unit.  The  home-owner  can  direct 
the  used  water  to  the  lawn  sprink¬ 
ler  or  to  the  children’s  portable 
swimming  pool. 

The  air-conditioning  unit  carries 
a  five-year  warranty  on  the  whole 


refrigerant  circuit,  which  is  quite 
similar  to  that  of  a  modern  refrig¬ 
erator.  All  the  customer  has  to  do 
in  maintaining  the  unit  is  to  oil  the 
fan  and  change  the  air  filter  as  it 
becomes  clogged  with  outside  dust 
and  pollens. 

Levittown  residents  are  taking 
kindly  to  the  centrally  installed 
unit  because  window  installations 
in  some  rooms  would  require  re¬ 
moval  of  thermo-pane  glass  and 
substitution  of  a  plyboard  panel, 
thus  robbing  the  house  of  light  and 
its  original  attractiveness. 

Other  dealers  will  have  to  face 
problems  somewhat  different  from 
that  solved  by  the  Levittown  com¬ 
pany’s  staff.  But  the  basic  princi¬ 
ples  of  central  closet  location  on 
the  main  floor,  closeness  to  plumb¬ 
ing,  and  a  minimum  of  duct  work 
are  applicable  in  a  broad  variety  of 
houses  of  varied  construction.  And 
sharp-eyed  dealers  will  seek  out  op¬ 
portunities  for  mass  production  in 
outfitting  homes  in  similarly-con¬ 
structed  projects. 


Selling  Homemakers 

{Continued  from  Page  63) 

alternate  days,  so  that  they  have 
a  chance  to  “air  out’’  and  regain 
their  shape.  Shoes  should  be  al¬ 
ternated  the  same  way. 

A  salesman  should  change  his 
socks,  shirt,  underwear  and  hand¬ 
kerchiefs  daily.  Some  of  you  might 
think  every  salesman  knows  this, 
but  I  know  some  salesmen  who 
wear  the  same  suit  and  shoes  day 
after  day,  and  wear  a  shirt  until  it 
becomes  yellow.  I  have  seen  a 
salesman  pull  a  handkerchief  from 
his  pocket  that  was  so  dirty  that 
I  was  embarrassed  for  him. 

Good  Clothes 

It  is  true  that  clothes  do  not 
make  the  man,  but  they  do  com¬ 
prise  about  90  percent  of  what  a 
person  sees  of  the  man.  Good,  well 
fitting  clothes  that  are  well  kept 
give  a  salesman  a  sense  of  well 
being  that  is  as  important  as  his 
appearance. 

(Continued  on  Page  132) 


AN  UNUSUAL  PROFIT  OPPORTUNITY 

FOR  QUALIFIED  APPLICANTS 
WHO  ACT  QUICKLY! 


with  — 


HASTINGS 

alumi- 

AWNINGS 


TIAOI  MAtK 


LICENSED  SUB-MANUFACTURING  UNITS 
FROM  COAST  TO  COAST 


in  the  following  cities: 


Hollis,  Long  Island,  N.  Y. 
Orange,  N.  J. 
Philadelphia,  Pa. 
Boyertown,  Pa. 

No.  Agawam,  Mass. 
Huntington,  W.  Va. 
Clarksburg,  W.  Va. 
Charleston,  S.  C. 
Cleveland,  Ohio 


Lima,  Ohio 
Ft.  Wayne,  Ind. 
Racine,  Wis. 
Manitowoc,  Wis. 
Topeka,  Kans. 

Tulsa,  Okla. 

Costa  Mesa,  Calif. 
Tilbury,  Ontario,  Can. 


Other  territories  in  key  markets  now 
open  for  additional  units  under  current 
expansion  program.  Write  at  once  for 
complete  particulars  on  unusual  profit 
opportunities. 


METAL  TILE  PRODUCTS,  Inc.  Dept.  f07,  Hastings,  Mich. 

I  am  interested  in  sub-manufacturing  program  f]  distributorship  Q 
dealership  □ 

NAME  . 

ADDRESS . . 

CITY .  STATE . 


COMPOUNDS 

every  building  material! 


Whether  it’s  brick,  stucco,  asbestos-cement 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 


CALBAR  PAINT  A  VARNISH  CO. 

Manufacturers  of  Technical  Products 
2612-26  N.  Martha  St.  •  Phila.  25,  Pa. 
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DISTRIBUTOR  PLAN 

MEANS 

more  sales 

MORE  fROmS 
TO  YO  U 


INSTALLATION  .  .  . 


EASY 


1  —  Modemriew  hardware  fits  any  six#  opening,  either  in  stock 

sise  or  by  simple  cutting  operation  (hcKksow). 

2  —  Screw  on  hardware  to  side  of  window  frames. 

3  —  Slide  glass  louvres  into  positive-grip  holders. 

4  —  Close  safety  clip  ever  glass  with  pliers. 

5  —  Moke  minor  adfustments  and  your  installation  iob  is 

completed. 


Patented  “Stream¬ 
liner",  swings 
out,  as  louvre 
moves  open. 


Patented  “Stream¬ 
liner",  swings 
snugly  closed, 
louvre  shuts. 


CONSTRUCTION 

The  "Cooper"'  louvered  window  hardware,  is 
double  coated  with  zinc  to  insure  against  any 
form  of  corrosion,  plus  giving  the  owner  the 
option  of  painting  the  hardware  to  match  his 
present  woodwork.  The  "Cooper"  window  also 
features  a  patented  streamliner,  optional  to  you 
at  slight  additional  cost,  that  gives  positive  and 
1 00  Vo  protection  against  drafts  leakage 

under  hurrjcane  conditions.  Brass  alloy  ball  bear-^ 
ings  are  used  a^  all  rotation  jhoints.  Aujtoma^ic 
gravity  lock  secures  po^itivt  position.  The 
"Cpoper"  window  allows  jiffy  Installation  of 
screens  and  storm  sas^,  ips^d^  or  out.w 


SALES  FACTS 


According  to  the  latest  sales  figures  available,  only  20%  of  louvered  win¬ 
dow  inquiries  are  turned  into  sales,  with  another  40%  ready  to  buy,  if 
the  price  were  lower.  Modemview’s  ‘‘Cooper”  window  is  priced  50% 
below  today’s  high-priced  competition.  This  means  if  you  already  handle 
a  high  priced  unit,  by  taking  on  the  "Cooper”  as  a  side-line  you  can  con¬ 
vert  six  out  of  ten  inquiries  into  sales  instead  of  two.  If  you  handle  the 
"Cooper”  alone  you  can  convert  four  out  of  ten  prospects  into  pur¬ 
chasers.  This  means  higher  turnover,  and  more  profit  for  YOU. 


FREE  ADVERTISING 


Each  selected  distributor  placing  a  minimum  initial  order  of  $2000  will 
be  able  to  obtain  FREE  display  advertising,  in  the  newspaper  of  his 
choice,  till  he  is  in  a  position  to  carry  this  expense  himself.  All  necessary 
information  such  as  telephone  number (s),  the  exact  newspaper  etc.  to 
be  in  Modernview’s  hands  14  days  before  specified  insertion  date. 


ORDERING 


You  do  not  have  to  place  an  immediate  order  however,  in  order  to  get 
the  greatest  margin  of  profit,  and  to  be  able  to  completely  outshine  all 
competition,  you  will  note  on  the  scale  below,  that  profit  increases,  with 
the  size  of  your  initial  order. 

DISCOUNT  SCALE: 


Your  Order 
_ ^ 

Your  Discount 
% 

Your  Order 
$ 

Your  Discount 
% 

0-$1000 

10% 

3000  to  4000 

60% 

1000  to  2000 

35 

4000  to  5000 

62.5 

2000  to  3000 

50 

5000  up 

65 

REFUNDING 


This  is  it.  If  within  six  months  you  have  not  reordered  and  you  wish  to 
ship  your  remaining  stock,  at  your  expense,  back  to  Modemview,  N.  Y., 
your  money  for  the  remaining  stock  will  be  gladly  refunded. 

INSTALLATION  AID: 

Modemview,  Inc.,  has  a  full  staff  of  trained  louvered  window  technicians 
which  you  may  call  upon  to  aid  you  with  any  problems  that  you  may  feel 
unqualified  to  handle. 


/n&ojmAHm  m. 

^  ^  ^95  MAOISols  AT^NUE,  NEW  YORK  lV  ol^ogon  9-0ii40 
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SELF-STORING  COMBINATION 
STORM  WINOOWS  ANO  SCREENS 


Get  set  now  for  brisk  soles  this  foil — with  HOME 
SEAL,  the  original  triple  trock  oluminum  combino-  | 
tion!  Sells  fast  when  you  demonstrate  the  exclu-  i 
sive  patented  features  that  mean  plus  value  for  i 

the  homeowner.  i 

Simple  to  install.  Units  easy  to  reglaze  or  re-  I 

screen  if  damaged.  j 

Home  Seal  design  makes  it  possible  to  stock  fewer  I 

units  for  a  wider  variety  of  window  sizes.  Locking  i 

feature  in  open  or  closed  position  allows  you  to  i 

sell  extra  safety.  | 


Regardless  of  what  combinations  you  are  handling 
today,  it  will  pay  you  to  check  into  the  Home 
Seal  deal  and  find  out  how  Home  Seal  Distributors 
and  Dealers  enjoy  substantial  profits. 


Write  for  complete 
information. 

THE  HOME 
WINDOW  CO. 

Fostoria,  Ohio 


^  Selling  Homemakers 

I  {Continued  from  Page  130) 

If  you  want  to  look  and  feel 
successful,  don’t  try  to  cut  corners 
on  buying  or  maintaining  your 
clothes.  A  salesman  can’t  afford  to. 

Good  grooming  is  also  important. 
Haven’t  you  seen  “run  down’’  heels 
and  unpolished  shoes  ruin  the  effect 
of  a  nice  looking,  well  pressed  suit. 
Touseled  hair  or  the  need  of  a 
shave  can  cause  the  same  adverse 
effect. 

There  is  one  thing  that  any  sales- 
i  man  should  not  have  to  be  remind¬ 
ed  of,  but  something  that  a  surpris¬ 
ing  number  of  salesman  are  lack¬ 
ing  in  —  personal  cleanliness,  j 
Everyone  should  take  at  least  one  | 
I  bath  a  day  .  .  .  both  winter  and 
I  summer.  A  good  deodorant  will 
;  usually  prevent  body  odors  when  it 
is  impossible  to  bathe  before  a  late 
appointment.  I  know'  several  sales¬ 
men  who  keep  electric  razors  at 
their  office  so  they  can  get  rid  of 
that  “five  o’clock  shadow'.’’  ■ 

j 

A  salesman  uses  his  hands  a 
great  deal.  He  should  keep  his  nails 
clean  and  well  trimmed,  because 
he  calls  attention  to  his  nails  as 
he  points  out  things  to  his  pros¬ 
pects.  There  is  nothing  more  un¬ 
sightly  than  Ion,  dirty  finger¬ 
nails.  A  weekly  visit  to  the  barber 
shop  will  prevent  that  shaggy  ap¬ 
pearance.  I 

If  you  are  dressed  well,  feel 
fresh  and  are  in  a  cheerful  mood, 
you  are  going  to  be  a  hard  man  for 
a  prospect  to  say  “no”  to.  To  be 
successful,  you  must  act  and  look 
successful.  It  is  something  every¬ 
one  can  learn  to  do.  So  why  not  get 
started  now.  Radiate  success.  i 

A  salesman’s  wife  plays  a  major 
role  in  his  failure  or  success.  Many 
a  would-be  successful  salesman  has 
fallen  by  the  wayside  because  of  a 
nagging  wife. 

I  know'  a  salesman  who  has  tried 
to  sell  insurance,  jalousies,  tele- 

(Continued  on  Page  134) 


ALUMINUM 

LUBRICANT 

•  Helps  Prevent 
Corrosion 

•  Mokes  Windows  /  g  W 

Operate  Freely  ff  m 

•  Not  AflPected  by  m 

Temperature 

TRY  IT!  9 

See  for  yourself  what  an  amazing 
product  TRACK-EIZE  is! 

Sticking  and  binding  aluminum 
windows  slide  like  magic  with  one 
application. 

Send  $1.00  today  for 
introductory  tube  of 
TRACK-EZE. 

SILVER'S 

AJHB  A  Standard  Equipment  Co. 

I  ll*S*C  I  National  Distributors 

^  ‘  1 308  Western  Ave. 

South  Bend  19,  Ind. 


Added  Beouty  for 
\  homes.  Extra 
^  soles  for 
dealers. 


AmV^WROlJCHT  IRON 

otHcolumivs 


BcImr  wrtailit  inn  eelunas  aid 
a  Oiitkiai  tsock  at  iistiactiaa  ts 
katk  aid  aad  aew  ktaies.  Avail- 
akla  ia  30  styles,  rauedly  kailt 
far  lastiai  keaaty.  Siaile  paael 
flat  ar  daakla  oaaal  caraer  cal- 
aaias  availakle  ia  all  dasifas. 
7'S"  aad  0'  kaigkts,  adjastakla  0" 
Fiaisked  ia  rast  iakikitor  griaiar 


Aackar  plates 
are  prsvidad 
far  all  calaaias 


Write  far  free  camplate  catalap 
aa  Calaaias,  Ralliais,  Peace, 
Grills,  OrKkets,  Weatkar  Vaaas, 
Gates. 
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New  Horizons  In  Stone  Application 


Bondstone,  through  constant  research,  has  developed  a  bril¬ 
liant  new  technique  in  stone  application — giving  dealers  a 
great  opportunity  to  really  cash  in  on  new  profits. 

The  last  word — Bondstone's  New  Hollywood  Ledgestone. 
Easy  to  apply,  simplified  procedure,  through  Bondstone’s 
exclusive  new  interlocking  split  molds. 

Attention  — There  are  now  more  than  200 
franchised  Bondstone  dealers — MAKING  MONEY.  This  is  a 
beautiful  front  line  product  that  will  help  you  sell  other 
types  of  siding,  as  well. 


It's  Easy  to  Sell 

GLAMOROUS  HOLLYWOOD 
LEDGESTONE— A  BONDSTONE 
ORIGINAL 

No  Guesswork! 

Automatic  Patterns! 

Looks  Like  The 
Rea!  McCoy! 


Eliminate  competition  by  selling  a  packaged  deal.  Bondstone  territories 
available  NOW.  Call,  wire  or  write  at  once  for  complete  information. 

Bondstone  gives  you  sales  and  technical  assistance  .  .  . 
National  advertising  .  .  .  Productive  leads 


BE  A  BONDSTONE  DEALER 


EMCO  €EMEMT  PRODUCTS^  INC. 

SHAMOKIN,  PA.  •  Telephone  Shamokin  8-6884 


&  Home  Improvement  Dealer 
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LOOK 

at  the 

l»KOI  IT 
SUM 


lit  044/1 

Extruded  Aluminum 
Combination  Window 


24x24 


SELLING  COST  . 

1 

Mat'l  Cost . 

7.30 

Nfg.  Cost . 

2.50 

Installation . 

1.50 

Sales  Commission 

((25%) . 

5.88 

YOUR  COST  Inst .  17.18 

YOUR  PROFIT  (net)  .  $  6.32 


$2000  starts  you! 
Overnite  Shipments. 

Write  today: 


TAYLOR 

WINDOWS 

411  Elgin  Avenue 
Forest  Park  1 1 il 
FOrest  6  4145 
Village  8  4374  ' 


Selling  Homemakers 

{Continued  from  Page  132) 

vision  sets  and  now  is  trying  to 
sell  heating  systems.  He  has  work¬ 
ed  hard  at  each  of  his  jobs,  has 
known  his  products  and  yet  has 
failed  miserably.  Each  morning 
as  he  leaves  for  work,  his  wife  tells 
him,  “You  had  better  make  a  sale 
today,  but  I  know  you  won’t.” 
When  he  returns  home,  she  greets 
him  with,  “Well,  I  can  tell  by  look¬ 
ing  at  you,  you  didn’t  sell  anything. 
I  don’t  see  why  you  don’t  get  a 
real  job — bla-bla-bla.”  The  poor 
boy  is  licked  before  he  starts.  In¬ 
stead  of  helping  him  feel  success¬ 
ful,  she  makes  him  feel  like  a 
failure. 

“Best”  Salesman 

My  wife  is  largely  responsible 
for  any  success  I  have  achieved 
in  sales  work.  She  thinks  I  am  the 
best  salesman  in  the  world  and  is 
always  telling  me  so.  When  I  be¬ 
come  despondent  after  failing  to 
close  a  sale  I  have  w’orked  hard  for, 
she  says,  “Don’t  let  it  worry  you. 

I  know  you  will  close  the  next  one, 
and  I’ll  bet  it  will  be  a  bigger  sale.” 
She  honestly  thinks  that  any  pros¬ 
pect  that  doesn’t  buy  what  I  am 
trying  to  sell  is  either  a  fool  or  is 
broke.  How  can  a  man  fail  to  sell 
when  someone  has  this  kind  of  con¬ 
fidence  in  his  ability. 

If  your  wife  is  nagging  you, 
have  a  “heart-to-heart  talk  with 
her.  Try  to  convince  her  that  your 
success  is  as  dependent  upon  her 
attitude  as  it  is  on  your  efforts. 

Stand  before  a  mirror  and  make 
an  honest  appraisal  of  yourself  .  .  . 
both  from  a  physical  and  mental 
standpoint.  Are  you  dressing  as 
a  successful  man  should?  Is  your 
grooming  that  of  a  successful  man? 
Do  you  think  success?  Do  you 
feel  successful? 

If  your  answer  to  any  of  these 
questions  i  s  “na,”  do  something 
about  it.  Do  it  now.  Your  failure 
or  success  as  a  salesman  is  entirely 
in  your  hands. 


KENBERN 
COMBINATION  ALUMINUM 
nORM  DOORS 

A  good  product,  well  designed, 
produced  by  capable  well  trained 
personnel,  continually  bringing 
profit  and  repeat  business  to  dis¬ 
tributors  ond  dealers. 

We  never  make  false  claims  or 
vague  promises  about  our  product, 
but  we  do  make  a  good  door,  and 
wherever  installed,  repeat  business 
follows,  mostly  through  satisfied 
customers. 

Prices  always  in  line  with  compar¬ 
able  merchandise.  No  K.  D.'s. 

Kenbern  Aluminum  Products. 
Weyl  &  Gahagan,  Nfgrs. 

6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 


CADILLAC... 

THE  WINDOW  THAT  HAS  INCREASED 
SALES  AND  PROFITS 
il  FOR  DEALERS 
II  EVERYWHERE!! 

■1 

71 


THE  ALUNEW 

TRIPLE-TRACK 

ALUMINUM 

COMBINATION 


Tlw  most  "tallitd-of"  window  in  tlio  in- 


dintry  fodoy  .  .  .  wHh  mero  advoneod 
footurot  tlion  any  othar  (tom  Mih  on  tho 
marliat.  Truly  tho  "monarch  of  thorn  al." 
Constructed  antiraly  of  top  quality  alu¬ 
minum  eitrusiont,  this  i«  the  ono  iolf- 


FROM  ESTABLISHED 


DEALERS  a  DISTRIBDTORS 


HstituHy  Bistribitstf  by 


iJeRITH  'MANUFACTURING  C0,inc| 

2025  1  BOSTON  ST..  PHIlAOELPHI/1  2d,  PA 

GArfield  3-1407 


134 


SEPTEIvIBER  1953  BUILDING  SPECIALTIES 


SAVtS  YOU  aUNING...SntAriN6...IAKIH6 
"WITH  ROU  COAT  YOU’RE  READY  TO  ROU” 


««A1 

"^^VtDUAl  ~~  ^ - - - 

^®D*fss  ^  _ 

OTV_  ~~~ - 


»omp;* 


m 


IMPROVES  YOUR  PRODUCT... CUTS 


•  • .  amazing  new  two  color  ROLL  COAT  costs  loss  fhcrti 
Kou  po/  for  one  color  anam^ed  coil  strip 


Here’s  the  ’’silver  lining”  Hiot  odds  new  vye  oppecrf . . .  bvy  apfmal  . . .  to  yesir  awnings.  ROIL 
COAT — the  new  continuovs  cooting  process  for  oivminum  coil  sfrip*~>gives  you  SOLID 
WHITE  on  one  side,  SOLID  COLOR  on  the  other  (15  gorgeous  jewel  tone  “DULUX”  colors  ^ 
by  Dupont}.  ROLL  COAT  oluminum  strip  can  be  easily  formed  into  any  desired 
awning  shape  without  morrtng  the  finish.  ” Alodine”  becded  ond  oven>boi(ed,  g 
.  ROLL  COAT  achieves  a  rich  new  beouty  of  finish . . .  deep  lustrous 
color  and  gloss  . . .  thot  you  must  see  to  oppreciote.  Compare 
ROLL  COAT— both  in  cost  and  quality— wMi  any  other 
product  on  the  morket.  Send  for  your  free  somfile  to^y. 


m 


INCORPORATfD  •  PiNDUTON,  INDIANA 
Pheiia  P*mH«toii  SOO 


Designed  for  BIGGEST  YEAR  ’ROUND  PROFITS 


Aluminum  Combination 

^  WINDOWS 

%  and 


Competitively  priced  for  distributors  and 
dealers 

Fast  Delivery  You  Can  Count  On 
Exclusive  Territories  for  Your  Protection 
Quality  and  Value  That  Shows  . . .  and  Lasts 


Packed  with  CUSTOMER  APPEAL  FEATURES 

•  100%  extruded  63  STS  Alumi-  e  EXCLUSIVE:  Full  3y4"  wide  door 

frame  for  maximum  strength  and 

•  Reinforced  corners  for  lifelong  di,Hnctive  appearance 

strength  ,  . 

•  Fingertip  window  control  •  Aircraft-type  rivet  construction  on 

•  Interlocking  design  for  airtight  door 

^  ,  ......  •  Vinyl  plastic  bottom  door  seal 

•  Fool-proof  automatic  locking  de¬ 
vice  on  windows  *  Extra-heavy  door  kickplate 

DISTRIBUTORS,  DEALERS  A  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  ..  .  Visit  our  plant 


Company 


Arnot  Place,  Lodi,  N.  J. 

GRegory  3-0937 


Contractors  -  Dealers  •  Distributors  •  Builders 


Backed  by 
Advertising 
to  make 
your  sales 
easier! 


Special  blfh-profit  dealer  diacoants 
now  beint  offered  to  introduce  this 
Louver  Window  to  your  markets. 
Arm  yourseif  with  a  Demonstrator 
and  you'll  see  the  fastest  Sales 
Action  ever! 


P.O.  Box  150  W.  Palm  Beach,  Fla. 


I 


Managing 

(Contimied  from  Page  65) 

Directors 

Your  directors  are  responsible 
for  the  policy-making  and  opera¬ 
tion  of  your  business.  Their  duties 
include  the  following: 

1.  They  must  have  an  intimate, 
active  interest  in  the  business  and 
its  operation. 

2.  They  can  authorize  the  pay¬ 
ment  of  dividends  only  out  of  com¬ 
pany  profits,  not  out  of  invested 
capital. 

3.  They  cannot  borrow  money 
unlawfully  from  the  company  or 
facilitate  unlawful  loans  to  other 
directors,  officers  or  stockholders. 

4.  They  cannot  engage  in  any 
corporation  operation  or  transac¬ 
tion  which  involves  secret  profits 
or  commissions,  nor  seek  to  obtain 
any  unfair  advantage  because  of 
their  positions. 

5.  If  an  action  voted  by  the  ma¬ 
jority  cannot  be  agreed  to  by  some 
of  the  directors,  they  must  see  that 
their  dissent  is  noted  and  accept 
the  liabilities  the  law  provides. 

i 

I  Stockholders 

j  In  the  corporation,  the  stock- 
I  holders  rights  usually  include  the 
following: 

1.  They  vote  for  directors, 
i  2.  They  vote  on  issues  which  con¬ 
cern  the  company’s  property. 

3.  They  have  the  power  to  re¬ 
strain  the  company  from  those  acts 
which  are  beyond  its  power. 

4.  They  are  given  a  certificate 
of  ownership  of  shares. 

5.  They  have  a  right  to  transfer 
ownership. 

6.  They  may  subscribe  for  new 
stock  issues  in  proportion  to  their 
present  holdings. 

7.  They  receive  declared  divi¬ 
dends. 

8.  In  any  dissolution  of  the  cor¬ 
poration,  they  share  in  proceeds. 

Securities 

Some  of  the  types  of  stock  a 
corporation  can  issue  are: 

(Continued  on  Page  147) 
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BD  2 

One  of  on  extensive 
line  of  hondsomely 
designed  scfoll*and* 
bird  griMcs 


heck  these 


rVALUEPLUS 

^Westmoreland  features 


DURABILITY-WESTMORELAND  uses  only  extruded 
aluminum  in  hardest  alloys  in  the  manufacture  of 
its  products! 

PERMANENT  FINISHES  -  All  WESTMORELAND 
grilles  are  "Bright-Dipped"  for  that  gleaming,  chrome¬ 
like  look  .  .  .  then  lifetime-sealed  with  lacquer! 

COMPLETE  -  Every  WESTMORELAND  grille  is 
shipped  with  all  necessary  hardware  . . .  corrosion- 
proof,  too.  No  more  problem  installations! 

MODERATE  PRICES-WESTMORELAND'S  huge  vol¬ 
ume  and  tremendous  buying  power  make  it  possible 
for  us  to  offer  you  top  quality  ...  at  the  modest 
prices  you  want  to  pay! 


• — '^^^^JVESTMORELAND'S  skilled  efficiency  and  modern 
production  methods  combine  to  provide  peak  service. 
N.  ^  Better  .  .  .  faster  .  .  .  with  speedier  delivery.  THE 
PRODUCT  YOU  WANT  .  .  .  WHEN  YOU  WANT  IT! 


EXP  10 

Adiustobte  to  ft  any  door. 


P  24 

(24"  X  29’/i", 
24"  X  33’/7") 

Port  of  o  line 
thof  offers  you  o 
grille  for  every 
door,  need  or  budget. 


■fl 


c  1 

(Set  of  2— 

7'/4"  X  7''4") 

ORNAMENTAL 

CASTINGS 

and  corner  brockets  .  .  . 
Ask  us  about  the  many 
available  designs. 

In  black  or  white 
baked  enamel  finish. 


C2 

ftv'i"  X  6’y‘) 


LETTERS 


MAIL  CHUTE 

^gulotion  9V4''  size 
7^  slot.  Heovy 
gouge  Qlumir>um  Satin 
Anish. 


-W; 


estmoreland 


METAL  MANUFACTURING  CORP. 


NUMBERS  AND 
FRAMES 

con  be  purchased 
seporofely.  Mointoin  your 
own  inventory  for 
on>fhit>iob  installation. 


m\ 


Miinor  and  Bleigh  Streets 
Philadelphio,  Pennsylvania 
Please  send  cafaiog  to 


Address  < . . 
City . . 


6t  Home  Improvement  Dealer 
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Here  is  America's  best-by-far  Aluminum  Combination 
window  .  .  .  best  in  appearance  .  .  .  best  in  construction 
.  .  .  best  in  efficiency  .  .  .  and  by  far  the  best  in  sales! 


Famous  STO-A-CO  Triple-Track  is  augmented  by  STO-A-CO 
Double-Track,  designed  for  "companion"  installation  when  economy 
is  a  sales  factor.  Same  beautiful  finish  and  construction  .  .  .  same 
efficiency  as  Triple-Track!  But  you  can  sell  combinations  at  the  best 

profits  you\e  ever  made _ and  still  satisfy  your  customers'  rightful 

demand  for  economy. 


CHOice  riRRiTORies  for  sto-a-co 
FRANCHISID  DtALfRSHIPS  ARC  STILL 
AVAILABLB  FOR  QUALIfllD  ORGANIZA¬ 
TIONS.  WRITE  IN  TULL  CONFIDENCE  FOR 
SOME  MIGHTY  INTERESTING  FACTS  ABOUT 
WHAT  STO-A-CO  CAN  DO  FOR  YOU! 
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DEALERS  PREFER  THE 

"M"  3-TRACK! 


TRADE  MARK 


The  Winsulite 
“A-9”  3  Track 


Four  out  of  five  dealers  prefer  the  WINSULITE  A-9  Three  Track  Window  because 
it  is  The  ONE  window  that  gives  them  what  they  want;  A  three-track  window  that 
is  not  only  beautiful  architecturally,  but  dependable  mechanically! 

SOLD  WINDOWS  STAY  SOLD  —  advanced  design  elim¬ 
inates  costly,  profit-cutting  service  calls.  Get  the  whole  story 
of  WINSULITE  K-D  set-ups,  backed  by  advertising  mats, 
colorful  literature,  powerful  dealer-aids,  field  service. 

Write,  wire,  or  phone  today  for  complete  details. 

Mr.  Hy  Katz,  President  of  the  Winsulite  Manufacturing  Co.,  is  a 
recognized  leader  in  the  window  industry.  He  has  personally  super¬ 
vised  the  development  and  production  of  the  WINSULITE  A-9.  Call 
him  personally!  Mr.  Hy  Katz 


CHeCK  THESE  SALES-CLINCHING  FEATURES! 


V  3-Track  Operation  with  Screen  Top  Ventilation! 

V  Permanent  non-removable  tracks! 

V  Needs  only  a  screwdriver  and  pliers  for  assembly! 

V  Constructed  for  Service  Free  Operation! 


V  Completely  self  storinf,  nothinf  to  change,  ever! 

V  Screens  and  Insert  slide  easily,  lock  securely  in  position ! 

V  All  Extruded  Aluminum  Throughout! 

V  Interlocking  Middle  Rail! 


Your  hands  are  all  you  need 


SPECIAL  DISCOUNT 
INCENTIVE  PLAN  FOR 
NEW  DEALERS!  Inijuire 


I  Wimullt*  Mf|.  C*.  A-9  I 

S  721  N.  C«atrml  Avenut,  Dept.  B8.9  ! 

I  BaltlMpr*  2.  Marylapd  | 

I  GMtUaipR:  I 

I  I’ll  lUtcn  tp  ypur  mw  dMitr  diWMRt-iMMtiv*  ilaii.  I 
I  Bead  «*  datallt.  • 

I  Nunc  . I 

I  AddrpM  .  I 

I  City . . .  8Ut( . I 

I  Winsulite  Mts’.  Co.,  Suite.  2,  Md.  eastern  7-4007  I 

I _ ■ 


to  assemble  KD  units! 

&  Home  Improvement  Dealer 
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WANTED 

LARGE  TERRITORY  DISTRIBUTORS 

FOR  NATIONALLY  ADVERTISED 

ALUMINUM  COMBINATION  WINDOWS  AND  DOORS 


On*  of  th*  largest,  nationally-known  manufacturers  of  aluminum  windows  is  ready 
to  offer  a  voluabi*  franchise  on  on  exclusive,  large-territory  basis  for  its  combination 
storm  windows  and  doors. 

This  is  o  superior  quality  line  that  enjoys  a  high  nationol  reputation.  It  offers 
many  attroctiv*  sales  features,  and  is  being  actively  sold  in  large  volume  in  many 
areas. 

Distributors  most  now  have  or  be  in  a  position  to  establish  a  hard  hitting,  aggressive 
retoil  soles  or  dealer  organization  in  the  building  specialty  field.  Nominal  investment 
required.  To  the  right  Company  we  will  offer  a  profitable,  protected  KD  distributor¬ 
ship,  thot  is  backed  by  extensive  national  advertising,  plus  a  terrific  10-point  sales- 
stimulating  program. 

For  complete  details,  write  giving  all  necessary  information  to  merit  full  consideration. 
Address  Box  424,  BUILDING  SPECIALTIES,  425  Fourth  Ave.,  New  York  16,  N.  Y. 


HH 

Bull  Note  Cap 

1 

Aneic*  for  cor- 

New  Buicerfly  t 

fierf  and  trim 

<up»  and  downs) 

ra  ..COMPLETE 

SELECTION 

B.  S.  Reporter 

{Continued  from  Page  52) 

Schwab  jalousies  have  an  origin¬ 
al  feature  called  Skylite,  a  heavy 
sheet  of  glass  at  the  top  to  permit 
light  to  enter  when  the  louvers  are 
closed.  The  Schwab  glass  jalousie 
is  now  used  extensively  by  home 
owners  in  the  north  because  it  is 
so  well  sealed  against  air  infiltra¬ 
tion  and  is  engineered  to  accommo¬ 
date  storm  sash  in  a  very  easy 
fashion. 

Jalousies  made  by  Schwab  have 
;  been  sold  in  Puerto  Rico,  Venezu- 
:  ela,  Cuba,  and  the  Bahamas.  Large 
I  numbers  of  them  have  been  used 
I  by  Modern  Metal  Craftsmen  in 
I  their  production  of  Alum-O-Room 
;  trailer  porches. 

!  *41* 

i 

I  Per-Fit  Appoints 
'  L  W.  Randall 

Per  -  Fit  Products  Corporation 
announces  appointment  of  Leslie 
W.  Randall  as  zone  manager  for 


L.  W.  Rondall 

Northern  Illinois,  Metropolitan 
Chicago  and  Southern  Wisconsin. 
Mr.  Randall  will  headquarter  in 
Chicago,  Illinois. 


u  hi  U  )  nu  I  list  .ill 


Build  Ptofifs  with  Crescent 
> 

Buy  Guildcrest  a 

i  .  P  ’ 

•  WIUALITT  -  Bu'eas;  of  S«anda'dv  'plui 

•  CONTINUITY  OF  UNUSUAL  DfCOBATOR  COLORS 

•  fASf  of  opplxot.oP 

•  UNIOUl  and  procfxol  paihoqtng  ^ 

•  BACKED  by  odver«.».nq  ond  mrtcKand.t'og  o<d« 


il.i\  If  tu  I  .inn<>( 
si.ppU  %.X,  L^irh 

f  R  I  s  (  1  \  I 

11(1  S.  Msl  .  S 

I 


GaiLOeMST 

2938  West  6^3 rd  Street,  Chicagc^  29,  III 


.  Correction 

I 

I  In  the  July  issue  on  page  188 
I  there  was  a  statement  regarding 
I  the  founding  of  the  Perfection  Jal- 
'  ousie  Mfg.  Co.  which  the  editors 
I  have  since  been  informed  was  inac- 
I  curate.  At  the  time  the  company 
'  was  formed  Mr.  C.  F.  Hayes  arid 
I  Mr.  K.  P.  Cutler  were  in  partner- 
;  ship  together,  with  Mr.  Hayes  in 
I  charge  of  sales  and  Mr.  Cutler 
:  taking  care  of  manufacturing  and 
design. 

{Continued  on  Page  142) 
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KA^SEK  distributors  and  dealers  belong  to  the  “sound  business”  level 
of  their  communities.  Whether  success  came  first  —  or  following  their 
appointment  as  KAYSER  agencies,  the  fact  remains  that  KAYSER 
products  are  associated  with  success. 

You,  too,  can  enjoy  this  achievement.  From  the  very  first,  you’ll  apre- 
ciate  the  aggressive  cooperation  you’ll  get  from  A  &  B.  Effective  cam¬ 
paigning  and  merchandising  with  a  quality  line  of  demand  products 
have  taken  the  elements  of  “risk”  and  “experimentation”  from  our 
market.  Write  —  right  now!  —  and  make  your  business  a  BUSINESS! 
tKD  operators  and  manufacturers  invited  to  inquire  for  available  fran¬ 
chise  territories). 


KAYSER  oiumiiMiiii  f itisiofi  weofhRrstir^ing 

you  can  ntako  your  €as«- 
'  monr  windows  with  art  exclusive 

v  feature--iu$t  by  adding  KAYSKR 

w /WW)  V  .........tension '  weatheratripping.  The 

m  V  ewtawoy  niustrotionssshow.  how. 

—i  tho  unjoue  design  makes  attach- 
'll— ment  quick  .  and  easy.'  with  per*; 
.  feet  results.  An  ideal  selling 

I  feature  extra-profit  sales  unit. 


KA  YSER  casement  storm  windows  are 
the  standout  aluminum  unit  in  the  field. 
Custom-fitted,  permanent  installations, 
only  KAYSER  casements  are  equipped 
with  prefabbed  stripping!  You  can 
prove  KAYSER’S  superior  condensation 
control. 


A,&  B, MANUFACTURING  COMPANY 

10441  .Metropolitan  Avenue  Kensin^tqn)  Maryland 

'  '  LOckwood  4-6468  . 
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ELMONT 


M^^DERIVIOTT 

METALS  CO. 


B.  S.  Reporter 

(Continued  from  Page  140) 

Steinkamp  Appointed  By 
Republic  Steel  Kitchens 

Herbert  Steinkamp,  formerly 
west  coast  district  sales  represen¬ 
tative  for  Republic  Steel  Kitchens, 
has  moved  to  Canton,  0.,  to  become 
assistant  manager  of  steel  kitchen 
s«Ies,  it  was  announced  today. 


angles, 


PRICED 
FOR  PR  OFITS! 


2  Panel 
Mitred 


All  Extruded 
63ST5  Aluminum 
Combination  Doors 


QUALITY 

ENGINEERED 

RUGGED 

"SAG-PROOF" 

CONSTRUCTION 


PROMPT  DELIVERY 


Write,  Wire  or  Phone 
Your  Orders  Today! 


H.  Steinkamp 


Mr.  Steinkamp  will  work  with 
C.  K.  Reynolds,  manager  of  steel 
kitchen  .sales,  at  Republic  Steel’s 
Berger  Manufacturing  Division. 

With  his  wife,  Florence,  Mr. 
Steinkamp  purchased  a  home  at 
3216  22nd  Street,  N.  W.— into 
which  they  will  move  as  soon  as  a 
new  Republic  Steel  Kitchen  has 
been  installed.  They  had  been  resi¬ 
dents  of  Seattle,  Wash. 

Mr.  Steinkamp  for  several  years 
was  employed  by  Marshall-Wells 
Company  of  Duluth,  Republic  Steel 
Kitchens  di.stributor  in  northwest¬ 
ern  United  States.  His  background 
also  includes  service  with  another 
.steel  kitchen  manufacturer. 


MANUFACTURING  CO. 

57S  Hempstead  Turnpike  Elmont,  New  York 

FLoral  Pork  4-3620 


All  Aluminum  Combination  Storm 
Windows  and  Screens 


Send  for  free  . . .  complete  technical  oi^ 
general  information  file  folder,  price  and 
data  sheets,  on  aluminum  extrusions 
in  architectural,  structural  and  decora¬ 
tive  shapes,  for  interior  and  exterior 
construction  and  product  manufacture. 
You  can  always  depend  on  McDermott 
for  fast  delivery  of  precision,  quality 
extrusions  made  to  your  specifications. 
Inquiries  invited. 


The  finest  Triple  Track  Storm  Windows 

EVER  DEVELOPED,  and  we  can  prove  it! 

1.  You  will  be  proud  to  sell  TRIPLE 
EAGLE  windows. 

2.  They  have  every  feature  your  cus¬ 
tomer  wants  and  needs. 

3.  Compare  TRIPLE  EAGLE  feature  for 
feature  with  any  window  on  the 
market.  Convince  yourself. 

4.  We  will  be  glad  to  send  you  com¬ 
plete  details  or  arrange  a  demon¬ 
stration  at  your  convenience. 


Coll  For  Our  Product  Engineer! 


Chambers  Appoints  Gimter 
Southeastern  Representative 

Appointment  of  Guy  T.  Gunter 
Jr.,  Atlanta,  as  Southeastern  rep¬ 
resentative  for  Chambers  of  Indi¬ 
anapolis  and  Shelbyville,  Ind.,  pio¬ 
neer  gas  range  firm,  was  announced 
Aug.  7th  by  A.  H.  Scheffer,  sales 
manager. 

The  appointment  is  part  of 
Chambers’  plan  to  give  salesmen 
more  compact  territories,  permit¬ 
ting  closer  contact  with  distribu¬ 
tors  and  dealers,  Scheffer  said. 

(Continued  on  Page  144) 


Inquiries  invited  from  aggressive  indi¬ 
viduals  or  dealers  who  want  to  progress. 
Write  or  wire  collect  for  complete  infor¬ 
mation. 


EAGLE  SALES  CORPORAIION 

11-13-15  East  21st  St. 
Baltimore  18,  Maryland 
BEImont  5-8913-5786 
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Guaranteed . . .  yes. 


CALL  OR  WRITE  NOW 

^  Tel:  VA,  5-2400 

FEDERAL  SCREEN  (I  SASH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,  L.  I.,  N.  Y. 


FEDCO  "Concealed  Hinge"  DOOR* 


Manufacturers  of  the  FEDCO 
Triple  Track  Window 


•  U.S.  PAT.  APP.  NO.  355,555 


The  first  thing  you  may  notice  about  the  new  FEDCO 
door  is  the  absence  of  visibie  hinges.  But  there's 
much  more.  Exciting  new  advances  that  wiii  open  up  a 
whoie  new  worid  of  saies  potentiai  .  .  .  down-to-earth 
changes  created  by  FEDCO  experienced  engineering  .  .  . 
and  the  foremost  designers  of  our  times.  See  it  todayl 


SEEING  IS  BELIEVING!  A  visit  to  our  plant  to  s«e  for 
yourself  is  the  best  way  to  convince  you  that  this  is  the 
greatest,  most  exciting  achievement  since  the  creation  of 
aluminum  stormscreen  doors  themselves! 


THANKS,  BUT  .  .  . 

So  many  inquiries  are  received  in  eoch  day's  mail  that  replies  may 
be  a  bit  tardy  in  coming.  But  you  may  be  sure  that  you  will  get  all 
the  information  you  asked  for  soon.  In  the  meantime,  take  our  sugges¬ 
tion  and  visit  our  plant  if  at  all  possible.  The  results  will  be  more 
beneficial  to  oil  —  and  a  lot  faster. 


I - 1 

I  <I)rpt.  H  O)  I 

I  FEDERAL  SCREEN  &  SASH  CO.  I 

I  85  E.  Merrick  Rd.,  Valley  Stream,  L.  I.,  X.  Y.  I 

I  I 

I  Please  send  the  complete  story  on  FEDCO.  | 

'  I 

I  DEALER: . | 

I  ADDRESS  .  ! 

j  I 

I  CITY  4  ST.ATE .  PER .  I 


TO  WITHSTAND 
600  LBS.  HANGING  WEIGHT 
WITHOUT  SAGGING! 

Conclusire  proof  that  beauty  and 
superior  strength  CAN  be  combined! 
FEDCO  did  it — and  you  can  cash  in  on  it! 


In  conventional  door  installa¬ 
tion,  the  three  hinges 
are  separate  and  aligned 
by  eye.  The  "breaking  in" 
required  to  free  the 
operation  from  bind¬ 
ing  b,  in  reality,  a 
loosening  procedure.  This 
problem  is  ended  for  all 
time  by  the  new  FEDCO  door. 
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Industrial  Steels,  Inc 


2S0  Bont  Sf 


Tf*letvp*' 

A  M  [)  H  I  D  < :  I  .  1  ; 


STAINLESS  STEEL 

SHEET  METAL  SCREWS 

HEAT  TREAT  HARDENED 


WRm 

roR  smeR  srans 

tR  ¥09R  RUSTIC 

L  mRusms  A 


See  the  Kessler  Door 
Sweep.  Quality  built  —  will 
fit  any  door.  55c  each — 36"  length. 

Write  for  quantity  discounts. 


Phone  STerling  8-9657 


KESSLER  PRODUCTS 
COMPANY 

4531  Lake  Park  Road 
YOUNGSTOWN,  OHIO 


Will  Not  Rust 
No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

Immediate  Delivery  Without  Priorities 


Expressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Made  of  Type  410  Stainless  Steel  specially 
heat  treated  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  plated  screws. 

Spcciol  heat  treatment  insures  toughness 
and  hardness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  HcaiL  and 
Oval  Cts'k  Head  styles,  in  diameten  4-^8-10 
and  12  and  in  lengths  Vi",  and 

Made  to  your  order  in  other  sizes  and 
head  styles.  Also  ovailable  to  order  in  Phillips 
recessed  head,  quantity  permitting. 

Lot  us  quote  you  on  your  requirements. 


SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOX  THE  STORM  WINDOW  INDUSTRY 


B.  S.  Reporter 

(Continued  from  Page  142) 

Gunter,  who  will  work  from  his 
home,  905  Woodland  Ave.,  S.  E., 
Atlanta,  will  handle  both  console 
ranges  and  built-in  equipment.  His 
territory  will  cover  Alabama,  cen- 
tarl  and  eastern  Tennessee,  Geor¬ 
gia,  Florida,  and  North  and  South 
Carolina. 

These  states  were  formerly  part 
of  the  territory  handled  by  M.  A. 
Compton  Jr.,  who  will  headquarter 
in  Houston  and  concentrate  on 
Louisiana,  Mississippi,  Memphis, 
and  southeast  Texas. 

*  *  * 

Jasco  Appoints 
Advertising  Director 

Former  advertising  agency  exec¬ 
utive,  Felix  Giovanetti,  has  been 
appointed  Director  of  Advertising 
of  Jasco  Aluminum  Products  Corp., 
New  Hyde  Park,  New  York.  Mr. 
Giovanetti  has  a  B.S.  degree  from 


F.  Giovonetti 

New  York  University,  majoring  in 
advertising.  His  duties  will  include 
the  independent  advertising  for 
Jasco  distributors  throughout  the 
United  States.  Jasco’s  agency  is 
Bass  &  Company,  Inc.,  50  Broad 
St.,  New  York  4,  N.  Y.  Sydney 
Bass  is  account  executive. 

*  *  * 

Trion  Appoints  J.  D.  Meyer 
Appliance  Sales  Mgr. 

Trion  Inc.,  of  McKees  Rocks, 
Pa.,  designers  and  manufacturers 
of  electronic  air  cleaning  equip¬ 
ment  for  home  and  industry,  has 
recently  appointed  John  D.  Meyer 
as  sales  manager  of  the  firm’s  ap- 
(Continued  on  Page  146) 
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Child’s  Play  is  Big  Business  for  the 
Building  Specialties  Dealer 

Pre-Kut  Add-A-Pla  Gym  SePs  Revolutionary 
Method  of  Merchandising  Makes  It  Possible 

The  only  line  of  gym  sets  that 
offers  maximum  variety  at 

less  than  the  investment 

/  of  comparable  lines. 

All  units  are  pre-cut  and  interchangeable. 

Completely  convertible  to  as  many  or  as 
few  units  as  are  needed. 

Additional  units  may  be  added  in  the 
future. 


Write  for  complete  details  today! 


HAVE  YOU  SEEN 
THE  GYM  SET  THAT 
G-R-O-W-S 

? 


rP^ 

You  con 

offer  a  selec- 

1  tion  of  over  100  com-  1 

binations 

in  stock  for 

a  total 

investment  of 

only 

$142.00 

Dallas  Iron  &  Wire  Works,  Inc. 


Copyright  1953 
Dallas  Iran  &  Wire  Works,  Inc. 


6025  DENTON  DRIVE  •  P.  0.  BOX  7202  •  DALLAS  9,  TEXAS  •  TELEPHONE  Dlxon-4891 


Here’s  what 
you  want 
in  an 


ALUMINUM 

No  leak  patented  inter-locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


AWNING 

Fifteen  colors;  guaranteed  high- 
grade  auto  enamel. 

All  aluminum  fittings  —  fewer 
screws. 


As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  it  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

^  Fall  will  be  a  BIG  awning  season!  WRITE,  PHONE 
OR  WIRE  TODAY  lor  literature  and  details. 

Sterling  AWNING  COMPANY 

Box  305  Phone:  8-7998  Belpre,  Ohio 
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/  e¥€Ry900f 
^  the  WEATHtn. 


AlUMIMUm  AWMIHE 
OEALEKS  A<WC  ^t! 


Spring,  Summer,  Fall  and  Winter ...  Rain, 
Sun,  Wind  and  Snow.  Cool-Ray  dealers  turn 
all  weather  complaints  into  cash  with  the 
sensational  PACKACED-ASSEMBLED  awn¬ 
ing.  Homeowners  buy  Cool-Ray  just  like  they 
buy  potatoes! 

Cool-Ray  PACKACED-ASSEMBLED  All- 
Aluminum  Awnings  are  now  available  in  two 
sizes  and  three  colors . . .  proved  by  sales  to 
satisfy  over  80%  of  all  customer  requirements. 
HERE’S  WHAT  DEALERS  SAY:  COOL- 
RAY  HAS  THE  BEST  AWNING . . .  THE 
BEST  AW  NIN(;  SALES  PLAN  TODAY! 

Get  ALL  the  profitable  facts  about  a 
Cool-Ray  Dealer  or  Distributor  Fran¬ 
chise.  Some  choice  territories  available 
to  qualified  organizations. 

Write  in  full  confidence! 
*Completely  assembled,  ready  to  put  up! 


ALUMINUM 

AWNINGS 


Division  of  Tho  Komnblvm  Bros.  Co. 

226  South  PMps  Si.,  Young^wn  3,  Ohio 


Band  Sawn-Premium  Quality 

You  may  use  the  experience  we  have  gained  over  many 
years  supplying  combination  window  and  door  manu¬ 
facturers.  Guaranteed  shipments  on  regular  schedules. 

I.et  us  help  you  solve  yonr  problems. 

Direct  Mill  Shipments  Only 


B.  S.  Reporter 

{Continued  from  Page  144) 

pliance  division.  Mr.  Meyer  will 
have  jurisdiction  over  the  sale  of 
Trion  “packaged”  electronic  air 
cleaners  for  the  home.  Plans  are  in 
progress  for  a  large  expansion  pro¬ 
gram  in  the  home  field  with  the 
establishing  of  franchised  distrib¬ 
utors  throughout  the  United  States. 

Prior  to  his  present  position,  Mr. 
Meyer  was  vice  president  of  a  4-A 
advertising  firm  and  prior  to  that 
was  a  marketing  and  merchandis¬ 
ing  consultant  with  offices  in  Pitts¬ 
burgh  and  Washington,  D.  C. 


T.  G.  Lynch  Joins  Lumite 
Div.  of  Chicopee  Mills 

Thomas  G.  Lynch  has  recently 
joined  the  Lumite  Division,  Chico¬ 
pee  Mills,  Inc.,  as  southeastern  rep¬ 
resentative  for  their  product,  LU¬ 
MITE  saran  screening.  Prior  to 


T.  G.  Lynch 

joining  Lumite,  Mr.  Lynch  worked 
as  a  salesman  for  several  paint 
companies,  Railey-Milam,  Inc.,  of 
Miami,  Florida,  and  as  Sales  Man¬ 
ager  for  H.  B.  Hubbard  Company 
of  Jacksonville,  Florida. 


EL  J.  Schultz  Appointed 
By  Reynolds 

Effective  immediately,  Reynolds 
Metals  Company,  Building  Prod¬ 
ucts  Division,  Louisville,  Kentucky, 
announces  the  appointment  of  Mr. 
Edward  J.  Schultz  of  Chicago  as 
Regional  Manager  with  headquar¬ 
ters  in  the  Wrigley  Building,  Chi¬ 
cago. 

(Continued  on  Page  148) 
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Come  to  IRVINGTON 


with  your  requirements! 

These  and  many  other  shapes  of  extruded  plastics  can  be  supplied  by 
Irvington  to  speed  up  your  glazing  oj)eration8,  and  reduce  your  costs. 

First  to  introduce  tliis  type  of  plastic  channeling,  now  a  proven 
product  —  largest  producer  in  the  field  —  Irvington  is  in  a  unique 
position  to  supply  the  requirements  of  both  manufacturers  and  dealers 
in  the  aluminum  window  industry.  Dies  are  already  availible  for  most 
of  the  commonly  used  shapes;  Irvington’s  own  die  shop  is  equipped  to 
tool  up  for  special  shapes  —  and  to  assist  in  engineering  their  design. 
Samples  an»l  technical  data  available  on  request. 


25  Argvle  Terrace,  Irvington  11,  New  Jersey  section  — or  send 

Midwest  Representatives  for  window  channeling:  Horry  W.  Geb-  blueprint  of  your 

hard,  5129  West  Devon  Avenue,  Chicago  30,  Illinois;  Cadillac  requirements 


Plastics  Company,  15100  Second  Boulevard,  Detroit  3,  Michigan. 

New  Products 


Managing 

{Continued  from  Page  136) 

1.  Guaranteed  stock.  A  corpora¬ 
tion  other  than  the  one  issuing:  the 
stock  guarantees  dividends.  (A 
parent  company  guarantees  divi¬ 
dends  to  stockholders  of  a  subsidi¬ 
ary  company,  for  example.) 

2.  Par  and  nonpar-value  stock. 
The  non-par  stock  eliminates  the 
fiction  of  a  declared  value.  Stock 
can  be  sold  at  different  times  at 
fair-value.  Selling  par-value  stock 
in  a  fallen  market  is  in  this  way 
overcome. 

3.  Convertible  stock.  Stockhold¬ 
ers  (or  the  corporation)  holds  right 
to  convert  into  other  stocks  or 
bonds. 

4.  Preferred  stock.  With  this 
type  of  stock  goes  the  right  to  re¬ 
ceive  a  dividend  before  profits  are 
distributed  to  common  stockhold¬ 
ers. 

5.  Cumulative  and  noncumula- 
tive  preferred  stock.  Accumulated 
dividends  not  declared  in  any  year 
must  be  paid  before  profits  are  dis¬ 
tributed  to  common  shareholders. 

Dividends 

Many  kinds  of  dividends  are  paid 
to  stockholders.  Among  them  are: 

1.  Cash  dividend. 

2.  Stock  dividend.  Additional 
stock  is  issued  on  a  prorata  basis. 

3.  Elective  dividend.  Stockhold¬ 
ers  choose  either  cash  or  a  stock 
dividend. 

4.  Script  dividend.  This  is  paid 
in  note  which  may  be  redeemed  at 
a  later  date  for  cash. 

5.  Property  dividends.  These 
may  be  other  shares  of  stock  or 
bonds  owned  by  the  company. 

The  board  of  directors  possesses 
the  power  to  declare  dividends 
which  may  be  declared  only  out  of 
surplus.  Examine  your  state  law 
on  this  point.  As  a  general  rule, 
before  a  dividend  is  declared,  past 
operation  deficits  must  be  made  up. 
If  company  capital  is  impaired  by  a 
declaration  of  dividends  not  out  of 
surplus,  the  directors  are  held  re¬ 
sponsible  to  creditors  in  most 
states. 


(Continued  from  Page  72) 

lighting  and  wiring.  Many  clear 
diagrams,  sketches,  dimension- 
drawings,  and  illustrations  help 
make  planning  easier  .  .  .  and  cor¬ 
rect. 

The  intelligent  use  of  the  funda¬ 
mentals  of  good  planning  and  as¬ 
sociated  ideas  on  their  application 
presented  in  this  manual  will  result 
in  greater  convenience  and  pleas¬ 
ure  to  the  user  and  con.sequently, 


client  satisfaction. 

For  a  copy  of  “Kitchen-Laundry 
Design  Ideas,”  B-5866,  send  50c  to 
Better  Homes  Department,  West- 
inghouse  Electric  Corporation,  Box 
868,  Pittsburgh  30,  Pa. 

*  *  * 

Budget  Priced  Sectional 
Gkzrage  Door 

A  new  sectional  garage  door 
specially  designed  for  lower  build¬ 
ing  budgets  has  been  announced 
(Continued  on  Pagt  151) 
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OVERCOME 

PRICE 

RESISTANCE 

wilh 

^^aiUefk-Jiite 

REDWOOD  COMBINATION 
STORM  WINDOWS 

CERTIFIED  KILN-DRIED 
CALIFORNIA  REDWOOD 


SPECIALLY  TREATED  STAIN.  EXCLUSIVE  INTERLOCK  AND  VENTILATING  FEATURES. 
5  QUARTER  FRAME. 

PAPOOSE.  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION. 

IT'S  PRICED  FOR  VOLUME. 

EXCLUSIVE  TERRITORIES  OPEN  TO  ALERT  DEALERS  AND  DISTRIBUTORS. 

WRITE,  WIRE  or  PHONE 
DEPT  G-S 


MANUFACTURING  COMPANY 


B.  S.  Reporter 

(Continued  from  Page  146) 

Mr.  Schultz  will  be  in  charge  of 
all  Building  Products  Sales,  mer¬ 
chandising  and  district  manage¬ 
ment  activities  in  that  Region 
which  includes  23  territories  cover¬ 
ing  14  states  in  the  Midwestern 
United  States. 


15889  Schaefer 

Detroit  27,  Mich.  VErmont  6-2005 


E.  J.  Schultz 

A  native  of  Chicago,  and  former¬ 
ly  a  national  merchandise  manager 
with  U.  S.  Gypsum,  Mr.  Schultz 
has  had  wide  experience  in  build¬ 
ing  products  development,  mer¬ 
chandising  and  sales. 


GRACEFUL  -  STURDY 

DOOR  GRILLES 

FINEST  WORKMANSHIP 


$  -  ECONOMICALLY  PRICED  -  $ 


HEAT  TREATED 

ALUMINUM  EXTRUSIONS 
with 

EXTRA  HEAVY  BARS 
Reflectorized  Aluminum 

INITIALS 

Ask  for  Special  Prices 


Immediote  Delivery 


JASON  ALUMINUM  SPECIALTIES 
COMPANY — 115  Market  Street 
Youngstown,  Ohio 

Please  send  us  information  and 
price  list. 

Q  Dealer  □  Distributor  □  Mlg.  Rep. 


t  irm _ 

Citv 

State  _ 

^  - _ 

L.  A.  Piaff  Appointed 
By  Philip  Carey  Mig.  Co. 

Appointment  of  Lloyd  A.  Pfaff 
as  Production  Manager  of  Asbes¬ 
tos-Cement  Operations  for  the 
Philip  Carey  Mfg.  Company,  Cin¬ 
cinnati,  Ohio,  was  announced  re¬ 
cently  by  J.  W.  Humphrey,  presi- 


Fully  Guoronteed 


L.  A.  Pfaff 

In  this  capacity  he  will  be  in 
charge  of  operations  which  include 
the  manufacture  of  Careystone 
Corrugated,  Ceramo,  asbestos-ce¬ 
ment  siding  and  boards. 

Before  joining  the  Carey  organi¬ 
zation  in  1947  Pfaff  had  been  asso¬ 
ciated  with  The  Asbestone  Corpor¬ 
ation  and  The  Ruberoid  Company. 
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A  native  of  Joliet,  Illinois,  he  is  a 
graduate  of  the  University  of  Illi¬ 
nois  and  holds  a  Bachelor  of  Science 
degree  in  Civil  Engineering.  Pfaflf 
resides  with  his  wife  and  three 
children  at  1875  Wynnewood  Lane, 
Cincinnati. 


*  *  * 

Keystone  Alloys  To  Be 
At  Nersica 

Keystone  Storm-screen  Doors 
and  Windows  will  be  exhibited  at 
the  Nersica  show  in  San  Francisco 
September  20th.  Meet  your  friends 
there  at  Booth  13.  Keystone  Alloys 
Company’s  new  brochure,  “The 
Keystone  Story,”  is  off  the  press 
and  will  be  made  available  at  the 
show.  This  brochure  is  for  general 
distribution  and  can  be  had  upon 
request  from  the  factory  at  Derry, 
Pa.  Keystone  will  occupy  booth 
#13  at  the  show. 

*  *  * 

Long  Term  Contract  Signed 
With  Reynolds  Aluminum 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 

i  YOUR  SALES  VOLUME 

! 

I  The  best  quality,  finest 

engineered  door  in  the  trade. 


ir  Heavy  Corner  Construction 
•k  Top  Quality  Latch 
ir  Super  Heavy  Kick  Panel 
k  Storm  King  Door  Check 
k  Quick  Change  from  Glass  to  Screen 


★  Double  Locked  Inserts 
k  Simple  Bottom  Adjustment 
k  Stainless  Steel  Hinges 
k  Aluminum  Screen  Wire 
k  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwood  Door  ...  it  has 


Seymour  S.  Rosenhouse,  Secre¬ 
tary  of  the  U.  S.  Aluminum  Siding 
Corporation,  announces  the  sign¬ 
ing  of  a  large  volume  long  term 
contract  with  Reynolds  Aluminum 
to  guarantee  supply  and  quality  to 
their  Everlum  Dealers  all  over  the 
U.  S. 

This  is  another  forward  step  by 
U.  S.  Aluminum  Siding  Corpora¬ 
tion  in  their  progressive  policy  to 
lead  the  field.  A  young  organiza¬ 
tion,  they  first  made  their  impres¬ 
sion  in  the  industry  when  they 
came  out  with  their  “Everlum 
Deepast  Shadow  Line.”  And,  to  add 
to  the  complete  modernization  in 
aluminum  siding,  U.  S.  Aluminum 
now  provides  their  dealers  with 
two  types  of  Siding :  The  type  that 
uses  clips  in  application,  and  the 
type  that  interlocks  and  eliminates 
the  necessity  of  clips. 

The  result  of  all  this  movement 
and  keeping  ahead  of  the  field  is 
the  excellent  business  enjoyed 
through  the  past  year.  Centrally 
located  in  Chicago,  their  dealers 
reap  the  benefit  of  rapid  delivery 
and  cheap  freight  costs.  Yes,  for  a 


everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


I  THE 

I  ELLWOOD 

I  ALUMINUM  DOOR  GO.,  INC. 

I  Ellwood  City,  Penno. 

I  Phone  PLozo  8-7588 


new  company  breaking  into  this 
expanding  industry,  U.  S.  Alumi¬ 
num  Siding  Corporation  has  cov¬ 
ered  a  great  distance  in  a  very 
short  time. 

*  *  * 

H.  L  Smith,  Jr.,  Appointed 
NPA  Aluminum  Director 

Harry  L.  Smith,  Jr.,  Staff  Man¬ 
ager  of  Product  Sales  for  Alumi¬ 
num  Company  of  America,  was 
sworn  in  as  Director  of  the  Alumi¬ 
num  Division  of  the  National  Pro¬ 


duction  Authority,  U.  S.  Depart¬ 
ment  of  Commerce  in  Washington, 
D.  C. 

Announcement  of  Mr.  Smith’s 
appointment  to  succeed  T.  A. 
Lynch,  who  has  returned  to  his  as¬ 
sociation  with  the  Reynolds  Metals 
Company,  was  made  by  H.  B.  Mc¬ 
Coy,  NPA’s  acting  administrator. 
In  his  new  capacity,  Mr.  Smith  will 
be  on  loan  from  Alcoa  under  a  ro¬ 
tation  system  by  which  the  services 
of  experienced  industrial  person- 
(Continued  on  Page  150) 
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SCREENS 


BY 


DEXISON 


Here's  Where  It  Counts! 

Every  Screen  Guaranteed 

*  Every  Strand  in  Line 

*  Perfect  Mitres 

*  No  Bows 

*  No  Woves 

*  Wire  Drum  Tight 


Our  28  years  of  screening  experience 
guarantee  you  the  finest  screens  your 
money  can  buy.  Every  job  you  sell  is 
a  good  one.  No  call  backs,  no  apologies. 

Our  mechanics  are  all  former  top  me¬ 
chanics  of  Orange  Screen  Co.  Our 
screening  is  the  finest:  N.  Y.  Wire  Cloth 
Co.'s  "Aldura  Wire".  Our  screens  and 
sash  are  guaranteed  to  be  the  best  on 
the  market. 


< - - » 

Screens  and  Sash  for 

•  Jalousies 

•  Metal  Casement  Windows 

•  Double  Hung  Windows 

(Metal  or  wood) 

•  Porches 


Some  Distributorships  Still  Available 

Write  Today  For  Price  List 

Denison  Fabricating  Co. 


78  Main  St. 


ORange  6-0333 


East  Orange,  N.  J. 


DEALERS  Here's  How 

FOLDING  ALUMINUM 
AWNINGS  Help  You  SELL! 


Remarkably  low  in  cost. 

Adaptable  to  either  casement  or  double-hung 
windows. 

Easily  and  quickly  installed. 

Finger-tip  control. 

No  handling  expenses  for  putting  up,  toking 
down  or  storing. 

Complete  ventilation. 

Your  choice  of  colors. 

Modern,  complete  sales  program  available  to 
all  dealers. 


Patented  and 
Pats.  Pending 


Six  degrees  of  light 
control  available  by 
easy  adjustment  of 
awning. 


Half  closcdClosed  position 


CIvoicc  dealerships  now  available. 
For  complete  details  write  or  wire 


115  E.  Carson  Sf. 
Pitrsbirrgh  19,  Pa. 


B.  S.  Reporter 

(Continued  from  Page  149) 

nel  are  made  available  to  the  Gov¬ 
ernment. 

Mr.  Smith  graduated  from  The 
University  of  Pennsylvania’s 
Wharton  School  of  Finance  in  1914 
and  joined  Alcoa  later  the  same 
year  as  a  sales  apprentice  at  New 
Kensington,  Pa. 

Mr.  Smith  served  at  Alcoa’s  New 
Haven,  Conn.  Sales  Office,  where 
he  became  manager.  In  1925  he 
was  transferred  to  Detroit  in  a 
similar  capacity.  Two  years  later 
he  was  named  sales  manager  of 
permanent  mold  castings  and  forg¬ 
ings  at  Cleveland. 

Transferred  to  Pittsburgh  as 
product  manager  of  sheet  sales  in 
1944,  Mr  .Smith  was  advanced  a 
year  ago  to  his  present  position  as 
staff  manager,  product  sales. 

♦  ♦  ♦ 

Viking  Appoints 
D.  J.  Ahem 

Frank  Gibbons,  General  Sales 
Manager  of  the  Viking  Air  Condi¬ 
tioning  Corporation  of  Cleveland. 
Ohio  has  announced  the  appoint¬ 
ment  of  D.  J.  Ahern  as  New  Eng¬ 
land  States  and  New  York  City 
factory  sales  representative.  Mr. 
Ahern  takes  over  the  territory  of 
Jack  Green  who  returns  to  Cleve¬ 
land  to  join  the  Viking  sales  man¬ 
agement  staff.  Ahern  will  handle 
the  complete  Viking  line  of  heat¬ 
ing  and  cooling  products  including 
Blower  Packages,  Humidifiers, 
Fans,  Air  Conditioners  and  De¬ 
humidifiers. 

*  *  ♦ 

Viking  Appoints 
John  M.  Morton 

The  promotion  of  John  M.  Mor¬ 
ton  to  Assistant  Advertising  Mana¬ 
ger  has  been  announced  by  George 
0.  Gould,  Advertising  Manager  of 
the  Viking  Air  Conditioning  Cor¬ 
poration,  Cleveland,  Ohio,  national 
manufacturers  of  forced  air,  ven¬ 
tilating  and  air  conditioning  equip¬ 
ment. 

Mr.  Morton  joined  Viking  in 
1950  as  a  copywriter,  later  becom- 
(Continued  on  Page  168) 


150 


SEPTEMBER  1953  BUILDING  SPECIALTIES 


New  Products 

{Contmmd  from  Page  147) 

by  the  Frantz  Manufacturing  Co. 
The  new  No.  400  Series  Frantz 
Doors  include  many  of  the  proved 
construction  features  found  on  the 
famous  No.  200  Sectional  Doors. 

Available  in  two  sizes,  the  Frantz 
No.  400  Sectional  Door  fits  stan¬ 
dard  8'x7',  9'x7'  and  16'x7'  open¬ 
ings.  A  third  section  of  the  four 
section  modern  door  is  left  open 
for  installing  glass  or  solid  panels 
as  desired. 

An  exclusive  Frantz  Safety- 
Catch  prevents  door  rebound  and 
holds  door  completely  open  for 
100%  clearance.  Power  springs  do 
all  the  lifting;  just  a  touch  starts 
door  upward.  The  new  line  is  fac¬ 
tory  pre-fitted  for  easy  installation 
and  delivered  complete  with  hard¬ 
ware  and  easy-to-follow  instruc¬ 
tions.  For  full  details  write  Frantz 
Manufacturing  Co.,  Dept.  BS, 
Sterling,  Illinois. 

*  >K  * 

New  Leigh  Sliding 
Door  Hardware 

The  new  Leigh  Sliding  Door 
Hardware  offers  the  builder  and 
homeowner  a  low  cost  line  of  Slid¬ 
ing  Door  Hardware  for  2,  3,  and  4 
by-passing  door  installations.  %" 
or  1%"  thick  doors. 

It  is  so  designed  that  the  doors 
may  be  hung  and  adjusted  easily 
from  the  outside.  Once  adjusted  to 
fit  the  opening,  a  special  Lok-Tab 
is  set  and  the  doors  cannot  jump 
the  track. 

For  convenience,  each  set,  with 
everything  for  one  installation,  is 
packed  complete  in  a  heavy  ship¬ 
ping  tube.  Parts  are  made  of  heavy 
gauge,  zinc  plated  steel  with  solid 
brass  door  pulls. 

A  Facia  Strip  for  covering  the 
top  of  the  opening  can  be  fur¬ 
nished.  This  strip  cuts  down  the 
cost  of  installation  time.  A  special 
“STURDICO”  Wheel  assures  long 
life,  and  trouble-free  operation. 

{Continued  on  Page  152) 


Our  Dealers 

DON’TWORRY 

About  Business 

They  Sell 
Storm  Windows  at 
and  MAKE  MONEY 

Vwvy  any  size  aaW 

3 -Track 


F/eetwoOi 


All  Extruded  63ST 


AMERKA'S  FINEST  ENCINEERED  FUU  3-TRA(K  WINDOW 

•  STOP  losing  sales 

•  STOP  installation  headaches 

•  STOP  worrying  —  period 

•  START  having  piece  of  mind 

•  START  doing  it  the  easy  way 

WE  HAVE  THE  ANSWER— 

IT’S  YOURS  FOR  THE  ASKING 
Call  or  Wire  Now!!! 
for  Complete 
Information 


s 

T 

O 

R 

M 

W 

1 

Z 

A 


PHILADELPHIA.  Pa. 
2338  -  52  E.  York 
GArfield  6-6100 


What  will  outsell  wood  and  aluminum?  ?  ? 

JONSARNO  INC.  storm  windows  for  casement  type  windows 

ALL  IN  STAINLESS  STEEL 


1.  Show  case  sliding  storm  window. 

2.  Perfect  air  tite  seal. 

3.  Flexible,  resilient  metal. 

4.  A  Patented  window. 

5.  Price  is  right. 


6.  Exclusive  franchise. 

7.  BIGGER  PROFITS. 

8.  Product  that  will  draw  more  salesmen 

9.  SOLD  SINCE  1940. 

10.  No  stirage,  all  year  insulation. 


The  window  with  the  VELVET  GLIDE,  which  gives  you  smooth  operation 

ALL  THIS  AIVD  STAINLESS  STEEL  TOO  !  !  ! 

For  more  information  phone  BAytide  4-2400 

or  write  JONSARNO  INC.,  Mff. 

210-03  48th  Avenue,  Boyside,  L.  I.,  N.  Y. 
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^  ^  offers  you  the  best  Storm  and 

CXCCfJCdC  Screen  Door  Hardware! 


oidcaioK  and 

^/£^aia£cfv^A. 


Available  as  a  unit 
or  In  complete  kits  including 


Available  with  or  without  key 
locking.  Simple  three  5^6"  hole 
installation.  Adjustable  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
steel  bolts  and  case  with  pressure 
cast  aluminum  handles. 

closer,  chain  and  hinges 


HINGES  No.  to  STORM  DOOR  CLOSER  R  PROTECTOR 

PkrtaderStoinloti.Engincarad  wMi  chain  hoM-up*pring.  SoM-Lubricoiad. 

I#  yovr  raqwiramonfs.  10  yoor  Ouoronlaa. 


IDEAL  BRASS  WORKS,  Ihc.  •  250E.5lhST.,ST.PAUL1,MINN. 


New  Products 

{Continued  from  Page  151) 

Leigh  Building  Products  Divi¬ 
sion,  Air  Control  Products,  Inc., 
Dept.  BS,  Coopersville,  Mich. 

New  Line  Of  Direct 
Drive  Fans 

A  new  line  of  direct  drive  fans  is 
now  available  ranging  from  14  to 
36  in.  blade  diameter,  with  capaci¬ 
ties  from  1,585  to  12,400  Cfm.  The 
units  can  be  used  for  exhaust  pur¬ 
poses  in  kitchens,  attics,  laborato¬ 
ries,  etc.  Called  the  model  MDA, 
the  units  have  totally  enclosed  mo¬ 
tors  with  motor  mountings  con¬ 
cealed  from  room  view.  Made  by 
Herman  Nelson  Div.,  American  Air 
Filter  Co. 

0  0  0 

3  New  Pneumatic 
Impact  Wrenches 

Three  new  Mall  Pneumatic  Im¬ 
pact  Wrenches  offer  capacity, 
power  and  size  to  meet  individual 
needs,  for  all  tightening  or  remov¬ 
ing  of  bolts  and  nuts,  for  removing 
of  broken  cap  screws  and  studs. 


.  .  .  incorporates  the  most  advanced  engineering 
features  in  aluminum  storm  window  design  .  .  . 
...  at  the  lowest  price  in  the  field! 

*  Inserts  slide  on  roller  bearings  *  No  springs,  external  clips  or  gimmicks 
of  any  kind  *  Completely  concealed  handles  *  100%  extruded  aluminum 

*  welded  corners  *  Non-removable  tracks  *  Custom-made  to  specification 
requirements  *  Installed  effortleuly  an  .  .  .  Overlap  Western  Type  open¬ 
ings,  Blind  Stop  and  Overlap  Eastern  openings. 

Available  under  Andrea's  Unique  Prefabrication  K.  O.  Plan  or  Assembled, 
write,  wire,  phone  for  full  detail'. 


1 83  Horton  Avenue 


1  They  do  tapping,  are  ideal  also  for 
reaming  and  for  driving  and  re¬ 
moving  of  lag  screws  and  screw 
spikes.  The  Model  PW-5014S,  the 
“Squatty,”  takes  bolt  or  nut; 
its  spindle  has  %"  square  drive; 
speed  is  1600  rpm  at  90  psi. 

The  Model  PW-4012P  takes 
bolt  or  nut;  spindle  has  %"  square 
drive;  speed  is  1300  rpm  free  at 
I  90  psi.  Model  PW-308P  has  capac¬ 
ity  of  V2"  bolt  of  nut;  spindle  has 
1/2"  square  drive;  wrench  has  free 
speed  of  1400  rpm  at  90  psi. 

All  three  models  have  five  vane 
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rotary  type  air  motor,  built-in 
automatic  oiler,  and  pin  lock. 

Mall  Tool  Company,  Dept.  BS, 
7725  South  Chicago  Ave.,  Chicago 
19,  Illinoi.s. 

*  * 

Thermoglare  Film  and 
Thermoglare  Sheet 

A  new  simple  method  to  provide 
protection  against  solarheat,  glare 
and  ultra  violet  rays  is  to  spray 
window  panes  w’ith  Thermoglare 
plastic  film  as  shown  here.  One  ap¬ 
plication  with  a  spray  gun  is  suf¬ 
ficient  to  coat  the  window  for  years 
since  Thermoplastic  film  is  weath¬ 
er  resistant. 


Peerless  Grille  Co. 

8811  Foster  Avenue  Brooklyn  36, 
Nightingale  9  3845 


FOR  COMPLFTE  INFORMATION 
AND  PRICE  LISTS 
call  NIghtingdale  9-3845 
OR  MAIL  COUPON 


Available  in  three  scientifically 
balanced  colors,  blue-green,  light 
gray  and  frosty  white,  the  new 
product  has  been  used  extensively 
on  different  types  of  buildings  in¬ 
cluding  factories,  schools  and 
homes,  in  .southern  states  where 
field  te.sts  have  been  conducted  for 
the  past  three  years. 

Thermoplastic  film  and  its  com¬ 
panion  product.  Thermoplastic 
sheet,  a  solid  sheet  plastic,  are  now 
being  introduced  to  the  market  on 
a  national  scale  by  Eastern  Indus- 


GRILLES  OF  FINEST  EXTRUDED  ALUMINUM 
WITH  GLEAMING  MIRROR  LIKE  FINISH  OR 
SPARKLING  IRIDESCENT  COLORS  AS  DESIRED 


Peerless  Door  Sweep 


•  Distinctive  New 
Styling 

•  Immediate 
Delivery 

•  Low,  low 
Prices 


PEERLESS  GRILLE  CO. 

8811  Foster  Ave.,  Brooklyn  36,  N.  Y. 

Please  send  information  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Mail  Slot  □  Grilles 


Firm 


Address 


Peerless  Mail  Slot 


Grillet  Illustrated  Are  Available  With  Or 
Without  Cast  Aluminum  Initials 


City 


Zone. .  .  .  State 


trial  Services,  Inc.  of  Cambridge, 
Mass. 

*  *  Sc 

New  Ball-Bearing  Turn 
Table  Takes  800  Lbs. 

The  new  Indola  Goliath  turn¬ 
table  has  just  been  placed  on  the 
market  by  The  Borneo  Sumatra 
Trading  Company,  Inc.  of  New 
York  City. 

Custom  built,  with  precision-en¬ 
gineered  performance,  the  Goliath 
ball  bearing  raceway  turn-table  is 
(Continued  on  Page  154) 


XCW!  GENERALS  au  welded 

all  fully  extruded  aluminum 

3-Track  storm  and  Screen  window 

.  .  .  the  most  advanced  design  in  the  field!  The  new 
General  3  track  is  precision  fabricated  and  “priced" 
right  for  quick  soles  and  big  profits! 

CHECK  THESE  “SELL"  FEATURES! 

e  Welded  square  corners 
e  Positive  locking  device 
#  Self-storing  inserts 
e  All  aluminum  screening 
e  Easy  to  install 
e  Service  free 

Immediate  Delivery 

K  D  or  Assembled  —  Dealer  and  Distributor  Inquiries  Invited 
Write,  Phone  or  Wire  for  Profit-Making  Details  Today! 

GENERAL  SCREEN  AND  SASH,  INC. 

Stewaii  &  Fulton  Ave.,  Garden  City  Park,  L.  I.  GArden  City  7-8204-871 1 
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Visit  Our  Booth  No.  29  New  Products 

at  the  NERSICA  SHOW  (Continued  from  Page  153) 


in  Son  Francisco 
September  21-22-23 


See  the  JASCO  STORY 
UNFOLD  .  .  . 

a)  BEHER  PRODUaiON 

Plant  No.  4  soon  ready. 

b)  BEnER  SERVKE 

Modern  Traffic  Controls. 


c)  BEHER  FEATURES 

New  patented  developments. 


d)  BEHER  PROHOTION 

Terrific  national  advertising  program. 

e)  BEnER  QUALITY 

Aluminum  parts  made  on  our  own  ex¬ 
trusion  equipment. 


3  chaimel 


100%  EXTRUDED  ALUMINUM 

3  CHANNEL 

combination 

SCREiN&  STORM 
WINDOWS 

Write  for  literature  and  details 
on  distributorship  franchise  for 
JASCO  WINDOWS  and  DOORS 
'Patent  Pending 


JlSICO  ALUMINUM  PRODUCTS 

CORPORATION 

2099  Jericho  Turnpike 
'  New  Hyde  Park,  L.  I.,  N.  Y. 

Telephone  Fleldttone  7-8703 


j  rated  to  carry  up  to  800  pounds, 
I  and  to  support  a  disc  up  to  6  feet 
in  diameter,  wtih  a  balanced  load. 
Goliath’s  friction-drive  principle 
insures  that  precision  gearing  will 
not  suffer  if  unit  is  over-loaded, 
off-balance  loaded,  or  stalled.  The 
turret  type  ball  bearing  raceway 
is  equipped  with  1/2"  bearing  balls 
and  takes  100  of  the  thrust 
weight. 


There  is  no  shaft  to  cause  fric¬ 
tion,  no  excessive  wear,  no  over¬ 
heating,  no  burning  out,  if  stalled 
for  any  reason. 

Goliath’s  dome-shaped  casting 
makes  it  ideal  for  outdoor  use  and 
provides  complete  protection 
against  all  weather  conditions. 
Discs  can  be  easily  mounted  to  the 
top  of  the  unit  by  bolting  into 
threaded  holes  in  the  casting.  The 
model  shown  in  the  picture  is  also 
available  with  collector  rings  for  a 
15  amp  light  source. 

For  orders  and  information 
write  to  Henry  Berg,  Borneo  Su¬ 
matra  Trading  Co.,  Inc.  Dept.  BS, 
120  Wall  Street,  New  York  5,  New 
York. 

*  *  * 

New  Marco  V8  Ventilating 
Fan  Moves  Volumes  of  Air 

It  has  taken  over  two  years  of 
laboratory  research  to  develop  a 
compact  fan  that  does  a  superior 
job  and  yet  can  be  produced  at  low 
cost.  The  best  features  of  the  squir¬ 
rel  cage  blower  and  the  axial  flow 
blade  are  combined  in  the  new 
Marco  V8  Fan.  Maximum  air 
movement  is  accomplished  by  a  sci¬ 
entifically  designed  blade  propelled 
by  a  forceful  floating-power  motor, 
engineered  for  efficiency  and  quiet 
operation. 


Dealerships 

still  available  for 

PERA/IALUM 

in  many  lucrative 
territories. 


W 


EATHER8HIB1 

CORPORATION 

J - L 


600  East  Tenth  Street,  Chester,  Pennsylvania 

Distributors  for 

PERA/iALUM 

windows  and  doors. 


For  Eastern  Pennsylvania, 
Southern  New  Jersey  and 
the  Delmarvia  Peninsula. 


W  A  N  T  E  D 

MANUFACTURERS  OR 

SALES  REPRESENTATIVES 

for  all  parts  of  the  country 

•  New  England 
•  South 

•  Mountain  States 
•  Middle  Atlantic 
•  Midwest 
•  Far  West 

TO  SET  UP  K.D.  DISTRIBUTORS  ON 
A  TOP  QUALITY  ALUMINUM  COM¬ 
BINATION  STORM  AND  SCREEN 
WINDOW 

Write  Full  Particulars 
BOX  422 

BUILDING  SPECIALTIES 

425  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y. 
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The  V8  blade  is  of  special  alu¬ 
minum  alloy  for  lightness  and  dur¬ 
ability.  All  V8  parts  are  easily  ac¬ 
cessible  for  fast  installation. 
Loosen  one  easy-to-reach  screw 
and  the  J-Box  cover  slides  out, 
leaving  the  J-Box  wide  open  for 
wiring. 


After  plastering,  the  pre-wired 
motor  plugs  into  a  handy  recep¬ 
tacle.  The  complete  Marco  V8  Fan 
unit  is  only  SVi"  thick.  Standard 
finishes  are  chrome  and  white 
enamel ;  brass  and  copper  are 
available.  Motor  specifications:  110 
Volts,  60/ 50c,  100  Watts.  Dis¬ 
charge  rating :  .S50  CFM ;  Free  Air, 
800  CFM. 

Marvin  Manufacturing  Com¬ 
pany,  Dept.  BS,  3071  East  12th 

Street,  Los  Angeles  23,  California. 

*  *  * 

Sliding  Glass  Doors 

Frank  B.  Miller  Manufacturing 
Company,  Burbank,  California,  for 
the  past  four  years  has  been  manu¬ 
facturing  sliding  glass  doors  and 
windows  for  residential,  institu¬ 
tional  and  commercial  installation. 


These  sliding  glass  doors  are 
made  in  23  standard  types  to  ac¬ 
commodate  *4  inch  plate  or  crystal 
glass.  They  are  also  available  in 
three  types  of  five  standard  sizes 
to  accommodate  dual  glazing.  Mil¬ 
ler  produces  specialty  doors  such 
(Continued  on  Page  156) 


DON’T  OVERLOOK  THE 

ASBESTOS-SIDED  HOUSE 

...THERE'S  MONEV  IN  IT  FOR  YOU! 


•  NO  INVESTMENT 
IN  EQUIPMENT 

•  BRUSH  APPLICATOR 

•  EXCEPTIONAL 
PROFIT  STRUCTURE 


DEWATEX  MFC.  CORP. 

424  W.  42nd  Street 
New  York  36.  N.  Y. 

LO  3-6527 


Your  customers  will  be  grateful  to  you  for  mak¬ 
ing  Shingle-S«al  available  to  them.  For  Shingle- 
Secl  restores  original  pride  in  a  beautiful  home 
as  it  brings  back  the  protection  and  charm 
they  enjoyed  in  asl>estos  sidi^.  Don't  overlook 
this  vast  market  .  .  .  look  into  it  today  and 
start  making  money  tomorrow! 


I  DEWATEX  MFC.  CORP. 

I  424  West  42nd  St..  N.  Y.  C. 

I  Please  send  information  on  SHINGLE-SEAL. 

j  We  are  . .  .... 

I  Type  of  Operation 

■  Name  . 

I  Address  . 

■  City  &  State  . 


Naimf2iaie 


Protection  and  beauty  that  is  distinctly  in¬ 
dividual.  You  lock  the  name  of  sliding  let¬ 
ters  and  numerals  permanently  into  place  in 
a  matter  of  m.nutes.  Only  one  size  to  stock. 
Fits  all  3i  doors.  S'mply  cut  off  ends  for 
narrower  s  zes.  Available  also  with  scrolls  on 
top  bar  only  or  plain,  without  scrolls.  Write: 


HEmlock  2709 

DUNCAN-MORRiS  CO. 

48  N.  Valley  St. 
AKRON  3,  OHIO 
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CLAD  ALUMINUM 

Standard  Aluminum  Insect  Wire  Screening  can 
be  told  by  you  with  confidence.  Will  not  stain 
or  discolor  woodwork  or  masonry.  Improves 
home  appearance.  Light,  strong,  durable  and 
pleasing  to  the  eye. 

GALVANIZED  STEEL 

Standard  Electro  Galvanixed  Insect  Wire 
Screening,  made  of  specially  selected  copper 
bearing  steel  wire,  gives  strength  and  rust  re¬ 
sistant  qualities. 

QUALITY  BRONZE  | 

standard  Bronxe  Insect  Wire  Screening,  both 
Bright  and  Antique  finish,  woven  from  high¬ 
est  quality  commercial  bronxe  wire  of  90-10 
analysis  (90%  Copper,  10%  Zinc  Alloy)  com¬ 
bines  beauty,  hardness,  strength  and  resistonce 
to  atmospheric  conditions. 

It  pays  to  sell  STANDARD — top  quality  insect 
wire  screening  for  every  requirement! 


STANDARD  WIRE  CLOTH 
&  SCREEN  COMPANY 

YORK,  PA. 


New  Products 

(Continued  from  Page  155) 

as  Exterior  Sliding,  Wall  Recess,  i 
Multiple  Track  and  Flush  Track,  j 

Miller  Doors  are  equipped  with  ; 
full-grip  handles  in  solid  brass  for  I 
exterior  and  interior  decoration.  ! 
They  are  made  of  heavy  14  gauge 
welded  steel  construction  and  are  | 
bottom  roller  type  with  adjustable  j 
ball-bearing  grooved  bra.ss  rollers  | 
plus  stainless  steel  roller  track.  | 
Miller  Doors  incorporate  several  j 
exclusive  features,  including  me-  ! 
chanical  weather  seal  and  double 
acting  top  guides. 

There  is  an  illustrated  catalog  • 
available  showing  different  types  ■ 
of  construction  and  installation 
features.  One  will  be  sent  immedi-  ; 
ately  upon  request  by  writing  to  | 
the  Frank  B.  Miller  Manufacturing 
Company,  Inc.,  Dept.  BS,  3216  Val¬ 
halla  Drive,  Burbank,  California.  ^ 
♦  ♦  ♦ 

New  How-Ell-Dor  Installations 
Instruction  Chart 

A  new,  simplified  17"  x  22"  gar-  j 
age  door  Installation  Instructions  | 
Wall  Chart  has  been  prepared  by 
the  Howell  Manufacturing  Com-  : 
pany,  makers  of  sectional  residen-  ^ 


tial  and  commercial  How-ell-dors,  i 
The  instruction  sheet  illustrates  i 
the  progressive  labor-saving  steps  | 
to  be  taken  in  installing  a  How-ell- 
dor,  which  now  features  the  How- 
ell-tite  Track  that  assures  complete 
weather  protection  and  tite-seal 
garage  door  closure. 

A  particularly  noteworthy  illus-  I 
tration,  enclosed,  identifies  each  of  i 
the  precision-manufactured  hard-  i 
ware  components  of  the  door.  | 


IS  YOUR 
PROFILE 
HERE?  ^ 


BETTER 
SEAL  FOR 


No  matter  how  good  your  storm  window, 
your  customer  won’t  be  satisfied  unless  it 
seals  permanently  against  dust,  drafts, 
and  moisture.  Detroit  Macoid  can  give  you 
increased  customer  satisfaction  through 
a  BETTER  PROFILE  that  makes  a  BETTER 
SEAL.  Macoid  was  the  first  American  firm 
to  extrude  vinyl.  With  their  years  of  expe¬ 
rience,  combined  with  the  most  modern 
facilities  available,  Macoid  can  design, 
compound,  and  extrude  your  profile  in 
any  length— in  any  degree  of  hardness, 
flexibility,  or  color.  Macoid  will  send  you 
an  immediate  quotation  upon  receipt  of 
your  profile  sketch. 


AT  NO  EXTRA  COST-FUNOI  PROnCTION 

Because  we  compound  the  materials  in 
our  own  plant,  we  will  ineorporatu  a  fungi- 
eklq  at  ho  extra  cost. 


DETROIT 


CORPORATION 


12340  CLOVERDALE 
DETROIT  4,  MICHIGAN 
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Write  the  Howell  Manufacturing  ' 
Company,  Dept.  BS,  Cottman  St.  & 
Hasbrook  Ave.,  Philadelphia  11, 

Pa.  for  your  FREE  copy. 

«  *  # 

New  Moving  Electric  Sign 
and  Turntable  Combination 

The  Borneo  Sumatra  Trading 
Company,  Inc.  of  New  York  City 
announces  the  introduction  of  the 
new  Indola  Movielux  motion-mes¬ 
sage  display. 

The  Indola  Movielux  combines 
motion,  light,  and  color  to  display  : 
merchandise  and  tell  a  sales  story  ' 
— in  less  than  2  square  feet  of  dis¬ 
play  space.  Like  the  moving  elec¬ 
tric  sign  around  The  New  York 
Times  building,  Movielux  cashes  in 
on  the  fact  that  the  human  eye  in-  i 
stinctively  follows  light  and  mo-  | 
tion. 


The  moving  sign  works  like  this : 
your  selling  message  is  flashed  in 
bright  colors  5  times  a  minute,  by 
means  of  a  punched  tape  moving 
between  a  light  source  and  a  spec¬ 
trum.  Tapes  are  available  in  any 
quantity  and  can  be  punched  with 
your  choice  of  message  for  any  and 
all  products.  The  message  tapes  i 
contain  64  characters  per  tape —  j 
are  inexpensive — and  are  easily  in-  ; 
terchangeable  in  a  matter  of  sec¬ 
onds. 

The  revolving  transparent  plas¬ 
tic  turn-table  is  mounted  above  the 
moving  sales  message.  There  is  ; 
ample  room  to  display  a  wide  vari-  | 
ety  of  products  on  the  turn-table.  | 
You  can  change  products  and  I 
change  message  tapes  to  displa>  i 
your  entire  line. 

The  new  Indola  Movielux  can  be 
used  to  excellent  advantage  ai  I 
Trade  Shows,  in  Store  Windows,  in 
Show  Windows,  and  as  a  Counter  j 
Display. 

For  orders  and  information 
write  to  Henry  Berg,  Borneo  Su-  ; 
matra  Trading  Co.,  Inc.  Dept.  BS,  j 
120  Wall  Street,  New  York  5,  New 
York. 

(Continued  on  Page  159) 


SPECIALTY  DISTRIBUTOR 


you  have  sold:  vacuum  cleaners,  pots  and  pans, 
aluminum  windows,  roofing  or  similar  specialties. 

you  have  had  a  successful  sales  background  and  think 
you  are  capable  of  management 

perhaps  you  are  ready  for  a  real  opportunity 
with  Aristocrat. 


IF 
IF 

THEN 

im  TO  ARISTOCRAT  for 

QUALITY  PRODUaS 

engineering.  Delivery  is  prompt 

SALES  KNOWHOW 
HIRING  &  TRAINING 
ADVERTISING 


The  Aristocrat  3  in  1  Self-Storing  Aluminum  Combi¬ 
nation  Storm  &  Screen  Sash  is  a  masterpiece  of 
insuring  you  quick  completions  and  excellent  radiation. 

Top-notch  field  directors  follow  the  men  we  train 
for  you  into  the  field  and  show  your  men  how  to  sell 

Our  most  unique  hiring  and  schoolroom  training 
methods  are  placed  at  your  disposal. 

A  complete  advertising  staff  with  the  largest  direct 
mail  system  in  the  industry  insures  yaur  lead 


production. 

You  owe  it  to  yourself  to  learn  the  facts  about  this  unbeatable  combi¬ 
nation  of  Production  and  Sales  knowhow.  CALL  or  WRITE  TODAY  and 
arrange  to  see  for  yourself. 

ARISTOCRAT  SALES  CORPORATION 

139  Van  Winkle  Avenue,  Garfield,  N.  J.  GRegory  3-1070 

Manufactured  by  Consumers  Insulation  Co.,  Garfield,  N.  J. 


Sizes  4"  -  12"  -  16"  -  26",  for  either 
front  or  rear  door. 

With  or  without  provision  for  initial. 
Initials  also  available. 


Prices 

guarar 


guaranteed  right  I 
teed  highest ! 


Quality 


ENTRAL  CRAFTS, 

/y  y 


SPECIAL  INTRODUCTORY  ORDER: 
INC.  Assortment  of  12  most  popular  sixes 
and  styles  of  grilles  —  oil  different  — 
wholesale  value,  $40.00  —  for  only 
SALES  OfFICES:  mo  BROADWAY  »K“ 

NEW  YORK  I,  Pt.  T.  satisfM.  Order  today.  Limit  one  pock- 
MUrray  Hill  5-1221-1222  age  to  customer. 


In  the  CORONET  line  of  grilles  the  ancient 
lacy  ironwork  gates  hove  been  translated  into 
modern  aluminum.  But  the  handcrafted  quality 
is  still  there  .  .  .  along  with  the  strength  and 
solidity.  That's  why  CORONET  GRILLES  hove 
no  equal  .  .  .  why  they  belong  to  the  "elite" 
in  everything  but  price. 


..GET  LINED  UP.. 

Attention  ? 

distributors  ^ 
&  mfrs.  reps.!  ® 

Due  to  expanding  production,  ^ 
some  important  BIG  MARKET  ^ 
exclusive  territories  are  open  on  ^ 
an  exceptionally  attractive  and  * 
lucrative  basis.  Contact  us  at  3 
once  to  learn  the  BIG  MONEY  o 
details. 


a 

GRILLE 
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Drawing  above  shows  the  decorative  and  practical  aspects  of  a  metal  awning  used  as  a 
shelter  for  a  car. 

Iliustration  courtesy  Cooi-Hay  ,Awni:i(i  of  Rosenhlum  Hros,  Co. 


advantages  that  no  intelligent 
salesman  vv^ill  fail  to  stress  in  his 
sales  talk  to  the  home  owner.  This 
type  of  installation  can  serve  both 
as  a  car  port  and  as  a  patio  cover. 
During  the  warm  months  of  the 
year  this  covered  space  affords  ex¬ 
cellent  protection  against  the  sun, 
shades  windows  on  that  side  of  the 
house,  and  provides  a  cool,  shady 
spot  where  children  may  play  out 
of  doors  during  the  heat  of  the  day 
and  where  adults  can  relax  on 
weekends. 


Car  Ports 

(Continued  from  Page  41) 

more  it  is  very  attractive  to  .some 
customers  and  helps  facilitate  a 
sale.  Since  many  awning  dealers 
are  also  selling  ornamental  iron, 
this  is  a  very  natural  combination. 
Of  course,  if  the  house  has  had  a 
previous  installation  of  ornamental 
iron,  it  is  desirable  that  the  design 
of  the  awning  supports  match  that 
or  the  iron  elsewhere  on  the  house. 

The  awning  car  port  has  certain 


PRE  TESTED  WEATHER  WIZARD 
63ST5  100%  EXTRUDED 
ALUMINUM  STORM  WINDOWS 


Now  Ready  for  National 
Distribution  — 
Immediate  Delivery 


THESE  FEATURES  WILL  HELP  YOU 
SELL: 


•  The  fineM  dual  track  window 
made  in  Amerit-a  today 

•  Moatinft  Frame 

•  Interlorkinp  Panels  and 

Lip  Overlaps 

•  Pressure  knuhs 

•  Weep  Holes 

•  411  Almninuni  Screen 


from  sub-zero  to  above  125^F. 
Cycle  tests  of  250,000  openings  or 
15  years  of  normal  service  were 
made  and  carefully  checked  for 
wear,  leakage,  and  function. 

The  unit  uses  in  sealing,  the  “0” 
Ring  or  “Toroid”  seal,  a  most  in¬ 
genious  and  simple  automatic  pack¬ 
ing,  developed  during  World  War 
II  for  the  United  States  Army  and 
Navy  Air  Forces.  This  method  of 
hydraulic  sealing  is  now  used  al¬ 
most  exclusively  on  military  air¬ 
craft,  because  of  its  simplicity  and 
efficiency. 

This  new  door  check  which  has 
recently  been  made  available  to  the 
Storm  Door  Industry  contains  sev¬ 
eral  other  new  features  not  found 
in  existing  door  checks.  The  unit 
on  which  the  patent  rights  are 


Keystone  Alloys 

(Continued  from  Page  72) 


The  new  check  is  a  revolutionary 
departure  from  the  standard  hy¬ 
draulic  door  closer,  which  for  many 
years  has  been  used  mainly  for 
prime  door  installations.  By  em¬ 
ploying  the  compression  spring, 
rather  than  the  torque  type  spring, 
the  body  is  made  much  shorter 
than  the  older  type.  It  is  mounted 
on  the  door  jamb  instead  of  the 
door  itself,  thus  allowing  a  more 
secure  and  universal  installation. 
The  installation  is  simple  and  fool¬ 
proof. 

Severe  tests  were  made  under 
extreme  conditions.  It  was  found 
that  the  unit  operates  efficiently 


Shipped  “ai»  you  like  it' 
(Completely  asrembled, 
semi  Kl)  or  Kl) 


Kona  Fide  Distributors  and 
Franchise  Dealers 
Write  Today 
fur  Further  Information 
and  Brochure. 


tAnm 

lizard^ 


50  Tulip  Place 

Garden  City  Park,  long  Island 
GArden  City  34320 
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WEATHER  WIZARD  “PERFECTED” 
HDRIZONTAL  SLIDING 
PRIMARY  WINDDW 

Now  Ready  for  National 
Distribution  — 
Immediate  Delivery 

THESE  FEATURES  WILL  HELP  YDU 
SELL  THE  WEATHER  WIZARD 
PRIMARY  WINDDW: 

•  Finger  Tip  Sliding  Control 

•  JiflFy  Lightweight  Take-out 
Panels 

•  Class  set  in  Special  tilazing 
Channels 

•  Master  F'rame  (htiiipletely 
Beveled 

•  1(K)%  Fully  F-xtrude<i  63ST.i 
Aluniinuni 

•  Stainless  steel  'X  eather  Stripping 

•  Priced  right  for  Volume  Sales 
anil  (iood  Profit  Margin 

Shipped  “as  you  like  it” 
Completely  assemhied. 
semi  kl)  or  kl) 

All  Sizes  in  Stock 

Kona  Fide  Distributors  and 
F'eanehise  Dealers 
Write  Today 
for  F’urther  Informal  ion 


50  Tulip  Place 

Garden  City  Park,  Long  Island 
GArden  City  3-4320 


reserved  carries  a  guarantee  with 
it. 

The  new  closer  is  manufactured 
by  Keystone  Alloys  Company, 
Derry,  Pa.  and  is  called  the  Key¬ 
stone  Hydraulic  Klo-Shure  Door 
Check.  (Copyright  U.  S.  Patent 
Office,  Patent  Rights  Reserved.) 


New  Products 

(Contitiued  from  Page  157) 

New  Redwood  Surround 
For  Per-Fit  Windows 

Per-Fit  Products  Corporation, 
Indianapolis,  Indiana,  manufac¬ 
turers  of  Per-Fit  and  Best-Vent 
aluminum  windows,  announce  a 
new  redwood  surround  for  Best- 
Vent  windows.  Designed  especially 
for  dry-wall  or  gypsum  lath  con¬ 


struction,  the  new'  surround  pro¬ 
vides  wood  return,  interior  and  ex¬ 
terior  trim,  the  sill  and  stool  in  one 
complete  package.  Shipped  knock¬ 
ed  down,  it  is  said  the  new'  sur¬ 
rounds  may  be  completely  caulked  ' 
and  assembled  on  the  job  even  by 
the  most  inexperienced  man  in  less  * 
than  three  minutes.  The  individual 
sections  are  so  designed  that  incor- 
i  rect  assembly  is  impossible. 

*  *  ♦  j 

Kawneer  Mass  Produces  ' 
I  Aluminum  Marquees 

I  For  the  first  time  in  the  history 
of  the  construction  industry  Kaw- 
I  neer  Company  is  mass-producing 
j  an  all-aluminum  marquee  for  na- 
'  tional  distribution. 

The  new  sunshade  and  weather 
protector — Kaw'neer’s  W-marquee 
iC 071  tinned  on  Page  160) 


WEATHER  WIZARD 
NEW  “PRESTIGE” 

63ST5  100%  EXTRUDED 
ALUMINUM  STORM  DOOR 

Now  Ready  for  National 
Distribution  — 
Immediate  Delivery 

A  High  Quality  Door  at  a  .  .  . 
LOW  LOW  PRICE 

You'll  love  the  profit  margin  ! 

THIS  DOOR  WILL  SELL 
AND  RE-SELL  ITSELF. 

shipped  “as  you  like  it” 
(Completely  assembled. 

^emi  kD  or  kl) 

Bona  Fide  Distributors  and 
F'ranehise  Dealers 
Write  Today 
for  Further  Information 


50  Tulip  Place 

Garden  City  Park,  Long  island 
GArden  City  3-4320 
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New  Product's 

{Continued  from  Page  159) 


will  excite  contractors  and  buyers 
alike.  With  its  lightweight,  durable 
construction  and  distinctive  lines, 
the  W-marquee  may  well  be  ranked 
among  the  best  contributions  to  tne 
building  industry  of  1953. 


Offers  the 


3-TRACK  EXTRUDED 
ALL-ALUMINUM 


Jarene  "B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  all  windows— wood, 
steel  or  aluminum. 


Designed  to  adapt  to  any  type 
building  and  to  any  type  construc¬ 
tion,  Kawneer’s  marquee  is  as  con¬ 
temporary  as  other  Kawneer  store¬ 
front  and  entrance  products  used 
on  modern  buildings  throughout 
the  world.  Although  it  plays  a 
prominent  part  in  the  building  de¬ 
sign,  the  marquee  retains  the  clean 
lines,  high  quality  finish,  and  excel¬ 
lent  engineering  so  characteristic 
of  other  Kawneer  products. 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 


For  New  England  and 
East  Coast  States 


Cost*  to  little  -  -  Adds  so  MUCHI 


Fenestra  WindoWalls  Now 
Obtainable  from  Warehouse 

Fenestra  WindoWalls  are  avail¬ 
able  from  warehouse  stock 
throughout  the  country  in  several 
sizes.  Types  are  furnished  with  or 
without  ventilators. 


DISTRIBUTORS 

DEALERS 


Don’t  pass  up  profitable  custom 
built  screen  jobs.  Let  us  solve  your 
screen  problems.  We  specialize  in 
the  manufacture  of  Custom-Built 
Tubular  or  Extruded  Aluminum 
Screens,  making  it  possible  for  you 
to  furnish  screens  regardless  of 
unusual  conditions. 


Available 

Knocked  Down,  Lengths, 
or  Fully  Assembled 

Check  These  PLUS  Features: 

V  Built-in  Weather  Stripping 

V  Easy  to  assemble.  Use  screw  driver  and 
screen  roller.  That’s  all! 

V  Made  of  heavy  extruded  metal 

V  All-Aluminum  screening 

V  Engineered  perfectly 

V  Takes  less  storage  space 

V  Reduces  shipping  costs 

V  Prompt  delivery 


INVeSTIGATF  THIS 
FASTER-SELLING 
PROFIT  MAKER! 


Mats  and  Literature  available  for 
sales  promotion. 

Manufactures  exclusively  in  our  own  plant.  Write 
or  phone. 


Example:  Extruded  Alum.  Wicket 
Screens  for  Pre-war  Simplex  Case¬ 
ments,  Projected  Sash,  etc. 


The  new  WindoWall  units  can 
easily  be  glazed  with  stock  sizes  of 
1/2"  insulated  glass,  as  provided  by 
various  glass  manufacturers.  Dou¬ 
ble  strength  or  plate  glass,  if  pre¬ 
ferred,  can  also  be  used. 

Descriptive  catalog  sheets  show¬ 
ing  types  and  sizes  and  illustrating 


STEEL  WINDOW  PRODUCTS  CO, 

550  NASSAU  ROAD 

ROOSEVELT,  L.  I.,  N.  V. 
FRaeport  9-3401 
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some  typical  ventilated  units,  also 
a  typical  installation  detail,  are 
available  by  writing  Detroit  Steel  , 
Products  Company,  Dept,  BS,  3281  i 
Griffin  Street,  Detroit  11,  Michi-  ; 
gan. 

*  *  ♦ 

DeBrothezat  Fan  Used 
On  New  Ford  Bldg. 

Perhaps  the  most  dramatic  fea-  ! 
ture  of  the  Ford  Motor  Company’s  | 
remodeled  Rotunda  building  is  its  : 
geodesic  dome.  Covered  with  a 
clear  plastic  “skin,”  this  dome  pre-  j 
sented  a  unique  heat  exhaust  prob¬ 
lem.  Architectural  engineers  solv¬ 


ed  it  by  installing  a  DeBothezat 
Power-Flow’  Roof  Ventilator  in  the 
top  of  the  dome.  This  ventilator 
was  especially  made  of  aluminum 
to  save  weight  and  to  match  the 
framework  of  the  dome.  It  has  a 
36”  fan  w’heel  which  exhausts  5000 
c.f.m.  of  air  at  low  speed  and  8000 
c.f.m.  at  high  speed.  Power-Flow’s 
low,  streamlined  design  is  in  har¬ 
mony  with  modern  architectural 
trends. 

Power-Flow  Roof  Ventilators 
are  manufactured  by  DeBothezat 
Fans  Division,  American  Machine 
and  Metals,  Inc.,  East  Moline,  Illi¬ 
nois,  and  are  available  with  fan 
wheels  12"  through  48"  in  dia¬ 
meter,  delivering  up  to  40,900 
c.f.m. 

*  *  * 

New  Aluminum  Door 
By  Eawneer 

The  Kawneer  Company  today 
announced  the  introduction  to  the 
Building  Industry  of  a  new  all-alu¬ 
minum  door,  incorporating  bolted 
type  construction  at  each  corner. 

This  bolted  construction,  used  ; 
for  the  first  time  by  Kawneer,  w’ill  ; 
result  in  a  cost  low  enough  to  al-  j 
{Continued  on  Page  163)  ! 


The  Patented* 


Self-Adjusting  Expander  Section 


/or  the  bottom  of  all  aluminum 
and  all  wood  combination 
doors. 

•  Nothing  mechanical  to  go  out  of 
order.  The  harder  it  blows  the 
tighter  it  fits. 

•  Type  A  is  adaptable  to  all  alumi¬ 
num  doors  of  Te”  dimension,  using 
an  internal  or  telescoping  type  ex¬ 
pander. 

•  Type  B  is  adaptable  to  all  other 
doors  of  aluminum,  regardless  of 
dimensions,  that  have  no  expander 
and  use  a  rain  cap  on  the  bottom. 
It  is  also  applicable  to  all  wood 
combination  doors. 


Type  B 


Type  A 


The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  draft,  driving 
rain  or  snow  and  insects;  automatically  compensates  for  off  level  sills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cause  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  *,4"  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 


Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS. 

107-60  130th  St,  Richmond  Hill  19,  Queens,  N.  Y. 


Sketch  of  interlocking  door 
and  latch  jambs  showing 
adjustment  with  spacer- 
tubes  and  screws. 


^cuKalci*KC  Shower  Doors 
Straighten  Out  Crooked  Walls 


Shower  Door  Company's  exclusive  Adjustable 
Jamb  compensates  for  out-of-plumb  walls,  assure 
easy,  water-tight  fit.  Spacer-tubes,  cut  plus  or 
minus,  give  %"  span  of  adjustment.  Standard 
equipment  on  all  Permalume  shower  doors. 


i)oxfu  C^ambanu 

iOf  AMCRICA 

973  Peachtree  St.,  N.i.,  Atlanta,  Georgia  i 


\ 
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SOID  fXClUSIVElY  THRU 
MANUf  ACTURfRS  &  DISTRIBUTORS 
-  Diitributonhipi  Available 


* 


R  on  I 

THE  ARISTOCRAT  Of 
ALUMINUM* 


FIVE 


CROWN  POINTS  OF 
ROYAL  SUPBHOaiTY 

SraONOn— •xlM  •’IwW”  CNACil 
hsmI  »•  vtsiNr*  ricMiFy 

■  RIOMTII— by  •xclwstv* 
*'cbr»fii«>brH*",  tbc  MMt  <Mir«€i 
fInUb 

OII0INAL— fb«  dilF«r«ncR  is  la 
tb«  arigiaalHy  •#  rfasiga 

ROYAL  ’TWISr’-basnrty  watw. 
pattsd  la  sfcilifai  craMag  a( 
aluaiinuai 

CAST-ITTIS>-*>r«<«clari»a*’ 
llaUhad  carnar  araaataats,  ial- 
tiols,  naata  A  aaaibar  ^alas 


L  SIND  FOR  COMRlin  CATAIOO 

Phono  EV  2*0101 
or  %rrito  to . . . 

g^FACTORIES 

9744  CNANCIUOR  ST«  MMLA.  4,  7A. 


Adams  Engineering  Co.  Works  Ont  Ingenions 
Ad  Program  Using  Architects 


The  ingenuity  of  an  advetrising 
and  promotion  minded  Miami, 
Florida,  manufacturer,  has  open¬ 
ed  a  new  advertising  outlet  that 
heretofore  had  been  considered  im¬ 
pregnable. 

It  is  generally  known  that  pro¬ 
fessional  men,  such  as  doctors, 
lawyers,  dentists  and  architects, 

I  are  governed  by  a  rigid  code  of 
ethics  that  prevents  them  from 
participating  in  any  direct  form  of 
advertising.  Quite  often,  this  also 
includes  the  i.ssuance  of  press  re¬ 
leases. 

Charles  Silvers,  president  of 
Adams  Engineering  Company, 
Inc.,  manufacturers  of  the  A.B.C. 

I  Jalousie  windows,  was  quick  to  re- 
I  alize  that  even  an  expanded  sales 
organization,  calling  on  several 
'  hundred  architects,  needed  that  ex¬ 
tra  .something  to  help  .sell,  and  get 
his  mes.sage  acro.ss  to  the  archi¬ 
tects. 

The  obvious  answer.  Silvers  rea- 
j  .soned,  was  via  advertising. 

But,  how  to  get  around  the  ad 
ban  was  a  $64  que.stion. 

Rapid  Growth 

The  problem  to  this  a.stute  man¬ 
ufacturer,  was  not  insurmount¬ 
able.  Within  four  years  he  man¬ 
aged  to  build  a  business  employing 
;  six  people,  and  doing  a  gross  vol- 
I  ume  of  only  $300,000  a  year,  into 
i  an  organization  that  now  has  an 
employee  roster  of  150  and  in- 
I  creased  its  gross  volume  to  over 
$3,000,000  a  year. 

If  this  could  be  accomplished 
within  .so  brief  a  period  of  time, 

■  there  was  no  rea.son  w’hy  the  archi- 
:  tect  ad  problem  could  not  be  re¬ 
solved. 

Silvers  outlined  an  institutional 

! 

;  series  of  ads  for  local  insertion. 
When  the  entire  campaign  was 
completely  worked  up.  Silvers  call¬ 
ed  on  the  president  of  the  Florida 
South  Chapter  of  the  American  In¬ 


stitute  of  Architects.  Their  juris¬ 
diction  is  w'ithin  Dade  County,  the 
largest  in  the  state. 

Two  months  of  intensive  meet¬ 
ings  and  consultation  with  Chapter 
officials  followed.  The  ad  .series 
was  finally  approved  with  several 
stipulations. 

In  June,  number  one  in  the  .ser¬ 
ies  appeared  in  the  newspapers.  Set 
in  a  2  by  7  columns,  the  copy  was 
brief  and  “non-selling.”  Other  than 
merely  mentioning  “A.B.C.  Jalou¬ 
sies,”  the  top  half  was  labeled. 
“Salute  Achievement,”  carried  a 
brief  sketch  of  the  architect,  his 
own  signature  and  a  brief  de.scrip- 
tion  of  his  out.standing  work. 

Tomorrow’s  America 

The  concluding  paragraph  is  as 
follow’s:  “Remember  that  tomor¬ 
row’s  America  is  being  conceived 
by  the  Architect — a  professional 
advisor  who  uses  specialized  train¬ 
ing  to  your  advantage.”  At  the  bot¬ 
tom  is  the  company’s  logo. 

Silvers  agreed  to  run  the  series 
alphabetically,  according  to  the 
membership  roster;  omit  any  sales 
reference  and  permit  the  Publicity 
and  Release  Committee  of  the 
A.I.A.  to  check  and  approve  all 
copy  at  least  one  month  in  advance 
of  deadline. 

Regarding  non-members,  Silvers 
.<aid  he  w^as  willing  to  have  the 
A.I.A.  pa.s.s  judgment  and  screen 
all  interview’  material  submitted 
for  publication. 

“There  are  many  architects  in 
Miami,”  Silvers  .said,  “w’ho  are 
equally  de.serving  of  recognition ; 
but,  for  per.sonal  reasons  do  not 
belong  to  the  architects’  society.” 

Every  three  months  the  com¬ 
pany  will  hold  a  luncheon  for  the 
architects  honored  in  the  series,  at 
which  time  Silvers  wdll  pre.sent 
each  one  with  an  engraved  citation. 

“It  is  hoped,”  Silvers  concluded, 
“that  local  acceptance  will  pave  the 
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way  for  me  to  continue  the  series 
on  a  national  level.  I  have  set  up 
an  advertising  budget  to  include 
the  outstanding  trade  journals  in 
the  country.” 


New  Products 

{Continmd  from  Page  161) 

low  an  all-aluminum  Kawneer  en¬ 
trance  to  compete  in  price  with  any 
modern  entrance  on  the  market. 
However,  Kawneer  engineering 
and  production  efficiency  make  it 
possible  to  offer  the  bolted  doors  at 
prices  that  are  competitive  with 
quality  wooden  doors. 


Kawneer  makes  a  complete  line 
of  doors  with  welded  corner  con¬ 
struction.  The  new'  bolted  door  is 
an  addition  to  that  line.  The  bolted 
door  line,  called  “B”  .series  by  Kaw¬ 
neer,  will  consist  of  single  doors, 
pairs  of  doors,  doors  with  frame, 
and  doors  with  frame  and  transom. 
The  range  of  sizes  is  from  3'0”  x 
T'O”  to  6'0"  X  7'0".  The  doors  are 
also  single  or  double  acting.  Stand¬ 
ard  hardware,  including  pull  han¬ 
dle  and  push  bar,  concealed  floor 
type  closers  or  exposed  overhead 
closer,  deadlock,  and  threshold,  is 
included  with  each  door. 

A  special  feature  of  the  new  door 
is  a  plastic  glazing  channel  design¬ 
ed  to  eliminate  putty  and  cut  in¬ 
stallation  and  glazing  costs.  An- 
iContinued  on  Page  164) 


•  ELASTICIZED 

•  NON  STAINING 

•  EASY  TO  APPLY 

•  COLOR  HARMONY 


PERFECT 


NOW  IT  CAN  BE  SEEN! 

THE  ALL  NEW  m 

"CERTIFIED" 

ALUMIIVUM 

Combination  Screen  &  Storm  Windows 


•  100%  Extruded  Throughout— Including  Expanders— 
i  •  A  Terrific  Demonstrator  for  your  Salesmen  — 
I  •  Quick  and  Easy  Handling  for  Your  Installers. 

AND  BEST  OF  ALL 

i  PRICED  RIGHT  —  FOR  HIGH  PROFITS  AND 
COMPETITIVE  SELLING. 


Write  or  phone  today  for  complete  information.  Better  still  — 
let  us  know  when  our  representative  can  call  on  you  personally 
so  that  you  can  actually  see  this  1954  triumph.  Don’t  delay  — 
do  it  today. 

Our  years  of  experience  in  the  field  assures  you  of  the  kind 
of  association  you  want. 


Co> 


1015  West  Diam(|nd  Street 
Philadelphia  22,  Pertnsylvanla 
Telephone  FRemont  7  2500 
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GLAMOUR 

FOR 

DOORS 

GOLDEN  PROFITS 

FOR  YOU 

Sell  your  customers  these  profitable 
and  attractive  Scroll-Etfs  easily 
installed  on  METAL  or  WOOD 
SCREEN  DOORS  or  COMBINA- 
TIONS.  Finished  in  GLEAMING 
WHITE  enamel  or  SEMI-POLISHED 
ALUMINUM  .  .  .  packaged  com¬ 
plete  in  sets  with  mounting  screws. 
Wonderful  as  door-openers  —  lead 
to  sales  of  new  doors.  Sell  them 
with  every  door  and  add  to  your 
volume  and  profits. 

Write  for  Bulletin 
and  trade  discounts 


jBeatix  iarf  Crafts 

2015  BROOKFIELD  RD  PITTSBURGH  16  PA 


S.  L  BnUding  Material  Show  To  Be  Held 
In  Atlanta  Oct.  22*24 


The  most  varied  and  helpful 
program  ever  prepared  for  lumber 
and  building  supply  dealers  in  the 
South  will  be  the  main  attraction 
I  of  the  Southeast  Building  Material 
I  Show  and  Dealer  Management  Fo¬ 
rum  to  be  held  at  the  Biltmore 
Hotel  in  Atlanta,  Ga.,  October  22, 
23  and  24.  So  promises  the  Pro¬ 
gram  Committee,  consisting  of  the 
managing  officers  of  the  three  spon¬ 
soring  organizations — the  Florida 
Lumber  and  Millwork  Association, 
the  Building  Material  Merchants 
of  Georgia,  and  the  Tennessee 
Building  Material  Association. 

The  theme  of  the  dealer  conven¬ 
tion  will  be  “Taking  Sales  Out  of 
Compietition,”  according  to  Joe 
Rowell,  of  Atlanta,  Program  Com¬ 
mittee  chairman. 

All  building  material  dealers  and 
distributors  are  cordially  invited 
to  attend  this  regional  convention 
in  Atlanta.  Registration  is  free. 
Room  reservations  should  be  made 
through  Mr.  Foster  B.  Steward, 
Housing  Committee,  1036  Peach¬ 
tree  Street,  N.  E.,  Atlanta  5, 
Georgia. 

An  all-morning  forum  Thursday 
will  cover  the  current  problems  in 
“Mastering  Yard  Management.” 

The  Hon.  Albert  M.  Cole,  of 
Washington,  new’  adminstrator  of 

New  Products 

{Continued  from  Page  163) 

other  feature  is  a  standard  1-5/32” 
lock  cylinder,  which  permits  mas¬ 
ter-keying  of  doors  into  an  existing 
system  of  doors. 

The  “B”  series  doors  are  made 
with  through  bolts  in  the  top  and 
bottom  rails  of  the  door.  The  bolts 
are  held  secure  by  patented  impact 
and  vibration-proof  locknuts  at 
each  end  to  prevent  separations 
and  reduce  maintenance  costs. 
Door  and  frame  sections  are  qual- 


the  Housing  and  Home  Finance 
Agency,  will  be  the  speaker  at  the 
luncheon  Thursday.  He  will  dis¬ 
cuss  “The  Home  Mortgage  Outlook 
and  Housing  Legislation.” 

The  noted  marketing  specialist 
of  the  University  of  Florida,  Dr. 
Frank  Goodwin,  will  be  the  lunch¬ 
eon  speaker  Friday.  His  subject: 
“Little  Things  That  Count.” 

Experienced  businessmen  w’ill 
comprise  the  panel  for  “Mastering 
Yard  Management.”  The  modera¬ 
tor  will  be  Don  A.  Campbell,  build¬ 
ing  material  dealer  in  Lebanon, 
Ky.,  and  executive  vice-president  of 
the  Kentucky  Retail  Lumber  Deal¬ 
ers  Association. 

Business  Costs 

W.  C.  Henry,  of  the  University 
of  Tennessee,  will  explain  “Ap¬ 
plying  Business  Costs  to  Your 
Business.”  For  seven  years  he  has 
conducted  business  cost  surveys 
among  Tennessee  lumber  dealers 
and  other  merchant  groups. 

Martin  A.  Hassinger,  building 
material  distributor  of  Bristol,  Va., 
will  discuss  the  incentive  compen¬ 
sation  of  all  employees  in  a  mod¬ 
ern  lumber  yard.  Marketing  Spe¬ 
cialist  Goodwin,  of  Gainesvalle, 
Fla.,  will  give  the  recipe  for  prac¬ 
tical  .sales  training. 


ity  aluminum  extrusions  and  have 
an  attractive  corrosion-proof  an¬ 
odized  finish,  which  is  covered  w’ith 
a  protective  plastic  film  to  prevent 
damage  during  installation. 

For  further  information  w’rite 
The  Kawneer  Company,  Dept.  BS, 
Niles,  Michigan 

*  «  * 

Allied  Metals  Introduces 
3-Slide  Combination 

Allied  Metals,  Inc.,  one  of  New’ 
England’s  olde.st  established  manu¬ 
facturers  of  combination  windows 
and  doors  has  just  introduced  its 
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new  “Tension  Engineer’d”  triple 
slide  window.  Latest  of  a  long  line 
of  units  designed  for  eastern  or 
western  prime  frames  on  the  prin¬ 
ciple  of  spring-tension  sliders,  Al¬ 
lied  Metals  has  launched  a  cam¬ 
paign  for  national  distribution  of 
it’s  units. 


The  picture  above  shows  part  of 
its  manufacturing  plant  which  oc¬ 
cupies  20,000  feet  in  New  London, 
Conn,  A  new  larger  plant  is  being 
planned, 

*  *  * 

New  Portable  Electric 
Tool  Catalog 

A  new  28-page  catalog  lists  52 
portable  electric  tools  and  kits  with 
over  400  attachments  for  use  in 
contracting,  woodworking,  indus¬ 
try  and  maintenance.  Also  excel¬ 
lent  for  homecraftsmen  and  farm¬ 
ers,  The  book  clearly  illustrates  the 
tools  and  their  uses.  Included  are 
complete  specifications  and  prices 
for  electric  saws,  sanders,  grind¬ 
ers,  drills,  planes,  routers,  shapers, 
hedge-shears,  combo-tools,  radial 
arms,  blades,  abrasive  wheels, 
discs  and  tool  accessories.  Request 
catalog  No,  101  from  Porter-Cable 
Machine  Company,  Dept,  BS,  24 
Exchange  Street,  Syracuse  8,  N,  Y, 

*  >ii  * 

Alum.  Storm  Window  ior 
Lineal  Foot  Mirs. 

An  aluminum  storm  window  de¬ 
signed  for  manufacturers  working 
from  lineal  feet  is  now  available 
from  Aluma  Seal  Industries  of  Chi¬ 
cago,  Illinois, 

Seven  dimensions  were  used  in 
measuring  the  window  for  manu¬ 
facture  which  will  permit  manu¬ 
facturers  to  produce  a  quality  win¬ 
dow  at  a  reasonable  price,  accord¬ 
ing  to  T,  Sitnick,  president  of  the 
company. 

The  manufacturer  is  furnished 
everything  in  materials  required 
(Continued  on  Page  166) 


THE  FINEST  ENGINEERED 
CALIFORNIA  REDWOOD  WIN 
DOW  IN  THE  TRADE, 
UNEXCELLED  IN  PERFORM¬ 
ANCE. 


(WE  INVITE  COMPARISON.) 


FEATURING: 

1.  Top  quality 
Redwood 

2.  Aluminum 
screening 

3.  Clear  view, 
no  draft  vent 

4.  Outstanding  sales 
appeal 

5.  Simplified 
installation 

6.  Immediate 
delivery 

7.  Service  free 

8.  Low  price 

9.  High  profits 

DISTRIBUTORS 

DEALERS 

WRITE.  WIRE,  PHONE 
TODAY 

MANUFACTURERS 


BUFFALO  WINDOW  COMPANY,  INC.,  225  Warwick  Ave.,  Buffalo  15,  N.  Y.  UN.  4717 


ATUST!!!  B.W.(. 


EVERY 

HOME 


Is  A  Prospect  For  This 

PRESSURE 

APPLIED 

MASTIC 


TEX 


10-YEAR 

FACTORY 

REPLACEMENT 

GUARANTEE 


AMERICA’S  FASTEST  SELLING 
EXTERIOR  MASTIC  FOR  EVERY 
HOME.. .STUCCO,  BRICK,  WOOD  & 
ASBESTOS  SHINGLE  &  CLAPBOARD 


WRITE  OR  PHONE 


Exclusive 

Territories 

Available 


URBOZITE  PROncnVE  COATINGS,  INC. 

24-13  Bridge  Ploia  North,  Long  Island  City  1,  N.  Y. 
Carbo-Tox  Division  STIIIwoH  6-0303 


A  Home  Improvement  Dealer 
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ODEN  l^>SITKiN 

CLOSED  POSITION 


There’s  Profit  in 

Bird  Grilles 

Manufactured  from  extra  strong 
63ST  aluminum  alloy  requiring 
absolutely  no  maintenance.  Ai! 

No.  195  bird  grilles  are  smartlv 
finished  for  added  beauty. 

COMPLETELY  PACKAGED  -  No, 
extras  to  buy.  All  hardware, 
ornaments  and  grille  individu¬ 
ally  packed  in  flat,  tough,  fiber 
corrugated  shipping  contoiners 

Bird  grilles,  $3.50  each,  F.O.B. 

Yonkers,  N.  Y.  Minimum  order. 

1  Doz.  Shipping  weight,  BVz  lbs. 

Sample,  $5.00,  deductible  from 
first  order.  Credit  extended  on 
orders  of  100  pieces  or  more  to 
rated  a-'counts. 

Special  Grilles  Made  to  Order  at 
Reasonable  Prices  in  Quantity 

Write  NOW  to 


R.  Bloomfield  Co. 


5-7  Woodworth  Ave. 
Yonkers,  N.  Y. 


or  National  Sales  Representative: 

BEN  WEISS  —  577  Kosciusko  Street,  Brooklyn,  N.  Y. 


Gxided  fiAcpidr 


with  this  new  revolutionary  aluminum  cleaner-polish 


•  made  specifically  for  aluminum 

•  sold  exclusively  by  aluminum  dealers 


Here  is  an  aluminum  cleaner-polish 
that  will  leave  a  bright,  long  last¬ 
ing  finish  on  old  or  new  alumi¬ 
num.  Many  letters  from  deal¬ 
ers  and  consumers  testify  to 
its  unequaled  performance. 

Send  for  this  amazing 
product  today  .  .  .  and 
see  your  “extra  -  sates” 
profits  soar  with  every 
sale! 


Retail  price  for  8  oz.  package 
$1.00.  40%  discount  to  doal- 
ers  on  case  lots  (24).  Sample 
7Sc;  also  available  in  gallens 
at  $2.75  net. 


PROTECTALUM, 

110  CENTER  STREET  NEW  MILFORD,  N.  J. 
Oradell  8-8196 


New  Products 

{Continued  from  Page  165) 

to  produce  a  finished  window  ex¬ 
cept  glass.  For  further  informa¬ 
tion  write  Aluma  Seal  Industries, 
Dept.  BS,  1123  Milwaukee  Ave., 
Chicago  22,  Illinois. 

*  *  * 

New  Dealer  Merchandising 
Package  That  Sells 
Frantz  ^erhead  Doors 

A  colorful  new  catalogue  by  the 
Frantz  Manufacturing  Company, 
Sterling,  Illinois,  features  new 
models  of  .sectional  and  one-piece 
Overhead  Garage  doors  with 
“Glide-O-Matic”  and  “Powerma- 
tic”  action,  names  of  which  de¬ 
scribe  the  ea.sy-opening  and  easy- 
closing  operation  for  which  Frantz 
doors  are  well  known. 

A  complete  new  series  of  free 
dealer  newspaper  mats  for  1  and  2 
column  ads  make  up  the  merchan¬ 
dising  package  which  is  offered  to 
Frantz  dealers,  and  which  point  up 
all  the  popular  Frantz  Models.  The 
ads  in  the  mat  series  are  devoted 
to  one-piece  and  sectional  type, 
doors,  both  single  and  double-width 
.styles. 

Hard  selling  copy  emphasizes 
Frantz’  exclusive  features. 

Copies  of  the  Catalogue  and  a 
proof  sheet  of  the  newspaper  mats 
are  available  on  request. 

*  *  » 

Pemco  Offers  Service  On 
Porcelain  Enameled 
Aluminum 

Pemco  is  ready  to  offer  advice 
and  guidance  to  companies  wishing 
to  enter  the  field  of  porcelain  enam¬ 
eling  on  aluminum.  The  Baltimore 
frit  manufacturer  has  been  work¬ 
ing  closely  with  DuPont  and  Alcoa 
in  the  development  of  this  new  ma¬ 
terial. 

In  the  spring  of  this  year,  Pemco 
signed  a  license  agreement  with 
DuPont  to  manufacture  the  frits 
developed  by  the  Wilmington  firm. 
This  was  announced  to  Pemco  cus¬ 
tomers,  steel  enameling  companies, 
who  were  interested  in  expanding 
their  facilities  to  include  the  enam- 
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eling  of  aluminum.  It  became  ap¬ 
parent  in  the  early  stages  of  this  j 
development  that  the  porcelain  ' 
enameling  of  steel,  while  closely  al¬ 
lied  in  procedure  to  that  of  alu¬ 
minum,  could  not  be  carried  on 
with  the  same  facilities  at  the  same 
time.  The  firing  temperatures  of 
the  tw'o  metals  differ  materially, 
and  the  composition  of  the  frits 
used  have  an  adverse  effect  one  on 
the  other. 

Several  steel  enameling  compan¬ 
ies  have  started  construction  of 
.separate  facilities  for  the  enamel¬ 
ing  of  aluminum.  ! 

In  order  to  assist  these  compan¬ 
ies  Pemco  has  printed  a  handbook, 
their  Technical  Bulletin  Number 
2001  on  the  “Application  of 
Porcelain  Enamels  on  Aluminum 
Alloys.’*  This  is  a  step-by-.step  ac¬ 
count  of  the  procedures  to  be  taken 
from  the  selection  of  the  aluminum 
alloys  through  the  application  of 
the  enamel  and  the  correction  of 
enamel  defects. 

Pemco  has  al.so  printed  a  bulletin 
that  de.scribes  in  detail  the  pre¬ 
treating  and  cleaning  processes  so 
vital  to  the  .satisfactory  bond  of 
porcelain  enamels  on  aluminum. 

♦  ♦ 

6th  Annual  Report 
Of  HHFA 

The  Sixth  Annual  Report  of  the 
Housing  and  Home  Finance  Agen¬ 
cy  to  Congress  covering  the  acti¬ 
vities  of  the  Agency  during  the 
calendar  year  1952,  has  been  is¬ 
sued,  the  HHFA  announced  recent¬ 
ly.  The  458-page  report  may  be 
purcha.sed  for  $1.00  from  the  Sup¬ 
erintendent  of  Documents,  U.  S. 
Government  Printing  Office,  Wash¬ 
ington  25,  D.  C. 

*  *  * 

New  Catalog  On  Steelcrait 
Insulated  Metal  Panels 

A  new  catalog  de.scribing  Steel- 
craft  Insulated  Metal  Wall  Panels,  j 
in  brilliant  4-color  proce.ss,  is  now 
available  from  the  Steelcraft  Man¬ 
ufacturing  Company,  Ro.ssmoyne, 
Ohio.  This  catalog  contains  8  pages 
filled  wdth  descriptive  information, 
{Continued  ou  Page  168) 
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A  Sure-Sell  Sensation 

_  _  Aluminum  Grilles  in  7 

Beautiful  Gem  Tone*  Colors! 

Now  .  .  .  distinctively  designed  Dec-O- 
Grilles  give  you  unmatched  craftsmanship 
.  .  .  sure  profits!  Indescribably  beautiful 
.  .  .  distinctively  different  .  .  .  Gem  Tone* 
Colors  are  an  entirely  new  Kientific  dis- 
coveryl  We  believe  this  sensational  new 
finish  is  the  finest  ever  developed  .  .  . 
unmatched  for  beauty  and  durability! 
Available  in  every  grille  style  pictured  in 
your  1953  Dec-O-Grilles  catalog.  In  ruby,  coral,  emerald,  jade,  turquoise,  sapphire,  onyx. 
*Manufactured  by  Dec-O-Grille,  Inc. 

A  Family  Group  .  .  . 

With  Sales  Appeal 

Family  Group  pictured  with  one  to  four 
children  of  either  sex.  All  figures  are 
made  of  heavy  cast  aluminum  with  name 
or  address  cast  right  into  the  panel  itself 
.  .  .  featuring  a  raised  satin  finish. 

One  of  Dec-O-Grilles  80  NEW  designs 
.  .  .  every  one  a  sure  seller!  And  every 
hand  -  w-ought  Dec  -  O  -  Grille  is  plastic 

\  /  cooted  for  years  of  extra  protection!  Immediate  delivery  on  stock  designs  .  .  . 
'  special  service  on  custom  designs! 

fend  for  Dec-O-Grilles'  NEW  illustrated  catalogue  and  samples  .  .  .  WRITE 
TODAY! 

DEC-O-GRILLES,  INC. 

470  Park  Place,  Long  Beach,  N.  Y. 

Phone:  Long  Beach  6-1644 

DISTRIBUTED  EXCLUSIVELY  IN  CANADA  BY 
R.  S.  PITCHELL  SALES  CO.,  LTD. 

1571  EGLINTON  AVE.,  WEST 
TORONTO  10,  ONTARIO.  CANADA 


26  diffarent  style  windows  for 
every  room  ...  for  every  home 


&  Home  Improvement  Dealer 
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Dustite 

GASKET 


lor  Metal 
Casement 
Windows 


Th«  Dwtfit*  Qofket  it  desi9n#d  with  on  extruded  piottic  «ol- 
i"9  lip,  to  lieep  metal  coiement  windowi  OUST  TIGHT,  STORM 
TIGHT,  DRAFT  TIGHT,  RAIN  TIGHT,  ond  WIND  TIGHT.  Easy 
to  instoll. 

In  Summer  DUSTITE  seals  outside  heat  from  air 
conditioned  homes. 


Excellent  for  use  in  control  of  condensation  | 
where  storm  windows  are  used.  A  small  ad  in  | 
your  local  paper  will  automatically  bring  pros-  i 
pects  for  storm  windows  into  your  sales  room 
without  canvassing.  Dustite  Gasket  is  a  real 
traffic  builder  and  prospect  finder  for  storm 
windows  and  all  home  improvement  items.  Sold 
under  ten-day  money  back  guarantee. 


DUSTITE 

PRODUCTS  COMPANY 

«  CANTERtURT  DR.  •  DAYTON  9,  OHIO 


DEALERS  WANTED 

WRITE  FOR  FULL  DETAILS 


YOUR  PROFIT  MARGIN 
AND  MARKET  IS 
W-l-D-E 


YOU  SELL 


I  aluminum 
I  combination 

I  ROUND  TOP 
IDOORS  & 
jWINDOWS 

I 
I 


CASH  IN 
UNTAPPED 
OF  HUNDREDS 
HOMEOWNERS 
YOUR  COMMUNITY! 


I  EASY  INSTAllATION-ll  has  been  proven  that 

I  Round  Top  Doors  ore  eosier  to  install  thon 
Squore  Top  Doors. 

I  NO  COSTLY  INVENTORY-Prompt  I  to  2  week 
I  delivery  eliminates  need  for  deoler  to  carry  . 

!  Sleek 

I  GUARANTEED  SATISFACTION-Curvolum  Alu-  I 
I  minum  Combinotion  Products  ore  custom  built  ■ 

■  with  the  hiqhest  quality  standards  in  materials  I 
and  construction  | 

I  NEWSPAPER  MATS  t  WINDOW  STREAMERS  *R«l  rMHSt  I 

*  Write  for  complete  "Profit  Picture"  ond  inlor-  , 
motion  on  closed  dealer 


•  f  rf%iwr«  wnm  inTvr* 

territories 

DOoTlKFirCo' 

15  Prospect  Street 
HewleH,  1.  I.,  N.  Y. 


New  Product's 

j  {Continued  from  Page  1S7) 

I  illustrations,  specifications,  and 
'  detailed  drawings. 

The  catalog  was  prepared  pri-  ! 
marily  for  architects,  engineers, 
and  general  contractors  and  pro- 
!  vides  information  on  the  many  ; 
types  of  materials,  textures  and  ' 
colors  in  which  Steelcraft  Insula¬ 
ted  Metal  Wall  Panels  are  avail¬ 
able. 

'TU 

B.  S.  Reporfer 

{Continued  from  Page  150)  | 

ing  associate  editor  of  the  Viking 
hou.se  journal  “News  and  Views.”  ^ 
Mr.  Gould  said  recently  “Viking’s  i 
production  and  advertising  are  ex-  i 
panding  rapidly  and  Morton  will  ^ 
be  a  big  help  in  our  growth.” 


New  Church  Dedicated 


Exterior  view  of  Circfeville,  Pa..  Church, 
dedicated  this  month,  showing  Cool  Roy 
Aluminum  Awning  Installation  by  Breegle's, 
Irwin,  Pa. 


On  the  House 

{Continued  from  Page  22) 

tion  continues.  Among  consumers 
planning  home  purchases  in  1953, 
about  60%  were  younger  married 
couples  (under  45)  although  they 
made  up  less  than  40%  of  the  pop¬ 
ulation.  Nearly  half,  as  in  all  recent 
years,  were  veterans  of  World  War 
II.  Nevertheless,  the  proportion  of 
young-veteran  home  owners,  which 
was  3  out  of  10  in  1948,  is  still  only 
4  in  10.  Doubling  up  with  relatives  ^ 
has  gone  down  in  direct  proportion.  | 


I  Big,  New  Market 
I  Now  Open  To  You! 

I— riRE-lITE— 

HOME  FIRE  REARM  SYSTEMS 


•  Every  homeowner  a  good  prospect. 

•  Approved  for  F.H.A.  Financing. 

•  Powerful,  tested  sales  plon  clinches 
the  sales  for  you. 

•  Small  investment  .  .  .  large  profit. 

•  Completely  wired  automatic  sys¬ 
tem  with  UL  Approved 
Detectors. 


Write  Today  for  an 
Exclusive  Dealership  ! 

FItE-llTE  AUBMS 

196  FULTON  TERRACE,  NEW  HAVEN  2,  CONN. 


for 

MANUFACTURERS 


o  c 


and 

DISTRIBUTORS 

of 

COMBINATION 
WINDOWS 
and  DOORS 


*  Experienced  Consultant  Engineers  to 
furnish  you  with  complete  produc¬ 
tion  set-ups 

*  Design  and  fabricate  tools  and  dies 

*  Supply  your  hardware 

*  Large  stock  of  dies  for  standard 
parts 

*  Write  for  our  New  1953  Catalog 

NEW  LOW  PRICES 


75  E.  Second  St. 
Mineola,  L.  I.  N.  Y. 
GArden  City  3-3580 
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Home  ownership  decreases  in 
metropolitan  densities;  increases 
with  age  and  income;  tends  to  | 
spread  through  all  income  groups 
in  small  communities;  clusters  in 
high  income  groups  in  metropolitan 
centers. 

*  *  * 

The  group  of  owners  who  have 
accumulated  most  equity  in  their 
homes  is  the  group  that  bought 
during  the  ’30s.  Their  houses  are 
still  new  enough  so  that  neither 
they  nor  their  neighborhoods  have 
deteriorated  much ;  payments  have 
reduced  mortgage  principals  sub-  i 
stantially ;  and  values  have  been  in-  j 
dated.  The  proportion  of  houses 
valued  each  at  $12,500  or  more 
rose  from  20%  to  30%  between 
1949  and  1953.  I 

About  one-half  of  all  houses  are  ; 
mortgaged.  While  this  has  not 
changed  in  4  years,  the  size  of  the  ! 
average  mortgage  has  increased 
from  $3,700  to  about  $4,500.  The  | 
increase  is  due  not  only  to  large  j 
mortgages  on  new  houses  but  also  ; 
to  new  large  mortgages  on  used 
houses  that  have  changed  hands. 
The  percentage  of  owner-occupied  | 
houses  with  mortgages  over  $5,000 
has  gone  up  from  33%  to  40%  .  ' 

*  *  Hf 

60%  of  home  owners  made  im¬ 
provements  or  repairs  on  their 
homes  in  1952.  This  percentage  has 
been  declining  slightly  from  year  ! 
to  year;  it  was  64%  in  1948.  But  | 
the  relation  between  the  various  | 
expenditure  levels  has  been  re¬ 
markably  constant:  those  who 
spent  between  $500  and  $999  on  ; 
their  homes  were  12%  in  1948,  j 
12%  in  1950  and  11%  in  1952.  The 
accompanying  table  shows  a  five- 
way  breakdown. 

Most  major  improvements  are 
made  sometime  around  the  third 
to  fifth  year  after  purchase,  the 
Federal  Reserve  suspects.  This 
seems  to  be  a  guess,  based  on  ob¬ 
servation  of  the  last  few  years, 
which  may  not  be  entirely  typical. 
There  is  no  guesswork,  however,  , 
in  the  observation  that  renters 
make  few  expenditures  on  improve¬ 
ments  and  keep  them  low  when 
they  do  make  them.  I 


CLASSIFIED  ADVERTISING 

Under  UiU  heading  claeeliied  adTertUemente  are  accepted  at  the  uniiorm  rate  oi  25  cents  a 
word  but  no  odTertisement  taken  for  less  than  20  words  with  a  minimum  charge  oi  15.00; 
3  months  at  20c  per  word  per  insertion.  Check  or  Money  Order  must  accompany  copy  oi  Clas¬ 
sified  Ad.  AdTertisements  soliciting  dealers  or  distributors,  or  new  products  for  sale,  not  oc- 
copied  in  classified  section.  Address  all  communications  to  Classified  Deportment,  BUILDING 
Specialties,  425  Fourth  Aesnue,  New  York  16.  N.  Y. 


HELP  WANTED 


SALESMEN — CHAIN  LINK  Fence.  Experienced. 
Sell  direct  or  act  as  representative  for  national 
manufacturer.  Applications  held  in  strict  confidence. 
Atlas  Fence  Company,  3650  Richmond  Street,  Phila¬ 
delphia,  Penna.  10-53 


-METAL  MOULDINC  SALFZSMAN.  Full  time  or 
side  line.  To  call  on  Linoleum- Hardware- Furniture 
Stores-Cabinet  Shops-Manufacturers  and  Wholesale 
Distributors.  Kepresentinir  Manufacturer  of  complete 
quality  line  of  aluminum  and  stainless  steel  mould¬ 
ings  and  plastic  wall  tile.  Exclusive  territories 
open.  National  Aluminum  Company,  1133  Alum 
Creek  Drive,  Columbus  9,  Ohio.  12-53 


SALES  EXECT’TIVE  -CAPABLE  of  recruiting 
and  training  a  field  selling  force  fur  an  organization 
affiliated  with  a  large  numlier  of  farm  supply  stores. 
Home  and  farm  aiipliances.  Should  have  ability  to 
lead  and  stimulate  salesmen  as  well  as  personal 
selling  ability.  Box  425,  Bl'II-DlN(j  SPECI.\L- 
TIES  St  Home  Improvement  Dealer,  425  F'ourth 
Avenue,  New  York  16,  N.  Y. 


EASTERN  AND  WESTERN  Sales  Managers  (2) 
to  call  on  home  improvement  dealers.  Complete 
line  of  aluminum  storm  windows  (Budget,  DeLuxe. 
('asement),  and  aluminum  combination  door.  Attrac¬ 
tive,  highly  lucrative,  and  long  range  proposition  for 
qualified  sales  executives.  Write  or  phone  George 
Green,  President,  Weather-Wise  Windows,  Inc., 
3655  Oakwoo<l  .Avenue,  A'oungstown,  Ohio.  Tele¬ 
phone  SWeetbriar  9-9765. 


TRIPLE 

YOUR  PROFITS! 

Our  axtruded  3-lrack*  window  pormiti 
you  a  widt  profit  morgin  and  has  unique 
features  of  design  that  appeal  to  dealer, 
salesman,  customer  and  installer. 

•  FULLY  ASSEMBLED  OR  KDl 

•  AVAILABLE:  2-PANEL  DOOR! 

Write,  Wire  or  Phone 
Today  For  Full 
Information! 

*  Patents  Pending 


THE  LITTLE-BEAVER  MFG.  CO. 

1513  Asblaod  Avenue,  Dept.  B.S. 
Baltimore  5,  Mdj  EAstern  7-4200 


STEEL  OVFIHE.AD  G.AR.AtiE  door  manufacturer 
desires  representative  to  cover  states  of  Illinois, 
Wisconsin  and  Minnesota.  Furnish  full  particulars 
in  letter  to,  Mr.  F'rank  De  Mascio,  6500  Mack  Ave¬ 
nue,  Detroit  7,  .Michigan. 


DEALER  SALES.MAN:  OUTSTANDING  storm 
window  and  screen  sales  manager  wanted  for 
midwest  territory  by  prominent  manufacturer.  Our 
products  are  nationally  known  for  quality  and  are 
competitively  priced.  Compensation  way  above  aver¬ 
age  for  right  man.  Salary,  bonus  and  expenses. 
Our  salesmen  know  of  this  ad.  Box  412,  BUILDING 
SPECIALTIES  &  Home  Improvement  Dealer,  425 
F'ourth  Avenue,  New  York  16,  N.  Y. 


HELP  WANTED:  MANUFACTURERS’  Agents 
calling  on  building  material,  specialty  and  home 
improvement  dealers  to  carry  our  complete  line  of 
glass  jalousies.  Sunstate  Jalousies,  5623  N.  W.  7th 
Ave.,  Miami,  Fla. 


W’ANTED:  PART  TIME  service  of  consulting 
engineer  to  assist  in  improving  and  developing  new 
ideas  for  cur  Aluminum  Combination  Storm  Doors 
and  Windows,  now  on  the  market  for  several  years. 
In  the  first  letter  give  complete  background,  ex¬ 
perience  and  availability.  Box  415,  BUILDING 
SPECIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


TWO  SPECIALTY  SALESMEN  wanted;  Success¬ 
ful  men  Tired  Of  Traveling.  Average  earnings 
$400.00-$500.00  weekly  within  metro,  area,  closing 
qualified  television  and  newspaper  leads  with  home- 
owners.  Permanent  year  round  steady  income  for 
right  man.  Box  416,  BUILDING  SPECIALTIES 
&  Home  Improvement  Dealer,  425  Fourth  Avenue, 
New  York  16,  N,  Y, 


SITUATIONS  WANTED 


AGGRESSIVE  SALES  MANAGER,  thoroughly 
ex|)erienced  in  setting  up  dealers  and  distributors 
on  national  basis,  looking  to  associate  himself  with 
progressive  manufacturer.  Location  no  object.  Earn¬ 
ings  to  be  discussed  at  personal  interview.  Watch 
the  profits  come  rolling  in  by  contacting  Box  426, 
BUILDING  SPECL\LTIES  &  Home  Improvement 
Dealer,  425  F'ourth  Avenue,  New  York  16,  N.  Y. 


PRODIXTION  MANAGER  AND  Executive 
thoroughly  experienced  in  Alum.  Combination  win¬ 
dows  and  doors  seeks  position  with  future  in  New 
York  area.  Willing  to  invest  as  partner.  Box  423, 
BUILDI.NG  SPECIALTIES  &  Home  Improve¬ 
ment  Dealer,  425  Fourth  .-\venue.  New  York  16, 
N.  Y.  10-53 


FOR  SALE 


DIES  F'OR  SALE — Brand  new  progressive  dies 
for  the  mfg.  of  aluminum  nail  slots.  Will  sell  at  a 
sacrifice  price.  Investigate.  Box  420,  BUILDING 
SPECIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Ave.,  New  York  16,  N.  Y. 


MISCELLANEOUS 


•‘.MIR.VCLE  GRIP”  ALUMINUM  Railing  Wants 
Manufacturer’s  Agents  to  set  up  and  service 
dealers  accounts.  Most  areas  now  have  established 
dealers.  .  .  .  New  accounts  are  relatively  easy  to 
obtain  because  we  have  one  of  the  most  wanted 
products  ever  to  appear  in  the  Home  Improvement 
Field.  ‘‘.Miracle  Grip”  Aluminum  Railing  is  new  on 
the  National  Market  but  four  years  old  in  the 
development.  It  is  a  real  chance  to  get  in  on  the 
“Second  Floor”  of  a  rapidly  expanding  Company. 
We  lave  leads  from  all  over  the  United  States  ami 
Canada.  We  need  help  in  coverihg  the  field.  -Appli¬ 
cants  must  lie  high  calilier  men  with  an  established 
record  of  accomplishment.  Reply  by  letters  with  full 
details  and  include  photo  or  snapshot.  -Ml  replies 
held  strictly  confidential.  Cremens  .Assmtiates,  184 
S.  Bridge  St.,  Struthers,  Ohio. 


&  Home  Improvement  Dealer 
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A 


A.  &  B.  Mfg.  Co .  141 

Ace  Industries  Co .  98 

Adams  Enf^ineering:  Co^  Inc.  Back  Cover 
Air  Control  Jalousies  oi  America, 

Inc .  74 

Air  Master  Corp . .W-31 

Albritton  Enj^ineering  Corp .  12 

Alco  Window  Industries .  90 

Alhom  Distributors,  Inc .  123 

Allied  Metals,  Inc .  13 

Aluma  Seal  Industries .  120 

Alumatic  Corp.  of  America . 17-19 

Alumex  Co .  97 

Aluminum  Fabricators,  Inc .  101 

American  Mirror  Works .  112 

Andrea  Mfg.  Corp .  152 

Aristocrat  Sales  Corp .  157 

Arlite  Industries .  54 

Arrow  Metal  Products  Corp .  91 

Atlas  Engineering  Co .  94 

B 

B  &  G  Mfg.  Co .  99 

B  &  .M  Corp .  75 

Badger  Aluminum  Extrusions .  88 

Beaux  Art  Crafts .  164 

Belson  Mfg.  Co .  ....  132 

Bloomfield  Co.,  K .  166 

Buffalo  Window  Co.,  Inc .  165 

Building  Specialties  .  22 

Butler  Stamping  Co .  28 

C 

Calbar  Paint  &  Varnish  Co .  130 

Capitol  Mfg.  Co.,  Inc .  25 

Carbozite  Protective  Coatings,  Inc.. .  165 

Central  Crafts,  Inc .  157 

Challenger  Products,  Inc .  47 

Champion  Windows,  Inc .  125 

Charles  Co.,  The .  129 

Childers  Mfg.  Co . 14-15 

Compo-Miracle  Products  Co .  11 

Cool  Ray  Metal  Awning .  146 

Corson  Mfg.  Co.,  Ben .  76 

Craig  W'indow  Co.,  of  Philadelphia, 

The  .  73 

C-Thru  Aluminum  Awning  Co .  16 

Curvalum  Door  Mfg.  Co .  168 

D 

Dallas  Iron  &  Wire  Works,  Inc .  145 

Davis,  Inc.,  S.  D .  22 

Dec-O-Grilles,  Inc . 167 

Denison  Fabricating  Co .  150 

Detroit  Macoid  Corp .  156 

Dewatex  Mfg.  Corp .  155 

Dexter  Lock  Co.,  Subsidiary  of  Na¬ 
tional  Brass  Co .  118 

Diamond  Building  Products  Corp _  4-5 

Duncan-Morris  Co .  155 

Dustite  Products  Co .  168 

E 

Eagle  Engineering  Co .  78 

Eagle-Picher  Co.,  The .  81 

Eagle  Sales  Corp. . .  142 

Ellwood  Aluminum  Door  Co.,  Inc _  149 

Elmont  Ihifg.  Co .  142 

Emco  Cement  Products,  Inc .  133 


F 


Feather-Lite  Mfg.  Co . 10.3,  148 

Federal  Screen  &  Sash  Co .  143 

Fire-Lite  Alarms .  168 

G 

General  Aluminum  Products  Corp..  .  3 

General  Bronze  Corp .  107 

General  Screen  &  Sash,  Inc .  153 

Grant  Metal  Mfg.  Co.,  Inc.,  G .  168 

Guildcrest  Co.,  T^e .  140 

H 

Harrison  Steel  Cabinet  Co .  23 

Hess  Manufacturing  Co . .56-57 

Home  Window  Co.,  The .  132 

Howard  Mfg^  Inc.,  Wm .  86 

Humphrey  Products,  Inc .  124 

Hygrade  Metal  Moulding  Mfg.  Co.. .  86 

I 

Ideal  Brass  Works,  Inc .  152 

Independent  Lock  Co .  117 

Industrial  Steels,  Inc .  144 

Irvington  Varnish  &  Insulator  Co..  .  147 

J 

Jamaica  Sash  &  Door  Co .  2 

Jarrow  Products .  16'» 

Jasco  Aluminum  Producto  Corp .  154 

Jason  Aluminum  Specialities  Co .  148 

Jerith  Mfg.  Co.,  Inc .  134 

Jonsarno,  Inc .  151 

Juniper  Aluminum  Products,  Inc....  84 

K 

Kessler  Products  Co .  144 

Keystone  Alloys  Co . 50-51 

Kline  Iron  &  MeUi  Co .  33 

Kota  Products,  Inc .  167 

L 

Lastik  Products  Co.,  Inc .  163 

Leonard,  Inc.,  R.  B .  105 

Little-Beaver  Mfg.  Co.,  The .  169 

Louvre  Seal  Window  Products,  Inc.. .  122 

Ludman  Corp . 26-27 

Lu-Mesh  Co .  163 

Lyf-Alum,  Inc .  8 

M 

McDermott  Metals  Co . 142 

Meadowstone,  Inc .  114 

Metal  Tile  Products,  Inc .  130 

Modernview,  Inc .  131 

N 

Nash  Mfg.  Co .  32 

National  Heather  Stone.  Inc .  96 

Nationwide  Aluminum  Products,  Inc.  66 

Nelson  Industries  .  150 

North-East  Metal  Products  Corp.. . .  109 

O 

‘Orange’  Screen  Dept.,  The  Eagle- 

Picher  Co .  34 

Orchard  Brothers,  Inc.  .  89 

P 

Pamco  Window  Mfg.  Co.,  Inc .  90 

P^ralastic  Products  Co .  90 

Paramount  Aluminum  Products 

Corp . ‘ .  6 

Peerless  Grille  Co .  .  153 

Perfection  Jalousies,  Inc .  136 


Perm-Aluminum  Products  Co.,  Inc.. .  92 

Perma-Shade  Co .  21 

Produx,  Inc .  128 

Protectalum,  Inc . 166 

Pro-Tect-U  Jalousie  Corp .  Ill 

Pyramid  Screen  &  Window  Co.,  Inc.  160 

R 

Reynolds  Metals  Co .  93 

Reynolds-Shaffer  Co .  126 

Rolaglass  Equipment  Co.,  Inc .  110 

Roll  Coater,  Inc .  135 

Roofing,  Siding  &  Building  Special¬ 
ties  Manual .  119 

Royal  Factories  .  162 

Royalum  Mfg.  Co .  110 

S 

Schumacher  Co.,  The  F.  E .  126 

Schwab  Jalousie  &  Awning  Co .  102 

Scott  Windows .  100 

Season-all  Sales  Corp .  101 

Security  Companies .  119 

Shawnee  Metal  Products  Co .  9 

Shower  Door  Co.  of  America .  161 

Silver’s  Standard  Equipment  Co.. . . .  132 

Stahl  Industries,  Inc .  87 

Standard  Wire  Cloth  &  Screen  Co.. .  156 

Steel  Window  Products  Co .  160 

Stephen-Laurie  Mfg.  Co .  71 

Sterling  Awning  Co .  145 

Storm  Sash,  Inc .  115 

Storm  Windows  of  Aluminum,  Inc.. .  138 

Storm  Wizard .  . .  151 

Sun-Sash  Companv  .  70 

Superior  Window  Co. .  80 

T 

Tartan  Industries,  Inc .  77 

Taylor  W'indows .  134 

U 

Union  Aluminum  Co.,  Inc .  79 

Union  Machine  Co .  106 

V 

Verflex  Sales  Corp .  55 

Volpert,  Inc .  121 

V-Seal  Corporation . Third. Cover 

W 

Wallace,  Don .  146 

Warner  Mfg.  Co .  20 

Weatherlock  Aluminum  Products...  161 

Weather-Proof  Co.,  The .  95 

Weathershield  Corp .  154 

Weather-Wise  Windows,  Inc . 68-69 

Weather  Wizard  Aluminum  Mfg. 

Co . 158-159 

Werner  Co.,  Inc.,  R.  D .  94 

Westmoreland  Metal  Mfg.  Co .  137 

Weyl  &  Gahagan,  Mfgrsi. .  134 

Wilson  Mfg.  Co.,  L.  S .  108 

Win-Chek  Co .  136 

Winstrom  Mfg.  Co .  67 

Winsulite  Mfg.  Co. .  139 

Win-Sum  Window  Corp .  116 

Winter  Seal  Corp .  113 

Y 

Yardley  Plastics  Co .  29 

Vates  Company  .  86 

Youngstown  Industries,  Inc .  83 

Youngstown  Window  &  Door  Co .  127 
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* .  ^  I^CHUfOt^D  ahiinifim? 

Only  rolled  oluminom.  offers  the 
»tr«ngth^  restliMiee^  flexibility^  end 
lightness  thot  is  so  necessory  for  the 
protecting  outer  skin  of  oil  oirplonei^ 
This  rolled  outer  skin  most  resist  Kdll, 
sleetf  snow,  k«,  moisture,  sudden 
temperature  chonges,ond  the  shesses 
of  excessive  wind  resistoncet 

A  storm  window  must  for  the  most 
port  resist  dsese  Some  elements!  Whet 
better  proof  is  needed  to  show  that 
kOltbD'FORMED  olumlnum  is  best  for 
eluminum  windows^ 


eitiMi  wiNOOv^ 

V»S«o1 

V-Seal  SoiKht 

scmnis 

Slomioref,  Oroimnwii 
w;ck»t 


stoilie  SASH 

V.S*ol  (Mtfxs 
V'Seof  SiecisKitttr 
y^i  Trifii* 

V.W  Sd*  SItifa 
Combiiweon  Scnsmsnl  SaA 


iMi  V-S^ol  product  ar»  avotrabf®  "K.O."  Each 
window  fndrvit^oiiy  pecMd  for  ca»y  dorago 
and  osUnnbfr-onoltMr  ftSSr't 


W*  IK>U»FORM  lo  your  spccifico^t* 


'Ameriet^^s  man  pragrtiaipe  ahttnmtm  meadow 
maimfaafurer^* 


\ 


WRITE  NOW  FOR  FULL  INFORMATION 
about  Hm  iolouciu  window  that  givot 
FACTS  and  FEATURES  to  toll  wHhl 


(Thtrt  will  bt  soma  wonderful  news 
and  surprises  toon  for  dealers  on 
our  mailing  lists  —  be  sure 
we  have  your  name  and 
address.) 


ADAMS  ENGINEERING  CO.,  Inc. 

P.O.  Box  936,  Uttle  River  Branch,  Miami  38,  Florida 


Perfectly  suspended  jalousies  are  smooth- 
operating.  ..never  a  strain  on  moving  parts 
...you  can  eliminate  unnecessary  operators 
b^use  there  is  no  weight  to  lift! 


FULL  NA  TIONAL 

ADVERTISING  SUPPORT 

and  COMPLETl  SALES  HELPS! 


ABC  Jalousies  have  acceptezioe».nationad 
advertising  makes  sales  for  3roa...and  full 
sales  aids  and  installation  maniuds  make 
your  job  easy!  - 


...and  remember,  Adams  Engineering 
Company  manufe^ree  Juet  one  trade 
of  JahuaieaJ 


,  MtAMI,  Plaifda  HAOCmSACK,  Now  Iwoov 


mMM 


EXCLUSIVE 

PATENTED  SPRING-CLIP 


Makes  installation  easy,  foolproof,  dup- 
proof...glass  is  held  firmly  in  “knee-action’* 
assembly  that  cannot  rattle! 


ALL  BALANCED  CONTROL 


